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All the world’s a stage — and 
steels play many parts. 

Some of the parts they play, as 
indicated by a few of a recent week's 
orders, may suggest to you where a 
Republic steel can be helpful in your 
business. 

ENDURO* Stainless Steel to be 
made into slides for swimming 
pools. After exhaustive tests, coiled 
silicon strip steel ordered for trans- 
former cores. Toncan* Iron enam- 
eling sheets to be used for bath tubs. 
Chrome-nickel-moly steel will be 
made into piston rods for submarine 
Diesel engines. Cold rolled steel 
sheets to be fabricated into panel 
cabs for trucks. ENDURO Stainless 
Steel trim to add glitter to a merry- 
go-round. Carbon bars to be rolled 
into window sash sections. Galvan- 


nealed steel sheets to be made ready 





for the Fall sales of small gas heating 
stoves. Toncan Iron plates for fab- 
rication into phosphate cars. An 
interesting use for 16-inch pipe in 
bridge abutment piling. A large 
foundry ordered a carload of core 
wire. ENDURO Stainless Steel strip 
for drain boards and trim in the 
largest private housing development 
ever undertaken in America — 1100 
houses. Carbon bars to be made 
into pole line hardware. Type AA 
ENDURO for erasing shields. A large 
tonnage of pig iron to be made into 
hot-water and steam radiators. 

Republic has earned its position 
among the three major steel producers 
of America by promoting the develop- 
ment of new and better steels and by 
conscientious metallurgical assistance 
in every field of industry. 

Helping you will be a pleasure. 


REPUBLIC 


STEEL 


REG. U.S. PAT. OFF. 


CORPORATION 


GENERAL OFFICES » 


CLEVELAND, OHIO 


TRUSCON STEEL COMPANY «+ STEEL AND TUBES, INC. » UNION DRAWN STEEL DIVISION 


BERGER MANUFACTURING DIVISION 


© NILES STEEL PRODUCTS DIVISION 


When writing Republic Steel Corp. for further information, please address Department EP 











The Hollywood spiders 
are on relief 


A typical example of Goodrich development in rubber 


OLLYW OOD moviescriptssome- 

times call for spider webs. But 
spiders can’t be lured with fat contracts, 
don’t understand the importance of 
production schedules. They proved 
more temperamental than any movie 
heroine—and whole casts could be held 
up, waiting for a spider to spin a web. 


Then a technician at Metro-Goldwyn- 
Mayer thought of making spider webs 
of rubber cement. Experimenting, he 
forced the cement through a tiny hole 
where he caught it in the blast of an 
electric fan,and by moving the fan up 
and down, in and out, learned how 
to weave webs of which any spider 


could be proud. 


But to make webs of life-like gos- 
samer, the rubber cement had to be 
extraordinarily uniform so it would not 
clog. And it had to be of the right 
natural color, had to remain stable, and 
had to be of such great tensile strength 
that even in tiny threads it could stand 
jarring and wind during the movie 
without the breaking ofa single thread. 

ThestudiocametoGoodrich for their 
cement, and Goodrich had exactly the 
product they needed. You probably 
have seen many a spider’s web in mov- 
ing pictures, made of Goodrich rubber 
cement . . . It illustrates the principle 


applying to all Goodrich pr 
research to improve life,tensilest 
uniformity, every property of 1 
goods goes on continuously he 
the resulting discoveriesare imme 
available to all Goodrich prod 
that you can be sure of getting the 
developments, the utmost value, s 
by specifying Goodrich to your Di 
tor. The B. F. Goodrich Co., Mec! 
Rubber Goods Division, Akron, ' 
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ay case cau IN RUB} 








i = gipceis 

















E.. 


D ynrcmasnss 


Established 1915 as “The Purchasing Agent” 
Consolidated with “The Executive Purchaser” 











PURCHASING is an independent journal, not the official organ of any association. 
publication of national scope devoted exclusively to the interests and problems of the purchasing 
executive in industry and government. 


Published monthly by 


BOFFEY PUBLISHING CO., Inc. 
11 West 42nd Street, New York, N. Y. 
S. F. Heinritz, President and Treas- 
urer; G. B. Howarth, Vice President; 
H. N. Pickett, Vice President; H. M. 

Stelljes, Secretary. 


STUART F. HEINRITZ....... Editor 


Advertising Representatives 


GEO. B. HOWARTH, 
1l West 42nd St., New York 


H. N. PICKETT, 
2843 Hampton Road, Cleveland 


STANLEY J. SMITH, 
201 North Wells, Chicago 


FRED WRIGHT, 


Insurance Exchange Bldg., St. Louis 


Contents for May 


Yours on Request 
F. O. B. 
A Matter of Principle 
Industrial Mobilization 
George E. Price, Jr. 
Pen-Points on Purchase Law 
H. H. Shively 
How Silk Is Marketed 
FF. A. Westbrook 
Specifications in Buying 
H. kh. LaRowe 
Silhouette Studies 
38: Charles Warrenton Fellows 
How Good Is Your ‘‘Business Memory?” 
Frederick E. Gymer 
Workers Who Sweat Need Salt 
John N. Cadby 
N. A. P. A. Convention Program 
Convention Committees 
Plant Visits 
California, Here I Come! 
Personalities in the News 
Obituary 
The General Convention Committee 
Buyer’s Bookshelf 
Patent Agreements 
H. A. Toulmin, Jr. 
The Purchase of Power 
C. N. Parkes 
Exhibitors at the Inform-A-Show 
New Products & Ideas 
The Market Place 
Among the Associations 


Index to Advertisers 


Acceptance under the Act of June 5, 1934, at Easton, Pa., Authorized June 4, 1936 


It is the only 


4, 6.8 


31 


33 


36 


37 
18 
19 
50 
56 


oi 
58 
64 


61 


70 


80 
84 
92 
96 
103 








VOLUME VII 
NUMBER 5 


PAGE 2 


lic A COPY, $1.00 A YEAR 


May 1939 


PURCHASING 


CANADA AND FOREIGN, $1.50 A YEAR 








’ % : 


a 








Next time you plan an out-of-town trip, pick up HERE’S HOW LITTLE IT COSTS 
your telephone, before you pick up your hand- TO TELEPHONE! 
bag. Use Long Distance to arrange definite ap- BETWEEN THESE POINTS PAY,except NIGHT and 
pointments with the men you want to see. Cincinnati, Ohio 

They will be better prepared for your visit— Louisville, Ky. $.50 $.35 
and so will you. You'll accomplish more in each —_ Philadelphia, Pa. 


: . . Boston, Mass. 1.00 -60 

interview. And you'll save yourself long hours of Chicago, III. 

waiting for prospects who are busy, or customers Minneapolis, Minn. 1.20 -75 
7 meee Los Angeles, Calif. 

who are away. Salt Lake City, Utah 1.75 1.05 

Indianapolis, Ind. 

pointments—and much more than repay the New York, N. Y. 1.95 1.20 


; 2! *3-minute station-to station rates. Reduced rates run 
little they cost. from 7 P.M. to 4:30 A.M. every night and all day Sunday. 


Long Distance appointments prevent disap- 
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Numbers: 


Yours on Request 


Purchasing agents will find it well worth their while to read the publications 


reviewed on this and the following pages. 


From among the many submitted 


to us, they have been selected by the editors as having greatest interest and 


utility value to purchasing agents. 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


524 The new 60-page wire-bound catalog released by 
» Rhode Island Tool Co. includes detailed tables 
showing dimensions and prices for its complete line of bolts, 
nuts, screws and studs of many types. Numerous special tables 
show decimal equivalents, U. S. standard threads, pitch diameter 
and tolerances of threads, weights of steel, etc. 


609 Devoted exclusively to Visible Record Equipment 
« is a new catalog issued by the C. E. Sheppard Co. 
In its 40 pages, 8'/2”x 11", are illustrated both automatic shift 
and non-shift types of binders, and a wide range of new stock 
forms—for accounts receivable and payable, purchase, inventory 
and stock keeping, prospect and sales records, personnel and pay- 
roll records, and the like. 


657 Catalog No. 82 of the Ludlow-Saylor Wire Co. is 
s a complete treatise and reference book on wire 
cloth and woven wire screens in all grades and weaves, of all 
commercial metals and alloys, and for all purposes. Its 72 
pages, conveniently assembled with plastic spiral binding, con- 
tain a wealth of information on the selection and characteristics 
of standard and special constructions, illustrations, and dimen- 
sional tables. Featured is Super-Loy, an economical steel for 
heavy-duty applications. 


659 Aside from being exceptionally interesting as re- 
« gards the nail in history and its present day manu- 
facture, Republic Steel Corporation’s new 52-page, wire bound, 
nail catalog presents a great quantity of useful and helpful in- 
formation on nail type and size. Illustrations of the various 
types of nails are supplemented by charts showing the size, length, 
diameter of head, and number per pound. By means of numbers 
placed alongside the individual nails, reference may be made 
to the standard nail extras listed in a separate insert at the back 
of the book. Although primarily a catalog on nails, other steel 
products such as staples, bolts, wire, and roofing material are 
listed and specified. 


664 The wide variety of applications of the Stanley 
«» Car Banding System to different types of merchan- 
dise is thoroughly illustrated in the new catalog of 20 pages pre- 
pared by The Stanley Works. In addition to the above, five 
pages of this booklet are devoted to illustrations and specifications 
of the band, banding tools, seals, and anchors used by this sys- 
tem. 


670 The proper sealing of packages with the correct 
e gummed tape applied skillfully has its benefits 
in both efficiency and economy. ‘‘Helpful Hints on Sealing 


Methods”’ is the title of a 4-page folder being offered by Moore & 
Thompson which gives much information on this subject. 


I wish to receive the following literature: 


68 1 To take the guesswork out of thin paper specifica- 

» tions, the Valley Paper Co. has developed the 
“Thin Paper Efficiency Chart,’ designed to fit under a desk 
glass or to hang on the wall. It indicates at a glance the most 
satisfactory grade and weight of thin paper for every conceiy- 


able office or factory use. 


682 Constructed with a malleable iron base giving 
=» extra strength, the Simplex Ball Bearing Jacks de. 
scribed in the recent 4-page folder now distributed by Templeton, 
Kenly & Company are built with a chrome molybdenum steel 
ball nestled in a hardened nickel steel ball-seat. Many charts 
are incorporated in this folder showing the different sizes and 
styles of jacks available and their capacity, height, lift, and list 
price 


69 | Suppliers of tacks, nails, rivets, burrs, tufting but- 

» tons, crowns, and kindred products, the Atlas 
Tack Corporation has prepared a series of folders illustrating and 
itemizing a representative selection of these articles from the 
over 24,000 different types, sizes, and finishes manufactured and 
in stock. In addition the folders contain information on holders 
and packages such as the Atlas shaker box for tacks. 


692 A handsome 24-page booklet supplied by the 
s Koh-I-Noor Pencil Company lists and describes 
pencils, crayons, sticks, holders, and brushes for artists, drafts 
men, engineers, architects, office workers, and students. Illustra 
tions, stock numbers, and price quotations make the selection of 
the correct tool for the job comparatively simple 


l 4 Lead-bearing open hearth steels which improve 
7 » machinability from 20% to 40% and increase tool 
life without sacrificing the desirable qualities of open hearth steels 
are described in a new bulletin now offered by Joseph T. Ryerson 
& Son, Inc. The bulletin also includes results of actual machining 
tests. The steels are available in a wide range of analyses which 
are listed 


7 1 8 Exemplifying its line of etched and lithographed 
=» signs, name plates, dials and novelties, Anderson & 
Sons is offering free, a 6” steel rule with table of decimal equiva- 


lents on the reverse side. Rules are available in both gold and 
silver finishes. Handy in both shop and oftice. 


720 The Clark Equipment Co. is offering a new book 
s describing the ‘‘Clark Carloader Method,” a new 
system based on modern material handling equipment, plus the 
specification of packaging as a part of the purchase, resulting in 
marked savings in the cost of unloading cars, storing materials 
and parts, and withdrawing them from storage to feed produc- 
tion. Significant savings in these important operations, with 
corresponding savings in labor, warehouse facilities, and stock 
keeping, open an important field for the purchasing man inter- 
ested in increased efficiency of operation and lower product costs. 


72 l The new sample book of thin papers just completed 

» by Esleeck Mfg. Co. contains samples for use as 
record forms, letterheads, copies, advertising, legal documents, 
air mail, branch office and foreign correspondence. It contains a 
variety of samples of weights, finishes and colors, and grades 


ranging from 25% to 100% rag content 


20 A cumprehensive 106-page 8!/;" x 11” loose-leaf 
» catalog recently issued by Pulmosan Safety Equip- 
ment Co covers virtually all industrial safety equipment require- 
ments. Some of the numerous products illustrated and described 
are respirators of all types and for all purposes, hoods, helmets, 
masks, goggles, gloves, welding shields, safety ladder shoes, 
leggings, aprons, inhalators, fire-fighting equipment, first aid kits 
and supplies, safety shoes, foot guards, safety belts, salt tablets, 
ete 


Additional listings on pages 6 and 8) 
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IT'S THE NEWEST IDEA 


IN TYPEWRITEF 


onLy KOVAL HAS (T 


MAGIC’ & 
MARGIN 








(7s gET 


THEY’RE ENTHUSIASTIC, Margin does the rest auto- 
these girls with New Easy- matically. 


ese y Es 
Writing Royal Typewriters! = Bur MAGIC Margin isn’t all! 


For Royal’s New No. 1 isnew— The New Royal has many other 


years ahead! When the opera- 
tor “sets margins,” there’s no 
hunting,no groping for margin 
stops ... she merely positions 
the carriage of the typewriter, 


Features of the Future. Allhelp 
to make typing easier, faster! 


Phone your local Royal Repre- 
sentative. Give this New Royal 
THE DESK TEST. In your own 





flicks a tiny lever—and MAGIC office .. 


Trade-mark 


. Compare the work! 





= ** 7 
TIME SAVER TOP. Eliminates bere a Presi Improved!  gwipy FREEDOM. For smooth 
Type-bar Blur," speeds ribbon OS!tive! Provides instant in- rhythmic typing! No more 











changing dividual typing comfort. “bobbing carriage!"’ 
= ** 7 i 2 ’ ai € € 
rade-mark for key-tension - 
dovins. Copyright, 1939, Royal Typewriter Company, Inc., 2 Park Ave 


MORE THAN EVER WORLD’S No. 1 TYPEWRITER 








THE ROYAL EXHIBIT at the Inform-a-Show 


Booth 27, 24th International Convention of the National Purchasing Agents Association, Hotel Fairmont, San Francisco, Calif. May 21st May 25th 
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Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the preceding pages. From among the many submitted 
to us, they have been selected by the editors as having greatest interest and 


utility value to purchasing agents. 








To obtain copies, simply fill in and mail coupon at the bottom of this page. 














J 72 A 38-page catalog that is distinctly apropos at this 
«s time is that now offered by Stromberg Electric 
Company, entitled “Solving Your Payroll Problems.’’ The 
handsome wirebound booklet is a study of modern payroll control 
systems with special attention to the effect of recent labor legis- 
; lation on timekeeping procedure. Some of the topics that are 
s discussed which show the scope of this interesting and informa 
tive book are: why old-fashioned timekeeping methods are now 
inadequate, the attitude of labor unions toward mechanical time- 
keeping, the wage and hour law, how state laws affect you, and 

modern payroll procedure 


724 A new and attractive supplement showing luggage, 
« electrical accessories, golf equipment, silverware, 

and watches not shown in their regular catalog and of a seasonal 
character has just been issued by L. & C. Mayers Company. 
Catalog prices and net costs are included. 


725 An interesting 4-page 8'/2” 11” bulletin issued by 
GiwJ. the Lee Spring Co. likens the importance of the 
spring in mechanical construction to that of straw in the making 


of bricks in earlier times. Distinct illustrations of many of the 
innumerable types of springs available are included. 


726 A 12-page combination catalog, manual, and price 

a « list on Apex-Phillips screwdrivers and bits for 

electric, air, and spiral drivers is offered by the Apex Machine & 

Tool Co. Designed to supply purchasing agents, tool supervi- 

sors, and production engineers with detailed information regarding 

drivers for Phillips recessed head screws and slotted head screws, 

two tables are given for determining the correct bit size for Phil- 

lips wood, machine, and sheet metal screws and stove bolts and 

7 for flat, oval, binding and round head slotted screws. Power 

j ; bits are illustrated for 32 makes and styles of power drivers as 
well as hand drivers. 


;? Tan A 4-page bulletin devoted to describing the Taber 
mek | » Instrument Co.’s portable Model J calibrated 

abraser wear testing outfit has just been released. Coupled with 
ageing and chemical resistance determinations, accurate predic 
tions as to the useful life of various types of finishes, ranging from 
. paint and lacquer finishes to rubber and plastics, may be made 
; FP) Two large illustrations show the abraser, attachments, supplies, 
a and the case in which it is carried. 


ae 


2 72 The use of adhesives—gum and pastes—for labeling 
& , « cans is completely treated in a comprehensive 16 
a. 1 ‘ page booklet issued by National Adhesives Corp. This booklet 
Fay" compiled with the cooperation of four of the outstanding manu- 
a facturers of can labeling machines, presents causes and remedies 
a for the difficulties most frequently occurring in can labeling. 
rt Valuable hints are given on the selection of labels such as the grain 
. direction, weight, finish, etc. 
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729 Would you like to be able to make impartial tests 
» to determine pencil values? The Eagle Pencil 
Co. will send you 2 metal masks for comparing smoothness and 
point strength, a blue print made direct from a pencil drawing, 
a bulletin of approval by the Investigating Committees of Archi- 
tects and Engineers, and a sample each of their top quality office, 
colored, and drawing pencils. 


73 Wire stitching is replacing other methods such as 

» riveting for fastening fiber, fabrics, and other ma- 
terial to sheet steel up to .050” thick. Complete detailed infor- 
mation on the machines that do this work is found in the large 
illustrated 4-page folder offered by Bostitch. This method for 
wire stitching through rolled steel sheets now used in automobile 
manufacture has numerous other applications of interest to every 
manufacturer engaged in this kind of production 


2 l “‘Superfinish’’—a term that has recently occupied 

« the attention of engineer and executive in the auto- 
motive industry, is the subject of a 4-page folder now offered by 
Bay State Abrasive Products Co. Several illustrations showing 
comparison of finishes, turned and superfinished, of wrist pins, 
steel discs, flywheels, and valves are included together with cuts 
of special honing stones and wheels for superfinishing. 


732 Illustrating and describing their complete line of 
» frailroad jacks, including safety, self-lowering, 
ratchet, automatic lowering, hydraulic, and all-purpose screw 
jacks, bulletin 884-B, issued by The Buda Company, contains 
detailed specifications showing size, weight, capacity, extent of 
lift, and list prices rhe large 8-page bulletin clearly points out 
the many special features of the jacks included. Also included, 
is a section devoted to railroad equipment and supplies such as 
wheels, bumpers, stops, frogs, and crossings. 


733 Many photographs showing actual applications of 
> Anchor Weld” iron fences and gates in connec- 
tion with factory, home, park, monument, and cemetery are in 
cluded in the attractive 32-page booklet published by Anchor 
Post Fence Co. The fine Ulustrations emphasize both the decora- 
tive and protective features of these welded iron fences. Struc- 
tural details such as the sixteen points of weld on each picket as 
well as design details are shown in drawings. 


734 Where high speed steels are needed for strong 
«» enduring tools, ‘‘Rex’’ is the answer. An 8-page 
folder offered by Crucible Steel Company of America presents in 
concise form important characteristics of the seven grades of this 
steel available and lists the application of each. Also included 
in the folder are general working instructions for cutting, forging, 


annealing, hardening, tempering, and straightening these high 
speed steels, 


735 An informative and useful booklet, “Ways to Save 
» Time in an Office” deals with the elimination of 
needless motions. In a simple, clear cut manner, this 20-page 
booklet offered by Burroughs Adding Machine Co, presents sug- 
gestions intended to guide executives in locating the costly opera- 
tions that handicap office employees. Typical subjects covered 
include: ‘“‘bottlenecks’’ in office routines, month-end peak loads 
rehandling of figures, non-productive operations, duplication of 
records, and similar costly factors. The booklet also suggests 
many practical short-cuts in handling the office work. 


736 A new 40-page illustrated catalog published by 
» Larkin & Company contains valuable information 
on packers and sand pumps as well as a great variety of kindred 
products manufactured and sold by this company. The special 
index is arranged alphabetically with finger numbers so that im- 
portant data and illustrations on the product desired are available 
at a glance 


(Additional listings on pages 4 and 8) 
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Rar Stockh Values Origi 
by READING-PRATT & CADY 


Today their rugged strength and accurate control 
provide definite economy for almost every industry 


When the service is one that requires accurate control in valves 
up to ]-inch—and the valves must be able to withstand any com- 
mercial pressure and temperature—be sure to get complete data 
on READING-PRATT & CADY Bar Stock Valves. 

Production of these valves ranges from a bronze globe number 
that handles pressure of 500 lbs. and 150°F. to valves of stainless 
steel and carbon steel with stellite discs designed for severe throt- 
tling uses up to 475 lbs. pressure at 1500°F. Production metals 
are bronze, carbon steel, 12/14% stainless, 18/8% stainless and 
combinations of the same—bodies made of bar stock on precision 
set machines. 

Ask your jobber or write to us for recommendations that will 
result in your getting the service you look for. 


READING-PRATT & CADY DIVISION 


BRIDGEPORT, CONNECTICUT 
Brass and Iron Valves * Steel Valves ¢ Fittings 





Lock Bonnet Type ——_Lock Shield Type 
















to 1" Angle Vaives 44" to 1" 
only = -RP.8.C.BarStock Valve: 
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i Type Welding End Type 
‘Stock Valve Same price as threaded 


Proved by mony years of service 


34", Specially designed fo 
carry solids in suspensior 





AMERICAN CHAIN & CABLE COMPANY, Inc. 
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Purchasing agents will find it well worth their while to read the publications 
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J 737 “Healthy, Vigorous, Clear Thinking Workers’”’ is 
« a descriptive illustrated folder issued by Hough 
: Shade Corp. on how to obtain up to 40% more light without drafts, 
thereby increasing efficiency and output to a corresponding de 
gree. Special equipment has been devised to take care of every 
type of industry; textile mills, silk spinning, and other indus- 
tries requiring a high relative humidity, as well as for plants that 
have devastating acid fumes present. The folder shows shades 
for all types of office and factory windows, and also for monitors 
and skylights. 


} 738 Neon beams have great penetrating powers and 

« thus when fitted to new or old water gauges they 

become visible through fog, steam, dust, and dark. The water 

level can be easily and quickly read 150 feet and farther away. 

Complete and detailed information about this Neon Illuminator, 

its installation and cost is found in the 4-page illustrated folder 
offered by The Wright Austin Co. 


739 ‘‘How to Make Good Waterproofed Concrete”’ is a 

« 32-page, well illustrated book, 8'/2” 11”, issued 

by the Medusa Portland Cement Company. The booklet fea 

tures the use of waterproofed cements in the making of water- 

proofed concrete as well as of stucco, brick, and tile. It tells why 

these materials should be so treated and points out the economies 

‘ of this treatment. Complete specifications for the use of these 
cements are given for all types of construction. 


740 The Fluorescent Daylight Mazda light with its 
« daylight quality, virtual absence of heat and glare, 
improved diffusion of light, and high efficiency from low wattage 
: sources is an important ‘‘leap’’ in localized industrial lighting. 
} But in order to gain these advantages to the fullest extent it 
is of importance to select the proper fixture. A handsome 16- 
page folder issued by The Miller Company is devoted to describ- 
ing and illustrating their line of fluorescent lighting fixtures and 
reflectors so designed to give the full benefits-of this new industrial 
light. Numerous charts and tables facilitate the choosing of the 


4 correct fixture for the most efficient service. 

. 4 74 1 ‘“‘Longlife”’ is a pure mineral asphalt, unadulterated 
:? « with solvents, chemicals, sludge, or foreign matter, 
# 4: , put into usable form. The material is applied cold for roofing, 
2 5 waterproofing, low cost caulking, and for many other purposes 
4 + A 4-page folder offered by the Flexrock Company presents the 
a ‘ applications and advantages of this material which may be used 
a ' as a plastic or a liquid and will not melt under torrid sun. Three 
ss unretouched photographs show actual applications. In addition, 
oa the folder gives information on Longlife Jute Fabric for flat rool 
iy-Ne construction, which has no shrinkage and may be installed direct 
j ly from the roll. 
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742 Including the most popular styles of metal covered 
» mouldings, frames, easels, show cases, a new line 
of snap-on mouldings, edging and nosings, coves and corners, 
etc., a new 16-page folder offered by Ames Metal Moulding Co,, 
Inc. endeavors to make available at one source, all items di- 
rectly related to mouldings. Price lists, detailed specifications, 
and many illustrations are incorporated. 


743 The locking of self-locking track bolts takes place 
» when the nut is tightened against the work, and 
continued wrenching forces the tapered crest of the nut thread 
over the tapered and stepped root of the bolt thread into the 
locked position. Complete information on these track bolts 
which eliminate lock-washers and labor costs is found in the 
illustrated folder offered by Dardelet Threadlock Corporation 


744 An informative and useful booklet offered by the 
» Wickwire Spencer Steel Company is devoted to 
wire rope, its construction, uses, grades, handling methods, and 
fittings. Numerous detailed illustrations accompany the many 
types and sizes of wire rope described in addition to the speci- 
fication tables showing list prices per foot, diameter in inches, 
approximate weight per foot, proper working loads, number of 
strands and wires to the strand, and construction of the core 
The wirebound pocket size booklet is 82 pages in length. 


745 Complete description of the operation and advan- 
» tages of the fluid process of making copies is found 
in the 1939 edition of Standard Mailing Machine Co.'s ‘‘How 
Standard’s Fluid Process Lowers Copy Costs.’ This edition, 
among other new features, illustrates the recently introduced 
Standard Simplified Automatic Feed. The 24-page pocket sized 
booklet shows how to secure longer runs of brighter copies, in- 
crease speed of operation, and effect cost savings often ranging 
as high as 50% 


746 The advantages of fluorescent lighting are made 
» available with the greatest efficiency by means of 
the correct lamp in the correct position to suit the needs of the 
individual worker. A 6-page booklet, illustrated, offered by 
The Fostoria Pressed Steel Corporation, describes 25 different 
models ranging from a single 15-watt model to a two-tube 80 
watt canopy mode for overhead, table, or bench mounting. 


747 The Stein-Hall Manufacturing Company is now 
»s Offering reprints of a recent paper prepared by Mr 
J. V. Bauer of that company, on ‘“‘Adhesives for Corrugating.”’ 
The paper discusses the Olsen compression test as a means of 
measuring the strength of the finished box, the effective use of 
adhesives in box making, and recent adhesive developments such 
as the introduction of special acid reacting starch adhesives and 
the new types of sealing and box tapes. 


748 A dust collector that is ideally suited for the collec 
«» tion of dust created by sand blasting, tumbling, 
wheelabrating, grinding, and similar processes, where relatively 
small volumes of air are to be handled, is completely described in 
a new illustrated folder just published by the American Foundry 
Equipment Co. Mechanical features and the construction of 
this collector are clearly explained in the circular by means of 
drawings and illustrations. Specifications of all models are com 
pletely listed 


749 A new catalog, 24 pages in length, completely il 
«» lustrating and describing the construction and us¢ 
of steel storage equipment for protecting valuable tools, pro 
viding visible, accessible storage, and saving labor and _ floor 
space, has just been published by Lyon Metal Products, Inc 
A wide variety of storage equipment is pictured and the use of 
each for different types of small tools is described. Included also 
are methods of bar storage, shop equipment, enclosure panels, and 
tool and die storage. 


(Additional listings on pages 4 and 6) 
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If you buy your car 


YOULL GET A PONTIAC! 
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Illustrating De Luxe 115 Six 4-Door Sedan, $866* 





GENERAL MOTORS’ SECOND LOWEST-PRICED CAR 


HE FEW EXTRA DOLLARS you 

pay for a Pontiac above the 
cost of the lowest-priced cars 
make an astonishing difference 
in what you get. The reason is 
that these extra dollars have all 
been spent in adding value—and 
spent so expertly that you get a 
much bigger, finer, better-per- 
forming car than the small differ- 
ence would lead you to expect. 


Moreover, when you get right 


down to cases, you actually don’t 
pay more for a Pontiac, you simply 
invest a little more, because you 
get the difference back in higher 
resale and trade-in value. 


That’s why we are sure that if you 
buy your car as you buy supplies — 
by a careful comparison of quality 
and price—you'll buy a Pontiac. 
It is simply a question of getting 
the most for your money 


VISIT GENERAL MOTORS EXHIBITS AT THE NEW YORK AND SAN FRANCISCO WORLD'S FAIRS 


Youll be proud 





to owna 
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Pontiac 


You can’t match all these feature 
in any other low-priced car 


Distinctive New Silver Streak Styling » New 
Ride with Duflex Springing + Lower, ™ 
Bodies with Curb-High Floors} +« Imp: 
Safety Shift at No Extra Cost + Improved Kr 
Action « Thrilling L-head Engine Performa 
with Record Economy «+ 412 sq. in. Ade 
Visiont + Safety Glass All Around « Extra Larg 
Trunk Space at No Extra Cost + Multi-S 
Hydraulic Brakes + New Self-Cushio 
Clutch. +tDe Luxe 120 “6” and De Luxe “8 


$758... 


*delivered at Pontiac, Mich. Prices subje 
change without notice. Transportation 
local taxes (if any), optional equipment 
accessories —extra, 





GENERAL MOTORS TERMS TO SUIT YOUR 
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utility value to purchasing agents. 





Yours on Kequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the preceding pages. From among the many submitted 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 

















73 “Healthy, Vigorous, Clear Thinking Workers’’ is 
7. a descriptive illustrated folder issued by Hough 
Shade Corp. on how to obtain up to 40%more light without drafts, 
thereby increasing efficiency and output to a corresponding de- 
gree. Special equipment has been devised to take care of every 
type of industry; textile mills, silk spinning, and other indus 
tries requiring a high relative humidity, as well as for plants that 
have devastating acid fumes present. The folder shows shades 
for all types of office and factory windows, and also for monitors 
and skylights. 


738 Neon beams have great penetrating powers and 
« thus when fitted to new or old water gauges they 
become visible through fog, steam, dust, and dark. The water 
level can be easily and quickly read 150 feet and farther away. 
Complete and detailed information about this Neon Illuminator, 
its installation and cost is found in the 4-page illustrated folder 
offered by The Wright Austin Co. 


39 ‘‘How to Make Good Waterproofed Concrete” is a 
7 2 32-page, well illustrated book, 8'/2” X 11”, issued 
by the Medusa Portland Cement Company. The booklet fea 
tures the use of waterproofed cements in the making of water- 
proofed concrete as well as of stucco, brick, and tile. It tells why 
these materials should be so treated and points out the economies 
of this treatment. Complete specifications for the use of these 
cements are given for all types of construction. 


740 The Fluorescent Daylight Mazda light with its 
« daylight quality, virtual absence of heat and glare, 
improved diffusion of light, and high efficiency from low wattage 
sources is an important ‘‘leap’’ in localized industrial lighting. 
But in order to gain these advantages to the fullest extent it 
is of importance to select the proper fixture. A handsome 1b6- 
page folder issued by The Miller Company is devoted to describ- 
ing and illustrating their line of fluorescent lighting fixtures and 
reflectors so designed to give the full benefits of this new industrial 
light. Numerous charts and tables facilitate the choosing of the 
correct fixture for the most efficient service 


74 1 ‘“‘Longlife’’ is a pure mineral asphalt, unadulterated 

«s with solvents, chemicals, sludge, or foreign matter, 
put into usable form. The material is applied cold for roofing, 
waterproofing, low cost caulking, and for many other purposes 
A 4-page folder offered by the Flexrock Company presents the 
applications and advantages of this material which may be used 
as a plastic or a liquid and will not melt under torrid sun. Three 
unretouched photographs show actual applications. In addition, 
the folder gives information on Longlife Jute Fabric for flat roof 
construction, which has no shrinkage and may be installed direct 
ly from the roll. 
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742 Including the most popular styles of metal covered 
» mouldings, frames, easels, show cases, a new line 
of snap-on mouldings, edging and nosings, coves and corners, 
etc., a new 16-page folder offered by Ames Metal Moulding Co.,, 
Inc. endeavors to make available at one source, all items di- 
rectly related to mouldings. Price lists, detailed specifications, 
and many illustrations are incorporated. 


743 The locking of self-locking track bolts takes place 
» when the nut is tightened against the work, and 
continued wrenching forces the tapered crest of the nut thread 
over the tapered and stepped root of the bolt thread into the 
locked position. Complete information on these track bolts 
which eliminate lock-washers and labor costs is found in the 
illustrated folder offered by Dardelet Threadlock Corporation 


744 An informative and useful booklet offered by the 
» Wickwire Spencer Steel Company is devoted to 
wire rope, its construction, uses, grades, handling methods, and 
fittings. Numerous detailed illustrations accompany the many 
types and sizes of wire rope described in addition to the speci- 
fication tables showing list prices per foot, diameter in inches, 
approximate weight per foot, proper working loads, number of 
strands and wires to the strand, and construction of the core 
The wirebound pocket size booklet is 82 pages in length. 


745 Complete description of the operation and advan- 
» tages of the fluid process of making copies is found 
in the 1939 edition of Standard Mailing Machine Co.’s ‘‘How 
Standard’s Fluid Process Lowers Copy Costs.’’ This edition, 
among other new features, illustrates the recently introduced 
Standard Simplified Automatic Feed. The 24-page pocket sized 
booklet shows how to secure longer runs of brighter copies, in- 
crease speed of operation, and effect cost savings often ranging 
as high as 50% 


746 The advantages of fluorescent lighting are made 
» available with the greatest efficiency by means of 
the correct lamp in the correct position to suit the needs of the 
individual worker. A 6-page booklet, illustrated, offered by 
The Fostoria Pressed Steel Corporation, describes 25 different 
models ranging from a single 15-watt model to a two-tube 80 
watt canopy mode for overhead, table, or bench mounting. 


747 The Stein-Hall Manufacturing Company is now 
»s offering reprints of a recent paper prepared by Mr 
J. V. Bauer of that company, on “Adhesives for Corrugating.” 
The paper discusses the Olsen compression test as a means of 
measuring the strength of the finished box, the effective use of 
adhesives in box making, and recent adhesive developments such 
as the introduction of special acid reacting starch adhesives and 
the new types of sealing and box tapes. 


748 A dust collector that is ideally suited for the collec 
» tion of dust created by sand blasting, tumbling, 
wheelabrating, grinding, and similar processes, where relatively 
small volumes of air are to be handled, is completely described in 
a new illustrated folder just published by the American Foundry 
Equipment Co. Mechanical features and the construction of 
this collector are clearly explained in the circular by means of 
drawings and illustrations. Specifications of all models are com 
pletely listed 


749 A new catalog, 24 pages in length, completely il 
«» lustrating and describing the construction and us¢ 
of steel storage equipment for protecting valuable tools, pro 
viding visible, accessible storage, and saving labor and _ floor 
space, has just been published by Lyon Metal Products, Inc 
A wide variety of storage equipment is pictured and the use of 
each for different types of small tools is described. Included also 
are methods of bar storage, shop equipment, enclosure panels, and 
tool and die storage. 
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Illustrating De Luxe 115 Six 4-Door Sedan, $866* 
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GENERAL MOTORS’ SECOND LOWEST-PRICED CAR 





HE FEW EXTRA DOLLARS you 

pay for a Pontiac above the 
cost of the lowest-priced cars 
make an astonishing difference 
in what you get. The reason is 
that these extra dollars have all 
been spent in adding value—and 
spent so expertly that you get a 
much bigger, finer, better-per- 
forming car than the small differ- 
ence would lead you to expect. 


Moreover, when you get right 


down to cases, you actually don’t 
pay more for a Pontiac, you simply 
invest a little more, because you 
get the difference back in higher 
resale and trade-in value. 


That’s why we are sure that if you 
buy your car as you buy supplies — 
by a careful comparison of quality 
and price—you'll buy a Pontiac. 
It is simply a question of getting 
the most for your money 


VISIT GENERAL MOTORS’ EXHIBITS AT THE NEW YORK AND SAN FRANCISCO WORLD'S FAIRS 





You can’t match all these feature 
in any other low-priced cat 


Distinctive New Silver Streak Styling »« New 
Ride with Duflex Springing + Lower, © 
Bodies with Curb-High Floorst + Img 
Safety Shift at No Extra Cost + Improved Kn 
Action « Thrilling L-head Engine Performa 
with Record Economy «+ 412 sq. in. Add 
Visiont + Safety Glass All Around « Extra Larg 
Trunk Space at No Extra Cost + Multi-S 
Hydraulic Brakes + New Self-Cushion 
Clutch. tDe Luxe 120 “6" and De Luxe “8 


758... 


*delivered at Pontiac, Mich. Prices subjec 
change without notice. Transportation, state 
local taxes (if any), optional equipment 
accessories —extra, 
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FACE the 
ECONOMIC 
| FACTS 


BECAUSE human nature cannot be changed, the moment there is doubt, businessmen 


begin marking time. 


BULLETIN B-132 just released to clients does a great deal to clarify an aggravating world- 


situation as to probable effects upon commodity price movements. 








j 
4} HERE ARE several of the sub-heads in the feature article written by Mr. Herbert N. 
VMeGill: 
WAR SCARE AND FEAR 
IF WAR—WHAT THEN? 
7 [IF PEACE—WHAT THEN? 
‘ { . TWO DISTURBING ASPECTS 
® PROBABLY you have sufficient at stake in the movements of commodity prices to read 
with interest not only this article of timely value but the individual market 
forecasts for 72 basic materials that are included in this 10-page bulletin. 
fl 
a WHY NOT send for a copy? No cost or obligation and no salesman will call. Bulletin 
sent by mail. 
* 
f 


McGILL COMMODITY SERVICE - Auburndale, Mass. 





EFFICIENT BUYING IS THE KEY TO PROFITS TODAY 
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Gorham master craftsman cutting the die for GREENBRIER, newest Sterling pattern 


YOUR LETTERHEAD 


is your business hallmark 


Behind the Gorham name, a proud, old tradition. You see it and feel 
it in every fine piece of Sterling wrought by America’s leading silver- 
smiths. You find that same insistence upon quality expressed in the 
Gorham Company’s choice of Strathmore paper for their consumer 


ce rrespondence. 


Your letterhead is a hallmark of your business. A symbol of your 
standards. Yet, when you write a letter on STRATHMORE BOND it costs 
less than 1% more than the same letter written on the cheapest paper 
you might buy. And on STRATHMORE PARCHMENT, as fine a paper 
as can be made, it costs only 2.9% more. Such plus value, for so little 
cost difference is sound business economy. 

. * . 


THE STRATHMORE BUSINESS PERSONALITY CHECK LIST shows all the ways in 
which a business is seen and judged by its public, gives all the appearance factors 
important to your business. Write on your business letterhead for this check list. 
Dept.P.H.3, STRATHMORE PAPER COMPANY, WEST SPRINGFIELD, MASSACHUSETTS 


STRATHMORE oes 
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STANDARDIZE ON 


STRATHMORE 
BOND 














When you specify 
STRATHMORE BOND for 
a letterhead, you know 








paper...with a really fine 






| 
you will get a quality | 
| 


reputation...at a moder: 
ate cost. STRATHMORE 







BOND meansvalue.Value 







it makes a fine letter- 


| 
| 
to your business because | 
head. Value, too, because | 






it keeps the budget down 






Business executives 






know the Strathmorerep- 






utation. And Strathmore 





advertisements like this 





prove the value of that 






reputation, by pointing 





out how big business 






firms do Standardize on 
STRATHMORE BOND 







This series appears in | 





FORTUNE 

TIME 

BUSINESS WEEK 
NEWSWEEK 
ADVERTISING & SELLING 
PRINTERS’ INK MONTHLY 
SALES MANAGEMENT 
TIDE 























MORSE 


atDOAIIYY YY 


tent 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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F. 0. B. 


(Filosofy of Buying) 


A RECORD FOR ALL PURCHASERS 
to shoot at was revealed in a 
radio address by Lieutenant Gover 
nor James O. McManus of Rhode 
Island over station WEAN on 
April 2lst, reported in the Provi 
dence Journal. Reviewing the first 
hundred days (presumably the hard 
est) of the new state administration, 
Mr. McManus cited the increased 
efficiency of several departments, 
particularly that of the purchasing 
agent, ‘‘where savings of up to 100% 
have been made on some items.”’ 
And still there will be some carping 
critics to demand why he didn’t get 
the extra 10 and 2. 


The previous day, another 
new purchasing officer turned 
in a neat performance. At 
Little Rock, Arkansas, the 
Board of Public Affairs ap 
pointed T. W. 


coordinate city 


Clapham to 

purchases. 
On his first full day in office, 
he received requisitions from 
two departments, and by con 
solidating the quantities, 
which would heretofore have 
been separately procured, ef 
fected a demonstrable saving 
of $131. As Mr. Clapham’s 
salary had not been fixed at 
that time, he also provided a 
good talking point for himself 
and his new office. 


URCHASING AGENTS have long 

been active in the war against 
commercial bribery, contending that 
the most effective curb on this per 
nicious practice is to have all buying 
authority vested in a single respons 
ible office. Confirmation of this 
view comes from Ohio, where an 
intensive anti-graft campaign is cur 
Point No. lina 
three-part legislative program is 


rently in progress. 


‘1. Provide a centralized purchas 


ing system for all state departments, 
with safeguards to insure competi- 
tive bidding and prevent collusion is 
securing state business.” 


The “Buy at Home’’ phi- 
losophy is often abused, but 
there are some circumstances 
under which it is eminently 
appropriate. For example, 
P. A. Wayne Allen of Los An- 
geles County discovered the 
curious fact that the American 
flags for school districts were 
being bought from foreign 
manufacturers, or were manu 
factured from 
duced silk. 


foreign-pro 
That hardly 
seemed the patriotic or proper 
thing to do, so he did a little 
domestic shopping, bought the 
star-spangled merchandise 
from an American producer, 
and incidentally is saving $600 
a year on the item. 


EF: O. B. HAS NEVER CONTENDED 
@ that purchasing is a_ particu- 
larly complicated art, neither has he 
carried simplification to the extreme 
voiced by Arnett Harbage, who 
takes pen in hand to address the 
editor of the Columbus (Ohio) Citi- 


zen (March 27) as follows: 


“There are a million housewives 
in Ohio that are better ‘purchasing 
agents’ than any purchasing agent 
Ohio has had in years. I know a 
young school teacher who was told 
to purchase quite a sizeable order 
of school supplies. Her orders 
were, ‘Don’t pay over $800 for the 
entire bill.’ It was close to a large 
city. She took her machine, con- 
tacted every house that handled 
school supplies, got bids from each 
house, letting them know that she 
Instead of 
$800, the bill came to $3882. I won 


was contacting all. 


der just how many millions that 
young school teacher could save 
Ohio ina year? That’s all there is 
to a state purchasing agent. Find 
the lowest bidder and buy.” 
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HERE ARE STANDARD METHODS 
Tos test on most commodities a 
purchasing agent is called upon to 
buy, and apparently no one is more 
keenly aware of this than the officials 
of Nutley, N. J., where a recent 
requisition called for ‘‘one nice, 
gentle old horse’’ to do chores 
around the town property. The 
offers began to come in. No horse 
traders, the committee, consisting of 
Purchasing Agent Janvier, Commis- 
sioner Rogers, and Assistant Park 
Superintendent Sargent, conscien- 
tiously report that they have person- 
ally gazed down the throats of 
more than seventy horses. While 
admitting that they are not clear 
as to exactly what bearing this pro- 
cedure has on picking a good nag, 
or how it ties in with the sole re- 
quirement on the requsition, they 
understand that it is what all experts 
on horse flesh do before buying. 


A somewhat similar plaint 
is recorded in the Detroit Free 
Press (April 16): ‘Sez Jim 
Ritchie, Assistant County Pur- 
chasing Agent and _ official 
sampler for Wayne County: 
‘If I had to taste all the toma- 
toes and sleep in the sample 
hospital beds submitted by 
salesmen to Wayne County 
during March alone, it would 
take me the rest of my life.’ ”’ 
No danger of Technological 
unemployment on this job. 


7 ON SALESMEN’S _ business 
cards, gleaned from a recent 
Purchasing-Sales Conference con- 
ducted by the Syracuse Association : 
When the caller at Morse Chain Co. 
doesn’t have a card, P. A. Bob 
Appleton gives him one to fill out. 
He files them alphabetically under 
the company name, so that he can 
find the salesman’s name quickly 
when needed, also dates them to 
make a record of when and how 
often the calls were made. Another 
eminently sensible suggestion, from 
Fred Thompson, is that the sales- 
man’s card should tell who he is and 
what he is selling. 
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The next advertisement in this series 
will appear in Time, June 12 


Wire rope 
does many things .. . 


During the 93 years of its manufacture Hazard wire rope 
has aided industry in many ways. It has helped in min- 
ing, in erecting tall buildings and operating the elevators 
within them, in sending rotary drill bits deep into the 
earth, in logging huge trees. . . . That Hazard ropes have 
done their work well is proved by the customer names on 
our books. Some of them have bought Hazard ropes con- 
tinuously for 30, 40 and even 50 years. A product has to be 
good to merit such loyalty. 
Thereisa Hazard rope for every application. ‘*‘LAY-SET”’ 
Preformed is well thought of for operating around drums 
or over sheaves. ‘‘NONPARELL”’ non-preformed is used 
for standing ropes such as boom lines, guy wires, etc. 
Hazard ‘‘KORODLESS” (stainless steel) rope offers de- 
cided advantages for yacht rigging and aircraft controls. 
Finally, Hazard ‘‘Spring-Lay’’ Preformed—a half-hemp- 
half-steel rope affords unusual advantages for marine uses. 
Hazard wire ropes are good ropes—typical of the other 
137 ACCO Quality Products made for industry and agricul- 
ture—by the people who are ‘‘In Business for Your Safety.’’ 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT ¢ CONNECTICUT 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION e FORI 
CHAIN BLOCK DIVISION ¢ HAZARD WIRE ROPE DIVISION © HIGHLAND IRON AND STEEL DIVISION 
MANLEY MANUFACTURING DIVISION @ OWEN SILENT SPRING COMPANY, INC. e PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION « WRIGH 
MANUFACTURING DIVISION @ IN CANADA: DOMINION CHAIN COMPANY, LTD. « IN ENGLAND: BRITISH 
WIRE PRODUCTS, LTD, ¢ THE PARSONS CHAIN COMPANY, LTD. In Business for Your Safety 
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Ke); Ke). 
RESINOID 
BONDED 
WHEELS 


HE complete line of Norton Resinoid Wheels is making it possible to cut grinding 
costs on many jobs. Special bond formulae have been developed by the Norton lab- 
oratories for each type of work—wheels for high speed snagging and billet grinding, for 
cutting-off, for camshaft grinding, for roll grinding and disc wheels for surfacing. And 
all Norton Resinoid Wheels are made by the exclusive controlled structure process. 


NORTON COMPANY, WORCESTER, MASS. 
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,_NORTON ABRASIVES _ i 
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Be sure to visit the K &@ M exhibit 
in the Home Building Center 
at the New York World's Fair. 





ALCOHOL 





Ke Mi insulation is used 


in producing Publicker alcohol 


In the plant of the Publicker 
Commercial Alcohol Company, it is 
essential that heat be not only con- 


Keasbey & Mattison Company spe- 
cialized from the start in Magnesia, 


and later, in Asbestos products. 


served but precisely controlled. For 
insulation to help perform these 
essential functions, this Company 
turned naturally to K & M. 


Pioneering in insulation materials, 
this Company rapidly grew to an im- 
portant industry, and today employs 


» ; . + 7 a 
Starting as a tiny two-man busi- 2000 persons. It is a national insti 


ness more than 65 years ago, The 


\{s an innovator of improved 

materials, of advanced methods of 

¢ distribution, and of scientific prod- 
uct application, K & M is one of the 

manufacturing leaders of America. 


tution with nation-wide facilities. 


ASBESTOS AND MAGNESIA ~ 


PRODUCTS 
KEASBEY & MATTISON strc 


District Sales Offices in Principal Cities 


Keasbey & Mattison’s long experience in providing industrial plants 
with high efficiency heat insulation for specific conditions has kept 
us closely in touch with the problems of the buyer. The policies of 
K&M Distributors are coordinated with those of this Company to 
insure your maximum satisfaction. Emphasis is placed upon a construc- 
tive insulation service to meet your needs, in which the high quality 
of K&M materials plays an essential part. For dependable products 
and intelligent service, you can rely upon your K & M Distributor. 


OPYRIGHT 1939 BY KEASBEY & MATTISON CO 
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Certified Steels Help 


Lower Labor Costs 


Labor costs, rapidly becoming today’s No. | 
consideration, are in a measure dependent on 
materials. On most jobs where steel is used, 
shop costs are the largest and most variable single 
factor. While the cost of steel itself is relatively 
small, the quality plays a very important part in 
the control of these shop labor costs. If it is hard 
to fabricate—does not work uniformly—has hard 
spots to dull or break tools—or in the case of al- 
loys, does not respond properly to heat treat- 
ment—then shop labor hours pile up and the job 
ticket shows red. 


Principal products in stock for Im- 
mediate Shipment include— Bars, 
Structurals, Plates, Iron and Steel 
Sheets, Tubing, Shafting, Strip Steel, 
Alloy Steels, Tool Steels, Stainless, 
Babbitt, Welding Rod, ete. 






| CERTIFIED | 





RYERSON 





To meet this growing need for more uniform, 
better fabricating steels, Ryerson developed and 
built up stocks of CERTIFIED STEELS—steels 
that represent the highest quality in each class 
and type of material. Users are reporting sav- 
ings in time, reduction in spoilage and lower labor 


costs. 


Perhaps Ryerson Certified Steels can help you 
reduce costs. Why not try them on your next 


job. 


Joseph T. Ryerson & Son, Inc. Plants at: Chicago, 
Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, 
Buffalo, Boston, Philadelphia, Jersey City. 
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A Matter of Principle 


AS THIS PAGE IS WRITTEN, the deadlock in negotiations between 
bituminous coal operators and the miners’ organizations is entering 
its sixth week, and the industry is practically at a standstill. Industrial 
fuel buyers on the whole had reasonably covered their requirements, and 
an acute emergency may yet be avoided. But the stringency has been 
definitely felt, both actually and psychologically. Prices of available coal 
are high; costs are increasing through the necessity of handling the coal in | | | 
and out of reserve piles instead of utilizing current deliveries; expensive 
and inefficient stand-by equipment is being provided—some of which will 
lead to the permanent substitution of other fuels, for this has been one of | | | 
the most consistent results of these regularly recurring disturbances in the | 
industry. Conservation of fuel is curtailing manufacturing schedules. 
Railroads, deprived of a principal source of revenue freight, are furloughing 
employees by the thousands, and trade conditions in industrial centers are | 
off by as much as 25% as a direct result of the strike and its corollaries in | || 
manufacturing activity. | 


Instead of approaching a solution, the situation seems to be less hope- 
ful with every passing day. Arbitrators and conciliators make little head- 
way, for all parties to the disagreement—the two factions of labor organiza- 
tion and the operators—are now embattled upon ‘‘matters of principle’’ 
in which there can be no compromise. Regardless of where one’s sym- 
pathies may lie, it is increasingly clear that whoever wins the battle, every- 
t one concerned is going to lose the war. ‘‘Face’’ must be saved, even at the 

S cost of losing an industry and a potent source of employment. 








form, It is unfortunate that one principle which seems to be utterly overlooked 
1 and is the public interest. That interest is admittedly a vital one. It is the 
steels basis on which the industry has long claimed the status of a quasi-utility. 
om It should outweigh the interests of any one group within the industry, 
lies though it has no voice in the controversy. In the long run, it is likely to be 
vidi the factor which will dictate the ultimate solution. 

But while under a system of free enterprise it may be permissible for 

»> you ° . . °° . ° 
pa an industry and its members to commit hara-kiri on the high altar of prin- 
ciple, that form can lead only to some form of industrial dictatorship. Not 
dictatorship by capital, for we have grown beyond that concept; and not 
= dictatorship by labor, for as a nation we are yet unwilling to accept that 


sland, regimé. The alternative in the present instance is the first step toward 
sity § p 
witty. . rrr . 

definite governmental control of all natural resources. That is not what we 
are pleased to call the American way. Nor is it the most efficient way. 


There is a larger principle at stake than any point on which the nego- 
tiators are currently insisting. And it will take bigger men and greater 
leadership to recognize that principle than to win a controversial issue in 
the new agreement. 











STUART F. HEINRITZ, EDITOR 
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ighter Boxes 


Corrugated boxes combined by The 
Stein-Hall Starch Combining Proc- 
ess are considerably lighter than 
those made by any other method. 
Yet, like the modern streamliner, 
their extreme lightness is achieved 
without any sacrifice in strength. 
These lighter containers more than 
meet all Railroad Specifications and 
rate very high by tumbling barrel 
and Mullen tests. You may be 
amazed at your savings in freight 
costs. Boxes made by this Process 
may now be obtained from many 
leading corrugated box manutfac- 
turers. For a complete list of their 


names write us. 


THE STEIN-HALL PROCESS 


CORN PRODUCTS REFINING CO. CLINTON COMPANY PENICK & FORD,LTD.,INC. 


17 Battery Place, New York City 


STEIN, HALL MFG. CO. 
2841 S. Ashland Ave., Chicago 


Clinton, Iowa 420 Lexington Ave., New York City 
A. E. STALEY MFG. CO. STEIN, HALL & CO., INC. 
Decatur, Illinois 285 Madison Ave., New York City 
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ASING 


S A RESULT of experiences dur- 
A ing the World War there came 
into being in 1920, an act which is 
now known as the National Defense 
Act of 1920. It goes without say- 
ing that National Defense means 
not only armed preparedness, but 
also the complete preparedness of a 
country both from the standpoint 
of its armed forces, and its civilian 
pursuits and population. 

With this latter concern in mind, 
the Seventy-First Congress, second 
session, appointed, under authority 
of Public Resolution No. 98, a War 
Policies Commission. The War De- 
partment in 1931 submitted to this 
Commission a plan for industrial 
mobilization. This plan has been 
revised from time to time, the final 
revision being made in 1936, and 
today we have what is known as our 
“Industrial Mobilization Plan.” 
This plan was jointly approved in 
1936 by the then acting Secretary 
of War, Harry H. Woodring, and 
the Secretary of the Navy, Claude A. 
Swanson. 

There has been considerable com- 
ment and thought in the public 
mind, that a great deal of secrecy 
surrounds this Industrial Mobiliza- 
tion Plan, and that in time of war, 
fantastic powers relative to our 
industrial life are given to the Presi- 
dent and to the War Department. 
This is an erroneous idea. Anyone 
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INDUSTRIAL MOBILIZATION 


How the military forces of the United States are 
organized to cope with the tremendous problem of 


procuring essential materials in case 0) wartime 
emergency—not an economic dictatorship, but a 
cooperative program to utilize the resources and 


facilities of our industrial plant most effectively 


GEORGE E. PRICE, JR. 


General Purchasing Agent 
The Goodyear Tire & Rubber Company 


Akron, Ohio 


Major, Quartermaster Reserve, U. S. Army 


interested may obtain from the 
Government Printing Office, Wash- 
ington, D. C., at the small cost of 
fifteen cents, a complete copy of 
this plan giving all its details and 
ramifications. My experience in 
Washington in the Planning Branch 
Office of the Assistant Secretary of 
War, convinced me that the War 
Department has no designs on our 
industrial system, but desires only 
the help and cooperation of Indus- 
try in time of national emergency. 

The Industrial Mobilization Plan 
covers many and varied aspects of 
our Industrial system, and its rela- 
tion to a wartime problem. 

Under existing legislation the 
Assistant Secretary of War is 
charged with the responsibility for 
assurance of adequate provision for 
the mobilization of material and 
industrial organization essential to 
wartime needs. This particular 
phase of the plan is termed ‘‘Pro- 
curement Planning for War Time 
Need.”” The task imposed is not a 
simple one. Mobilizing a nation 
for war is an involved and intricate 
process. The system finally de- 
cided upon must incorporate the 
views of the Army, the Navy, and 
of industry, and must receive the 
approval of Congress and the Presi- 
dent. 

Procurement Planning may be 
considered to comprise the following 


essentials for the mobilizatior 
industry : 


1. Determination of material 1 


quirements. 
2. Plans for the procurement 
such material. 


The execution of these plans i 


responsibility of the War and Nav 


Departments. All plans are ba 
upon general principles as follow 


(a) Procurement of stock 


material, equipment, and st 


plies in quantity, quality 
location to insure that 
quirements are supplied 
promptly as possible. 

(b) Army and Navy Procurem 
planning must be coordina 

(c) Consideration shall be g 
to essential needs of the civ 
population. 

(d) The normal economic lif 
the country shall be distu 
as little as possible. 

(e) Industrial facilities shall 
properly prorated for uss 
the Army and Navy. 

(f) Any conflicting requiren 
between the Army and 
shall be referred to an au 
ized coordinating agency v 
shall settle such matter: 
make proper allocation. 

(h) No competitive procurem 
efforts among Government 
chasing agencies. 
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(i) Selection and training of spe- 

cialized procurement personnel. 

(j) During peace, liaison with 

industry shall be maintained 
in order to familiarize industry 
with military specifications and 
other problems peculiar to pro- 
curement of munitions. 

In the development of procure- 
ment plans, the Army and Navy are 
responsible for their respective 
plans. Each department recognizes 
that the determination of types of 
equipment and supplies, require- 
ments in time and quantity, sources 
of supply, and procurement meth- 
ods and procedure are essential suc- 
cession steps to all procurement 
plans. In order to effect orderly 
mobilization of industry, and to in- 
sure timely production therefrom, 
the following items shall be given 
consideration in formulating pro- 
curement plans: 


1. Determination of procurement 


requirements. 

2. Determination of sources of 
supplies. 

3. Allocation of industrial facili- 
ties. 


4. Descriptions of manufacture, 
specifications, and drawings. 
5. Control or acquisition of es- 

sential commodities. 

6. Suitable contract forms to 
meet wartime procurement 
needs. 

. The augmentation of inspec- 
tion and purchasing personnel 
necessary for expansion of 
peacetime organizations. 


~ 


In the foregoing paragraphs, | 
have attempted to outline the 
general procurement plans for the 
War Department. As a Reserve 
Officer of the Quartermaster Corps, 
my connection with Procurement 
Planning has to do with the Army 
only, and in further outlining the 
work of the Procurement Planning 
Branch of the War Department, | 
shall eliminate consideration of 
Navy Department Plans. 

Procurement by the U. S. Army 
is done only by the Supply Branches. 
These are eight in number as fol 
lows: 


Coast Artillery Corps 
Quartermaster Corps 
Corps of Engineers 
Ordnance Department 
Air Corps 

Medical Department 
Chemical Warfare Service 
Signal Corps 


The chiefs of these various branches 
are responsible for procurement 
plans for their respective branches. 
During peacetime, supplies are pur- 
chased by these branches, and such 
work is termed current procure 
ment. The peacetime functions of 
the Procurement Plans Division 
of the Assistant Secretary of War 
are to supervise and coordinate 
the procurement activities of the 
supply arms and services, to review, 
analyze, and coordinate the pro- 
curement plans prepared and sub 
mitted by the supply arms and 
services, to coordinate plans for 
classes of material involving more 














Major Price has been a Reserve Officer for many years, 
and brings to the work of procurement under the Indus- 
trial Mobilization Plan a broad and successful experience 
in industrial purchasing. He was commissioned as First 
Lieutenant, Quartermaster Corps, in 1925, and subse- 
quently promoted to the rank of Captain, then Major. 
He has served in procurement work at the Quartermaster 
General Depot, Fort Hayes, Columbus, Ohio; the 
Jeffersonville (Indiana) Quartermaster Depot; and in the 
Quartermaster General’s Office at Washington, D. C. 
His wartime assignment under the present Mobilization 
Plan would be as Officer in Charge of the Motor Vehicle 
Branch, Procurement Section, Akron Motor Transport 
Procurement Headquarters. 
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than one supply arm or service, 
and to prepare plans for supervision 
of war procurement. 

The Planning Branch, headed 
by a Regular Army Officer with the 
title, Director of Planning Branch, 
is made up of several divisions as 
follows: 


Requirements and Priorities Divi 
sion 

Legal Division 

Administration Division 

Contributory Division 

Procurement Plans Division 

Standard Division 

Commodities Division 

Allocation Division 

Construction Division 


A general idea of the work of these 
divisions may be obtained by their 
captions. 

In time of war, this branch 
changes from a Planning to an ac- 
tual Procurement Branch with like 
divisions. 

This division does no actual pro 
curement in time of peace, but at 
the outset of war, planning of the 
peacetime nature ceases and the 
Planning Branch of the office of the 
Assistant Secretary of War is re- 
organized and greatly enlarged into 
the Procurement Branch. It then 
also takes over the coordination of 
current procurement activities form- 
erly being done by several arms and 
services of supply. 

lo avoid initial wartime confu- 
sion, procurement planning must 
have essential elements such as: 


(a) What is wanted? 

(b) How many are needed, and 
when ? 

(c) Where can it be obtained ? 

(d) At what rate can it be pro 
cured ? 


The answer to the above questions 
is not an easy one. Many factors 
must be considered. Requirements 
are based on initial issues, main- 
tenance factors, distribution factors, 
stock or war reserve on hand, and 
many other items of importance. 
The objective of the procure 
ment plans is to provide chiefs of 
supply services with workable ar 
rangements to carry out their pro 
curement missions. Changes are 
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Wartime requirements are urgent 
and in large volume 


(Photo by Galloway) 


continually being made due to de- 
sign changes, production difficul- 
ties, and the lack of available facili- 
ties for the supplies required. All 
these must be taken into considera- 
tion in keeping the Procurement 
Plans up-to-date and workable. 

In order to understand the prac- 
tical application of Procurement 
and Procurement Plans, I should 
like to tell you how it operates in the 
case of the branch to which I, as a 
Reserve Officer, am assigned. In 
general, all supply branches work 
along the same general lines. 

The Quartermaster Corps is one 
of the main supply branches of the 
U.S. Army. It buys all material 
common to two or more branches, 
as well as many other items, in- 
cluding construction work. The 
Quartermaster General, located in 
Washington, is chief of this branch. 
The Quartermaster Corps plans 
call for setting up nine zone head- 
quarters corresponding largely to 
the Corps Areas headquarters of the 
U. S. Army. These headquarters 
are located in Boston, New York, 
Philadelphia, Jeffersonville, At- 
lanta, Chicago, St. Louis, San 
Antonio, and San Francisco. The 
bulk of the Quartermaster Corps 
purchasing will be done from these 
offices. Each headquarter will set 
up sub-offices in its particular zone. 
For instance, the Jeffersonville Zone 
headquarters, to which I am at- 
tached, will have several sub-offices, 
one of which will be located here in 
Akron. 

The mission of this Akron sub- 
office will be to assist the Zone 
Quartermaster in the procurement 
of motor transport supplies. It 
will be divided into four branches 
as follows: 


Motor Vehicle Branch 

Spare Parts Branch 

Accessories and Assemblies 
Branch 

Tires and Tubes Branch 
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This office will have a total per- 


sonnel of twelve commissioned of- 
ficers and two hundred and fifty 
civilian employees. It will require 
approximately six thousand square 
feet of floor space. When you 
consider that this is only a sub-office 
of one supply branch, you can get 
some idea of the vastness of the 
procurement organization in case 
of a national major emergency. 
It will also help you to visualize 
the task that is being performed in 
Washington at the present time in 
setting up the plans and organiza- 
tion for such a program. 

In like manner, the remaining 
six supply arms and branches will 
handle their own procurement, but 
through districts instead of zones. 
Probably the largest will be the 
Ordnance Department with fourteen 
districts, three sub-districts, and 
six existing government manufac- 
turing arsenals. 

All of this procurement will be 
coordinated by the Procurement 
Branch of the office of the Assis- 
tant Secretary of War, although no 
actual purchasing will be done by 
this branch. 

To date, more than ten thousand 
plants in the U. S. have been sur- 
veyed by the Planning Branch of the 
War Department, and their produc- 
tion allocated to civilian and gov- 
ernment needs. As soon as a plant 
has been surveyed by a represen- 


tative of the War Department, it 
termed a “‘facility.”’ An allocatio 


of a facility is the term used when it 
has, by assignment of proper au 
thority, been allocated in whole or 
part to a procurement agency for 


its use in peacetime planning, an 
for wartime procurement. The su! 
vey of a facility is a detailed inve: 
tigation to determine its capacit 
and specific suitability for produ 
tion of particular items. 


Specifications for commercial and 
non-commercial military items ar 


being continually revised ai 
brought up-to-date with changi! 
conditions. 

Requirements are revised fro 
time to time based on chang 
Tables of Organization, Tables 
Basic Allowances, and Tables 


Allowances. Changing mobiliz 
sills 


tion and strategical plans of th 


War Department also have th: 
bearing on this subject. 

During the World War, our sho; 
ping list contained some seven hu 
dred thousand different items. It 


obvious, therefore, that with 
peacetime personnel, procureme! 
planning is held to practical limit 
and efforts are concentrated on th 
items which are expected to pres¢ 
the most serious procurement p1 
lems. 

If you read your daily papers 
no doubt have seen considera 

Continued on pag 
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— the risk of loss must be borne by the one 
who has the title, it is important for the purchasing 
agent to know just when the title passes from seller to 


buyer. The answer to this question is that it passes at 
the time the parties intend it to pass. But frequently 
the parties say nothing about the matter. Rules of 


law are then invoked to determine the question fairly. 
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If the seller and buyer have agreed upon specific, 
identified goods, as here, title passes at the time of the 
agreement, if it is the understanding that the buyer 
can take possession at that time. But the buyer 
could not do so in the instance pictured above. The 
seller had yet to measure and load the lumber. 

Copy by H. H. Shively, 


Babson Institute; drawings by G. E, Tulloch 
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ILK GOODS are used in every Civ- 
s ilized country, and in many not 
so civilized, to an extent of some- 
thing like $800,000,000 annually, 
in normal times. The raw material 
is produced in Japan, China, Italy, 
France, the Balkan States, Asia 
Minor, Greece, Turkestan, Persia 
and India. In normal times this 
country uses some $260,000,000 
worth of this raw material, of which 
about $240,000,000 worth comes 
from Japan. 

The present methods of produc- 
tion of silk, or sericulture, were 
developed in France and Italy and 
have been copied in Japan with 
government aid. In fact the Japa- 
nese government has acted so effec- 
tively that sericulture is now one of 
the most important natural re- 
sources, and the most important 
export, by means of which that 
country takes its place in the mar- 
kets of the world. It has the ideal 
climate for this industry, as one 
which is comparatively cool is most 
to be desired. The best silk in the 
world comes from the Piedmont 
region of Italy, but the highest 
development from the standpoint 
of quantity has been reached in 
Japan, and the quality is good. 

Sericulture is one of those proces- 
ses of nature which man has studied 
with great success and learned to 
control for his own use, and as such 
is worthy of a brief explanation. 


How Silk Is 
Marketed 


FRANCIS A. WESTBROOK 


Reeling silk from cocoons 
in a small rural filature 


As is generally known, silk is made 
by the silk worm in spinning its 
cocoon. As so large a proportion 
of the silk used in this country comes 
from Japan we will consider it in 
terms of that country, although as 
already stated other silk producing 
countries follow similar methods. 

In Japan the culture of the co- 
coons is carried on by small farmers 
and the method is, in general, as 
follows: A certain proportion of the 
best cocoons are selected for breed- 
ing purposes. The worms are al- 
lowed to grow and to transform 
themselves into butterflies and to 
emerge from the cocoons. These 
are then separated as to sex, and 
when a sufficient number have been 
accumulated their mating is ar- 
ranged. After mating, the female 
is placed under a small glass on a 
sheet of paper about the size of an 
ordinary desk blotting pad and 
marked off in squares, each square 
being occupied by one of the glasses. 
The male is crushed and examined 
under a microscope, and, if found 








This is the seventh article in a series outlining the 
marketing process in major raw materials, tracing 
the course of the material from its source to the 
time of its arrival in the industrial user’s plant 
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healthy, the female is permitted 


lay her eggs. After laying tl 
eggs, the female is also crushed a1 
examined, and if she is found to |! 
healthy the eggs are allowed 


remain. If not healthy, the eg; 


are scraped off and burned. Wh¢e 
all of the squares are filled w 
healthy eggs the sheets are plac« 
in refrigerated rooms, where 
temperature is held at about 2 
30 degrees F. until the time 
rives when it is desired to hat 
them. 


lof 


The time for hatching is dete 


mined by the condition of the mi 
berry leaves, which should be 
their most luscious state for 
best results. This ability to contr 
the time of hatching and to 


chronize it with the condition of th 


food crop for the worms is 
important. Thus if the season 
late, for instance, the hatching 
the eggs can be delayed until 


leaves are ready. Otherwis« 


large proportion of the worms mig! 


be lost if permitted to hatch 
naturally before there was a 
ficient supply of food for them 


other words, sericulture has be 


made independent of the weather 

When hatching is to take pla 
the sheets with the eggs are tal 
out of the cold rooms and submit 


to a gradually rising temperatur 
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Silk cocoons as they come to the filature for sorting 


until 60 degrees has been reached. 
This operation takes about three 
days. The mulberry leaves are 
cut up by girls and fed to the worms, 
each worm having been previously 
placed in a small individual com- 
partment about 2 x 2 x 2 inches in 
size. These compartments are 
arranged on trays with bamboo 
twigs for partitions. The worms 
eat for about a day and a half and 
then sleep for about two days and 
shed a skin. They do this six or 
seven times before reaching full 
growth, taking a period of from 
four to six weeks from the time of 
hatching until they are ready to 
spin their cocoons. 

The worm first covers the whole 
top of his compartment for pro- 
tection and then makes his cocoon, 
starting from the outside and work- 
ing inward. At the beginning of 
this process the worm is naturally 
the most active and virile, gradually 
losing his vitality as he finishes. 
For this reason the best fibers are 
those near the outside of the cocoon: 
When the cocoons are made, a com- 
paratively small percentage is kept 
for propagation of the worms as 
already explained. The balance are 
used for the production of silk. 

Those cocoons used for silk are 
subjected to either freezing or heat 
to kill the chrysalis within, to 
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prevent the butterfly from emerg- 
ing. This is because the coming 
out of the butterfly disarranges the 
fibers so that they cannot be used 
for the reeling of raw silk. 

At this point it should be ex- 
plained that silk manufacturing is 
divided into two lines, namely, the 
raw silk industry and the spun silk 
industry. The raw silk is that 
reeled from the cocoons and con- 
sists of long fibers, from the outside 
of the cocoons. Spun silk comes 
from the waste from reeling, and 
other operations, and consists of 
short fibers. 

Returning now to the cocoons 
to be used for silk. When they 
have been treated for killing the 
chrysalis, they are gathered up and 
sent to central markets. The reel 
ers, or filature men, go to these 
markets where they bid at the 
auctions according to the quality 
and color of the cocoons. When 
they have been bought, the cocoons 
are transferred by their owners to 
warehouses controlled by the barks, 
in most cases. These banks pay 
the producers and the filature people 
pay the banks as they withdraw 
cocoons for reeling. 

The reeling mills are equipped 
with machines about forty to forty- 
five feet long which unwind the silk 
from the cocoons into skeins. These 


filature mills operate long hours and 
are tended by girls working for 
small wages. The girls are, in 
many cases, the same ones who feed 
the mulberry leaves to the silk 
worms. They live in mill boarding 
houses and divide their time be 
tween working and going to school 

At each position on the reeling 
machines, from four to eight cocoons 
are unwound at a time. At each 
position there are two basins filled 
with a water and soda solution in 
which the cocoons are soaked to 
soften the gum with which the 
worms coat the fibers. One of these 
basins is used for a_ preliminary 
soaking. The operator takes one 
cocoon at a time from this and 
strikes it with a whisk brush to 
start a fiber. When this has been 
done the cocoon is placed in the 
second basin and the fiber attached 
to the reeling mechanism. After 
the best grade, from the outside 
of the cocoon, has been secured, 
the fiber very often breaks. When 
this occurs, what is left of the co- 
coon is removed from the basin, the 
worm is taken out and that portion 
of the cocoon becomes waste silk, 
which constitutes a large part of 
the raw material of the spun silk 
industry. Naturally a considerable 
quantity of silk collects on the whisk 
brushes and this also becomes 
waste silk and goes into the raw 
material for the spun silk industry. 
It is interesting to note that the raw 
silk waste which goes into the spun 
silk industry amounts to about 33% 
of the total. Obviously the raw 
silk is used for the highest grade of 
goods and the spun silk for the less 
expensive grades. One cocoon will 
produce from 2,000 to 3,000 feet 
of filament, and from four to 18 of 
these strands are reeled or twisted 
to make a thread strong enough to 
be handled. In the American mills, 
these are usually rereeled to produce 
perfect hanks with a diamond cross. 
The unit of silk yarn size is the 
denier, a length of 450 meters of 
yarn, weighing 0.05 gram. 

Some of the filatures, or reeling 
mills, have their own selling orgami- 
zations. The smaller ones sell to 
commission houses. As by far the 
largest proportion of silk is used in 
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this country for the manufacture 
of women’s hosiery we can properly 
consider what happens when a fila- 
ture sells to an American hosiery 
manufacturer. The usual unit of 
silk is the picul, or bale, weighing 
133!/,; Ibs., and when the manu- 
facturer needs a supply of silk he 
places his order for a certain number 
of piculs with a New York com- 
mission house, or with the New York 
representative of one of the large 
foreign producers, or often di- 
rectly with a producer or export 
house. Such an order may be for 
first grade raw silk, or for second 
grade, depending on the product 
which is to be manufactured. 

Of course there are several grades 
of silk used in both the raw silk 
and spun silk industries. This rat- 
ing is done by testing houses at the 
points of shipment for the reeling 
mills, and in this country by the 
United States Testing Company 
for American buyers, according to 
standards agreed upon in the trade. 
Thus when the American manufac- 
turer needs raw material he first de- 
cides what grade he wants and then 
places his order. The manner in 
which such an order is handled 
and payment made is ingenious and 
rather complicated but very impor- 
tant. How this is done cannot be 
explained more clearly than in the 


words of Mr. T. Belanger, president | 


of The Champlain Spinners, Inc., 
Whitehall, N. Y., who has been 
successfully in the business for 
many years and has _ personally 
studied the industry at first hand 
in the producing countries. 

“When we need raw material,” 
says Mr. Belanger, ‘“‘we cable to 
the reeling mill people or to an ex- 
porter in Japan, stating exactly 
what we want. Assuming that the 
order can be filled and that the 
price is satisfactory we next apply 
to our bank in New York for an 
irrevocable letter of credit, which is 
cabled, or mailed if there is time, to 
the correspondent bank in the place 
where the purchase is made. When 
the foreign bank receives this, it 
notifies the seller. The seller then 
prepares the goods for shipment in 
accordance with the terms of the 
sale. Space is engaged on a steamer 
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and when the latter arrives in port 
the goods are taken aboard and the 
Steamship Company gives the ship- 
per a receipt in the form of a bill 
of lading. This, together with the 
invoice covering the merchandise, 
a memo of the weight, the consular 
invoice and the insurance policy, 
are taken to the bank which is 
holding the credit covering the ship- 


ment in question. The shipper 
then gets his payment. This bank 
next draws a four month draft 


against the documents on the New 
York bank which issued the credit. 
When the draft and documents 
reach New York, usually some time 
ahead of the goods, and if everything 
is in order, the New York bank 
which issued the letter of credit 
accepts the draft, which then be- 
comes payable by us four months 
from the date of acceptance. 

“The shipping documents are 
then endorsed to us and we in turn 
endorse them to a forwarding agent 
at the port of arrival who has the 





goods cleared upon presentation ol 
the properly endorsed documents 
The goods are then forwarded to us 
sometimes after having the grad 
checked by the United States Test 

ing Company. The raw material 
is then manufactured into th 
finished products for 
was intended, and not infrequentl 

they are sold before payment has 
to be made to our New York bank 
for the letter of credit which it 
issued for us.”’ 

It is to be noted that the prices 
quoted by the seller are based o1 
the current rate of exchange, and 
that the quotations are good only 
for the time engaged by the bank 
usually no more than two or threes 
days. 

Because of the high value of raw 
silk, and the necessity of 
turnover of the investment, silk has 
long enjoyed a preferred position in 
transportation, and _ the 
are rushed from the boat to train in 

Continued on page 7% 
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Packing silk for export to the American market 
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PECIFICATIO 


SPECIFICATION IS A definite statement of 

factual information, embodying in satisfactory de 
tail the description of a commodity or other item to be 
purchased. It indicates use, general composition and 
construction, and includes a statement as to methods 
of inspection and testing to be used in determining 
performance and/or the acceptability of the items fur 
nished. 

Specifications provide a reasonable and fair repre 
sentation of what the purchaser desires to obtain 
in the market place. As several grades of the same 
commodity usually are offered by vendors, this is very 
important. 

One primary objective, as far as possible, is to draw a 
specification to cover an article which will meet the 
needs of all or most using departments. This permits 
quantity grouping and should therefore, in the long 
run, attract lower prices. 

The using of specifications places all bidding on a 
more comparable basis at the start. The reputable 
bidder is protected against unfair or inferior competi 
tion. 

Purchasing may be accomplished by buying com- 
modities identified by brand names, by sampling, by 
description, by grade, and by specification. Specifica 
tions leave no room for misunderstandings amongst the 
user, the buyer, and the seller. While it requires ef- 
fort and study to develop them in their original form, 
nevertheless this study, and the research involved, gen- 
erally result in the buyer having a better knowledge of 
the uses and of the product itself. 

They provide a convenient means of handling re- 
quests for prices, and provide a definite way of bring- 
ing to the buyer improvements and the benefits of 
research. 

They tend to standardize the thoughts and experi- 
ences of the production department, and to bring those 
thoughts back to fundamentals when necessary. The 
tendency will frequently be along the line of the vendor 
attempting to sell his product, trade-marked as it may 
be, against the specification, or upon some improve- 
ment in his product which, with a slight alteration in 
the specification, will be acceptable. Specifications 
provide a convenient base from which to start research, 
because once they have been developed, they cover a 
type of material deemed most suitable for economical 
use by the company. 

In some cases, the operating, production or engineer- 
ing department draws up the specification, since the 
ultimate responsibility for the use of the material to be 
purchased and furnished under the specification lies in 
these departments. There are other organizations, 
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NS in Buying 


There are many practical advantages 
for the purchasing agent in exactly 
defining the materials that he buys 


H. K. LAROWE 


Assistant Purchasing Agent 
Dairymen’s League Coop. Assn., Ine. 
President, New York Purchasing Agents Assn. 


however, in which the purchasing department draws 
the specifications and submits them for approval of th 
department involved. In those cases where specifica 
tions are developed by the production or other depart 
ment, the purchasing division definitely should be called 
in when these specifications are being worked upon, and 
should have a voice in their development. The purchas 
ing department should, in the final analysis, indicat 
approval or disapproval, the same as any other depart 
ment 

All too frequently, the production department draws 
specifications, or the engineering department does the 
same, with a rather definite intent to include the prod 
uct of one specific manufacturer. Generally speaking, 
this should be avoided, not only for the benefit of the 
using department and the purchasing department, but 
for the organization as a whole. To limit so closely the 
selection of a commodity, material, or piece of equip 
ment, is very definitely to restrict competition. There 
are a few instances, but normally very few, where satis 
factory alternates cannot be obtained for either ma 
chinery or other items. 


Developing a Specification 


First, as a normal procedure, we should determine 
what usage we want to make of the material under con- 
sideration. This involves research, applied study, and 
diplomacy—research because we must study past 
performance, waste, the utility factor, and adherence 
to established standards of the commodity being con 
sidered; and diplomacy because we must convince the 
operating department, perhaps, of needed changes to 
avoid increasing costs unnecessarily. This is an ex- 
tremely important factor, and one which is subject to 
frequent oversight and carelessness. There are many 
times when the buyer is subject to criticism because he 
has bought too well—i. e., too high a quality or a 
higher quality than is needed—or because he has bought 
a lower grade article at a cheaper price. In both in 
stances, the buyer may be right, depending upon the 
usage of the materials and the net utility cost. 
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There are many instances where the higher priced 
article shows the greatest ultimate economy, but don’t 
be disconcerted by this when the usage clearly defines 
and requires a more moderately priced commodity. 
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CHART I 


Steps in developing a specification 


Here is where value comes into the picture and quality 
and price appear, but we should supplement this by 
considering use. We might say that value equals cost 
divided by use. Not to be too technical, we are ignor- 
ing for the moment the questions of obsolescence and 
depreciation. It may be more economical to purchase 
an automobile which falls in the price class of cars 
selling for $750 or less, and to trade it in every two 
years, rather than to purchase another car in a higher 
price range and trade it in every third year. Here, use 
definitely enters the picture, as well as ultimate trade-in 
value. Therefore, usage as required by the particular 
company should be the first major consideration in 
developing a specification. 

Specifications should follow a rather definite outline. 
(See Chart I) First, a survey will be necessary to de- 
termine the characteristics of usage. This can be broken 
up into such items as specific use, whether quantity 
justifies drawing a specification, life and performance 
desired, possible acceptable grades or quality desired, 
experience with previous purchases, adjustment to 
known standards, and methods of testing. After these 
factors have been discussed, a preliminary of the 
type commodity needed can be drawn, and from this 
the final specification, consisting of such parts as the 
following: 

Scope, material covered, grade, classes, etc., use in- 
tended, physical and chemical requirements, sampling, 
methods of test, inspection and rejection, and marking 
and packaging. 
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In the preparation and formulation of a Federal 
Specification, the following steps are observed: (1 
The need for the specification must arise within two or 
more departments or establishments of the Federal 
Government; (2) it is considered by the Executive 
Committee of the Federal Specifications Board; 
the subject is referred to the Technical Committes 
(4) then to the Chairman of the Executive Committe: 
Federal Specifications Board; (5) then to the Director 
of Procurement for approval and printing; (6) it the 
becomes binding upon all departments and establis! 
ments of the Federal Government. 

Many organizations have research and general labora 
tories. These units should be called into consultati 
when making up specifications. In many instances, th 
specifications will require chemical or physical data | 
support them. Specifications require the best thought 
of all interested parties in an organization. 

One great shortcoming is the failure to keep spe 
fications revised regularly. They frequently become ou 
of date, and it may be due to the rapid development t 
day in research and production that specifications 
come obsolete. A regular time should be determin 
upon for such revisions, perhaps twice or three time 
year. 

A system of testing materials furnished on specifi 
tions should be set up. These tests may conform t 
established procedures already set up by national soci 
ties such as the American Society of Chemical Engi 
neers, the American Society for Testing Materials, the 
American Standards Association, or the Nationa 
Bureau of Standards at Washington. In addition 
they may be subject to further tests, physical or chemi 
cal as the case may be, of the company’s own operatins 
department or laboratory. Methods of testing should 
be outlined, and, if possible, conform to known tests 
procedures. Definitions and procedures should be ad 
quately set up to eliminate any possibility of disagre: 
ment after they have been completed. 

A fact frequently overlooked in working up specific 
tions is the lack of broadness, or in other words, th 
limiting of competition by making the specification to 
specific. It is possible, of course, to develop such 
specification, and in fact it is probably the easiest wa 
It is the job of the purchasing agent to sell the usins 
department with the idea of developing competition 
obtain more satisfactory costs, and to have more tha 
one supplier offer a commodity. 

There should be sufficient familiarity with the manu 
facturing processes of the commodity for which a spe 
fication is being drawn, so as to obtain what is needs 
without increasing manufacturing expense. In fact 
it may be helpful to show the specification, when com 
pleted, to suppliers, and to get their advice. They m 
have suggestions which will save costs without undul 
changing the content of the specification. 

In spite of the excellence with which a specificati 
may have been drawn, there may be periods of tim 
when it is more desirable to purchase outside of t 
specification. I know of an instance, in fact, 
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CHART 2 
VARIETY REDUCTION EFFECTED BY THE APPLICATION OF 
SIMPLIFIED PRACTICE 
Varieties 
% 
Re- 
duc- 
Item Before | After tion 
Abrasive products, coated 8,000 1,865 77 
Boilers, steel, horizontal fire- 
box heating eee 2,328 38 98 
Boxes, corrugated, for depart-! 
ment and _ specialty store! 
use. . sizes 322 45 16 
Boxes, set-up . Sizes 1,084 194 82 
Brick, common; and rough 
and smooth face brick 75 | 2 97 
Brushes, paint and varnish. . $80 143 70 
Chain, welded 1,831 1,214 3 
Lockers, steel ; 65 23 64 
Steel, sheet 1,630 209 87 
grades of 
Tags, shipping, \ stock * Zi 8 62 
paper thickness 7 5 29 
colors 32 15 53 
Wheelbarrows : 125 27 78 
Wheels, grinding 715,200 | 254,400 64 











special formula, where it was the better part of good 
economical judgment to purchase the commodity of- 
fered outside than to obtain the one covered by the 
specification. As an example, two commodities were 
combined in this particular formula, and while the 
finished product gave excellent results, they were not 
superior to those obtained from the outside product 
which was finally purchased. 

Specifications set not only minimum standards, but, 
if drawn properly, allow suitable variations. Just be- 
cause a specification has been drawn, it does not mean 
that the buyer should sit back and neglect to analyze 
proposals submitted. It may be that one supplier 
furnishes products with very definitely closer tolerances 
than another, or his products run more uniform over a 
period of time than do those of another bidder against 
the same specification. 

Supplementary information is available to assist in 
making up specifications from such organizations as 
the National Association of Purchasing Agents, 
American Society of Mechanical Engineers, American 
Society for Testing Materials, Society of Automotive 
Engineers, American Standards Association, and others. 


Simplified Practice 


From all of the work contributed to making up speci- 
fications, standards may ultimately be formed. It is 
the function of the Division of Simplified Practice, 
National Bureau of Standards, to develop acceptable 
commercial standards through mutual cooperation of 
all interested parties. 
would be as follows: 


A typical procedure to this end 


In a specific industry it is frequently the case that 
studies of sales figures may show that as much as 80% 
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of the business is done in approximately 20% of the 
varieties or sizes produced. The remaining 80% oj 
varieties, which bring in only one-fifth of the year’ 
business, constitute a drag on the industry through high 
inventories, slow turnover, and losses through obsoles 
cence. In such a case, a representative committee oj 
the industry obtains the following data: (1) a complet 
list of sizes, varieties, types, etc., of the article mad 
during each year of the period covered by the survey 
(2) the volume of each of these items produced an 
nually; (3) the relative importance of these items 
other than as shown by production volume (for som 
items of small production may be very important be 
cause of special applications); (4) the probable futur 
trends; (5) the items which, in the opinion of each 
correspondent contributing to the study, can be 
eliminated with (a) certain advantage, (b) probable ad 
vantage, and (c) possible advantage. 

This information is consolidated and digested under 
the direction of the Division of Simplified Practice, and 
is submitted to a general conference of manufacturers 
When ap 
proved, the Simplified Practice Recommendation is 
issued. 


distributors, and consumers, for approval. 


The reductions in variety effected by the application 
Chart 2 lists a 
selected few to illustrate the tremendous reductior 
which has taken place in certain commodities. 


of this principle have been very great. 


Purpose of Standards 


Normally, the purpose of setting up standards, s 
far as quality is concerned, is to secure high utility at 
minimum expense, to provide a scientific basis for deal- 
ing fairly with suppliers, and to avoid differences and 
disputes. Acceptable definitions of terms used in speci 
fications are necessary. The buyer can accomplish a 
great service by checking carefully any items which are 
standard and may be included under the specifications 
Further, standardization of products assists the pro- 
ducer to meet closer tolerances and to achieve greater 
uniformity over periods of time. 

The American Society for Testing Materials has a 
pamphlet listing numerous standards which have been 
set for a variety of products. Frequently, in drawing 
a specification, it will be desirable not only to refer to 
such standards, but to incorporate them in the spect 
fication. The reason for this is that the Society has done 
a great deal of work in making them technically sound; 
furthermore its standards are numerous and entirely 
familiar to manufacturer, seller, and buyer alike. 

Other professional societies have also contributed 
greatly to the establishment of practical working stand- 
ards. Chart 3 illustrates the normal procedure leading 
to the adoption of standards and recommended prac 
tices by the Society of Automotive Engineers. 

The American Standards Association has been set up 
as a national clearing house for standards in the United 
States. It cooperates with the professional societies in 
various fields and constantly aims to coordinate its 
activities with the work done by such bodies. Many of 
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CHART 3 
How S.A.E. prepares a standard 


the commodities to which purchase specifications are 
applicable can be studied further by obtaining copies 
of the standards set up by this group. 

Leonard H. Swinbank, Controller of Purchases, Im- 
perial Chemical Industries, Ltd., London, has aptly 
stated: “Standardization in industry has tremendously 
wide scope in its aims since it seeks to bring about 
economy in time, in energy, and in skill. Much has al- 
ready been done in most of the industrial countries of 
the world, but that ‘much’ is merely one step in the 
endless road to be travelled. Nevertheless, we com 
mence our day by leaving (probably unwillingly) a 
‘standardized’ bed, have our morning tub in a bath of 
standard design and size (with, of course, the assistance 
of ‘standard’ bath salts) and thereafter the razor used, 
the chair we sit upon, the table we sit at, the railway 
over which we travel to town, the desk or the bench at 
which we work, the very system by which our business 
records are kept—these are overwhelmingly affected by 
Standardization.” 

Charts 4, 5, and 6 illustrate what may be accomplished 
through buying on specifications. In the first instance, 
a 200-pound test corrugated fiber carton had previously 
been used, with Kraft inner and outer liners. This con- 
tainer was used for a purpose where certain recovery 
could be made and then re-used. Asa result of develop- 
ing the specification, it was found that a 16-point outer 
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liner could be used and a 9-point inner liner, with a1 
eventual reduction of more than 40% in cost. Thi 
utility factor here was the same as in the original 


Purchasing on Specification 
Once a specification has been established and ay 
proved by the proper authorities, inquiries for prices 
may be obtained and orders and contracts consummated 
Of course, quantities must be predetermined. Ther 


may be numerous instances where vendors bidding 


against specifications may be critical of them, and the 
diplomatic buyer may have to sell the seller on thei 
use. Vendors will suggest changes from time to time 
Some will try to sell a trade-marked product to meet 
or possibly not to meet, the specifications that have bee: 









































established. The buyer should of course make avail 
Continued on page 9 
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SILHOUETTE STUDIES 


38: Charles Warrenton Fellows 


OULD YOU HIRE a young man 
W whose record showed that he 
had held six jobs in the past seven 
years? Back in 1920, a Richmond 
employer was faced with that ques- 
tion, and because he believed in the 
possibilities of the ambitious young 
applicant, he answered in the affirma- 
tive. Charles Fellows landed his 
seventh job, which he still holds 
after nineteen years of continuous 
service. During these years he has 
“found himself’ and has steadily 
grown in his capacity for taking on 
and doing efficiently work of in- 
creasing importance. 

There had been a real reason for 
the many changes of the earlier 
vears. After a boyhood spent in his 
native city of Newport News, Vir- 
ginia, where his father was con- 
nected with the shipbuilding in- 
dustry, the family moved to 
Camden, New Jersey, another ship- 
building center where larger oppor- 
tunities beckoned. But not very 
long after that move, his father died, 
and the sixteen-year-old boy, then 
mid-way in his high school course, 
was faced with the immediate re- 
sponsibility of becoming a wage 
earner, contributing to the support 
of the family, which included his 
mother and a younger brother. 

Returning to Richmond, he ac- 
cepted the first opportunity that was 
available, and for nine 
worked as a laborer in a lumber mill, 
meanwhile devoting his evenings to 


months 


an intensive course in shorthand and 
typing. Equipped with the business 
college training, he landed a clerical 
job with The Chesapeake & Po- 
tomac Telephone Company. After 
a year with that organization, he 
went briefly with The Chesapeake 
& Ohio Railroad, then back to the 
Telephone Company for another 
three-year term. That was followed 
by a position with the John E. 
Fowler Company, manufacturers of 
“Cherry Smash,” and later a place 
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in the offices of the Southern Auto 
Repair Company, prior to joining 
the staff of the Federal Reserve 
Bank. 

There had been a good many 
changes, to be sure, but it was no 
haphazard or purposeless course. 
Through force of circumstances, he 
had been obliged to start at the bot- 
tom of the ladder. That fact did 
not for a moment cloud his ambition 
or his determination to get ahead. 
In every case, Fellows had definitely 
bettered his position, his outlook, 
and his earning capacity. He gained 
confidence and an appreciation of 
the basic requirements of training 
and experience necessary for ad- 
vancement. So he continued his 
evening studies, looking ahead and 
working toward a solid place in the 
business community. 


we FELLOWS WAS employed by 
‘the Federal Reserve Bank of 
Richmond in 1920, that organiza- 
tion was growing at a pace that 
strained its resources of personnel 
and facilities to the limit. It was a 
place of real opportunity, particu- 
larly for a lad who was eager for 
just such a chance, and who was 
imbued with the common sense, 
intelligence and perseverance to fit 
himself to the conditions and make 
the most of them. The bank oc- 
cupied quarters in a series of ad- 
joining lofts and old office buildings, 
and was constantly taking over new 
floors and breaking through parti- 
tions to acquire sufficient working 
space, pending the completion of the 
new building then under construc- 
tion at Ninth and Franklin Streets, 
just across the way from the broad 
lawns of the State Capitol. Typical 
of the working situation at that 
time, he served exactly one day as 
a stenographer, his original rating, 
before being assigned to work on a 
new payroll system and then as as- 
sistant to the personnel director. 


Less than a year after joining th 
staff, he was asked to take over thi 
buying, including large quantiti 
of paper and supplies for the bu 
printing department, a_ respons 
bility that was taking too much 
the time and attention of the mana 
ger of printing and supplies. Eas 
for the broader experience, whi 
at that time looked like about 
two-year assignment, he attack« 
the new job with enthusiasm, settins 
up a procedure in collaboration wi 
the systems department, under the 
general supervision of the assista 
cashier, in charge of personnel 
service. Fellows has been direct 
that department ever since 

It is a varied job. The print 
department is still a major fact 
but in addition to this and the gt 
eral purchasing there is a cafete! 
serving the four hundred employ: 
for which he buys all supplies 
cept the food itself, a consider 
and well organized protection for 
requiring uniforms, arms and ai 
munition, and the responsibility 
repairs to all movable equipm« 
It is largely a matter of detail 
coordination, but it has never 
come monotonous, and Fellows, w 
once lacked only one subject 
qualifying as a Certified Pul 
Accountant, has long since be¢ 
firmly committed to the purcha 
career. 


; po HABIT OF purposeful stu 
acquired during his early bu 
ness days persisted for thirt 
years. He holds the standard cert 
cate from the American Institut 
Banking, covering courses in « 
nomics, money and banking 

banking law. On the way to 
C.P.A. 


credits—and, 


examinations, he acqu 
more important 
thorough practical knowledg« 
accounting, cost accounting, lav 
accounting, taxation, and audit 


procedure. It has all been might 
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SILHOUETTE STUDIES 





38: Charles Warrenton Fellows 


OULD YOU HIRE a young man 
7 im record showed that he 
had held six jobs in the past seven 
years? Back in 1920, a Richmond 
employer was faced with that ques- 
tion, and because he believed in the 
possibilities of the ambitious young 
applicant, he answered in the affirma- 
tive. Charles Fellows landed his 
seventh job, which he still holds 
after nineteen years of continuous 
service. During these years he has 
“found himself’ and has steadily 
grown in his capacity for taking on 
and doing efficiently work of in- 
creasing importance. 

There had been a real reason for 
the many changes of the earlier 
years. After a boyhood spent in his 
native city of Newport News, Vir- 
ginia, where his father was con- 
nected with the shipbuilding in- 
dustry, the family moved to 
Camden, New Jersey, another ship- 
building center where larger oppor- 
tunities beckoned. But not very 
long after that move, his father died, 
and the sixteen-year-old boy, then 
mid-way in his high school course, 
was faced with the immediate re 
sponsibility of becoming a wage 
earner, contributing to the support 
of the family, which included his 
mother and a younger brother. 

Returning to Richmond, he ac- 
cepted the first opportunity that was 
available, and for nine months 
worked as a laborer in a lumber mill, 
meanwhile devoting his evenings to 
an intensive course in shorthand and 
typing. Equipped with the business 
college training, he landed a clerical 
job with The Chesapeake & Po- 
tomac Telephone Company. After 
a year with that organization, he 
went briefly with The Chesapeake 
& Ohio Railroad, then back to the 
Telephone Company for another 
three-year term. That was followed 
by a position with the John E. 
Fowler Company, manufacturers of 
“Cherry Smash,”’ and later a place 
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in the offices of the Southern Auto 
Repair Company, prior to joining 
the staff of the Federal 
Bank. 

There had been a good many 


Reserve 


changes, to be sure, but it was no 
haphazard or purposeless course. 
Through force of circumstances, he 
had been obliged to start at the bot- 
tom of the ladder. ‘That fact did 
not for a moment cloud his ambition 
or his determination to get ahead. 
In every case, Fellows had definitely 
bettered his position, his outlook, 
and his earning capacity. He gained 
confidence and an appreciation of 
the basic requirements of training 
and experience necessary for ad- 
vancement. So he continued his 
evening studies, looking ahead and 
working toward a solid place in the 
business community. 


TTHEN FELLOWS WAS employed by 
W the Federal Reserve Bank of 
Richmond in 1920, that organiza- 
tion was growing at a pace that 
strained its resources of personnel 
It was a 
place of real opportunity, particu- 


and facilities to the limit. 


larly for a lad who was eager for 
just such a chance, and who was 
imbued with the common sense, 
intelligence and perseverance to fit 
himself to the conditions and make 
The bank oc- 
cupied quarters in a series of ad- 


the most of them. 


joining lofts and old office buildings, 
and was constantly taking over new 
floors and breaking through parti- 
tions to acquire sufficient working 
space, pending the completion of the 
new building then under construc- 
tion at Ninth and Franklin Streets, 
just across the way from the broad 
lawns of the State Capitol. Typical 
of the working situation at that 
time, he served exactly one day as 
a stenographer, his original rating, 
before being assigned to work on a 
new payroll system and then as as- 
sistant to the personnel director. 


Less than a year after joining th 
staff, he was asked to take over the 
buying, including large quantiti 
of paper and supplies for the bus 
printing department, a 
bility that was taking too much 
the time and attention of the man 
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ger of printing and supplies. Eas 
for the broader experience, whi 
at that time looked like about 
two-year assignment, he attac! 
the new job with enthusiasm, setti 
up a procedure in collaboration wit 
the systems department, under 
general supervision of the assista 
cashier, in charge of personnel 
service. Fellows has been direct 
that department ever since. 

It is a varied job. The print 
department is still a major fact 
but in addition to this and the 
eral purchasing there is a cafet 
serving the four hundred employs 
for which he buys all supplies 
cept the food itself, a conside: 
and well organized protection 
requiring uniforms, arms and 
munition, and the responsibility 
repairs to all movable equipm 
It is largely a matter of detail 
coordination, but it has never 
come monotonous, and Fellows, w 
once lacked only one subject 
qualifying as a Certified Pul 
Accountant, has long since be 
firmly committed to the purcha 
career. 

: inne HABIT OF purposetul st 

acquired during his early bus 
ness days 
He holds the standard cert 
cate from the American Institute 


persisted for thirt 
years. 


Banking, covering courses in 
nomics, money and banking 
banking law. On the way t 
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credits 


examinations, he acqu 


and, more important 
knowledg« 


accounting, cost accounting, 


thorough practical 
accounting, taxation, and aud 


procedure. It has all been might 








useful in doing an intelligent and 
efficient job of buying. 

He still does a lot of reading in 
these fields, for he is genuinely 
interested in the subject, but nowa- 
days he reads in a more general and 
less formalized fashion, and has 
taken a fancy to detective fiction as 
a “chaser” 
diet. 

That does not imply any lack of 


for the solid literary 


serious purpose, for as a member of 
the debating team of the Richmond 
Chapter, A. I. B., he has even within 
the past few months taken part in 
public discussion of economic and 
financial policies, against teams from 
Winston-Salem, Philadelphia, and 
Randolph-Macon College. He is a 
member of the Board of Governors 
of the Richmond Chapter, and in a 
broader field he is a member of the 
Institute's National Debate Com- 
mittee, representing Virginia and 
North Carolina. 


= KNOWN TO purchasing men 
through his regular attendance 
at the 

N.A.P.A. 
in seventeen years 


national conventions of 
he has missed only one 
his experience 
in this connection has been rather 
unusual, for it was a salesman who 
first sold him on the idea. He had 
been buying about a year when the 
Philadelphia sales manager of a 
large manufacturing concern casu- 
ally asked him, in the course of a 
business interview, whether he was 
planning to go to Rochester for the 
convention. Richmond was then 
outside any organized association 
district, but Fellows, though some- 
what hazy about the whole affair 
was decidedly receptive and made 
the trip. 

At Rochester he was immediately 
impressed by the value of associa- 
tion work and contacts in purchas- 
ing, and before he left for home he 
signed an application for member- 
ship. That step required affiliation 
through some local group, and in 
the absence of any closer or more 
personal ties it was natural that 
Fellows should elect to join the 
Philadelphia Association, whose dele- 
gates he had met through his 
sales friend, as well as from his 
recollections of life in Camden, 
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years earlier. There has not been 
much opportunity for attendance at 
local meetings, but the association 
has been a pleasant one and he has 
continued that membership even 
though groups closer to his home city 
have since developed. 

In the National Association work, 
he was active from the start in the 
program of the Financial Group, 
and served for several years as its 
chairman, arranging the convention 
sessions and conducting the work 
between meetings largely by cor 
respondence. There are probably 
few of the scores of purchasing 
agents who have come to know and 
like this friendly buyer, and who 
admire his competent and loyal 
work in national circles, who realize 
that he has so long been working 
essentially as ‘‘an association of 
one.”’ 


ae FROM his consistent activity 
both 
purchasing and banking, Fellows is 


in professional groups, 
not in any sense a “‘joiner.’’ He 
enjoys and appreciates his home and 
family. 
Miss Avon Lee 


Mrs. Fellows, the former 
Verlander, is a 
Richmond girl with a rare talent for 
friendship, a gift which is shared 
by their son, C. W. Fellows, III, 
now completing his third year at 
the John Marshall High School. 
Fellows is a member of Dove 
Lodge No. 51, A.F. & A.M., and of 
Boat Club on the 
James River, where he swims and 
plays handball. 
hood interest in stamp collecting, 
but not to an extent to be dignified 
by the term “‘philately.”’ 
real love of travel, and during sum- 


the Virginia 


He retains a boy 


He has a 


mer vacations he has systematically 
covered Virginia and the neighbor- 
ing states of North and South 
Carolina, Georgia and Tennessee, 
familiarizing himself with their his 
toric and scenic features. 

Orderly, keenly alert to current 
conditions in the light of long-term 
objectives, he has been able to fol- 
low the classic admonition: ‘Plan 
your work, then work your plan.” 
It's a good way to run a successful 
purchasing department, and a good 
way to achieve a satisfying way of 
life. —S. F. H. 


Business Group Charges New 
Deal Policies with Hampering 
Recovery 


In a series of militant resolutions 
adopted at the close of the twenty- 
seventh annual meeting of the U. § 
Chamber of Commerce, held at 
Washington this month, the Cham- 
ber called for repeal or modification 
of several important New Deal 
measures which are characterized as 
“objectionable and unworkable’ 
and as obstacles to business re- 
covery. The major recommenda- 
tions cover the following points: 


The Labor Relations Act to be 
structurally amended without fur 
ther delay, and all sanction of the 
closed shop removed. 


Federal Taxation to be revised, 
eliminating punitive features and 
repealing the remnants of the un- 
distributed profits tax. 


Federal Debt to be kept strictly 
within present statutory limits. 


Relief Construction Projects to be 
determined and allocated by an 
impartial government agency ac- 
cording to need, and care of the 
remaining unemployed to be left to 
states and local communities. 


Agricultural Purchasing Power 
to be restored by encouraging free 
and open markets, eliminating pres- 
ent restrictions on production and 
trade. 


Export Cotton Subsidy and barter 
of loan stocks to be avoided as 
uneconomic. 


Federal Licensing of Corporations 
as a requisite for engaging in com- 
merce to be avoided. 


Public Expenditures to be limited 
to those clearly justified, and waste 
to be avoided by simplification of 
governmental agencies. 


The power of Currency Valuation 
to be retained in Congress, and not 
delegated. 


The Silver Purchase Act on foreign 
silver to be repealed. 


Social Security to be financed so 
as to provide for meeting obliga 
tions maturing each year, and 
definitely and permanently changed 
from a reserve basis. 


The Banking Act of 1935 to be 
amended to permit commercial 
banks to participate in underwrit 
ing securities they are legally en 
titled to own. 
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How Good Is Your 


BUSINESS MEMORY? 


Record storage files should protect their 
contents, keep them available for instant 
reference, and take u paminimum of space 


FREDERICK E. GYMER 


ECORDS ARE THE memory of a business,’’ so 
someone has said. No one knows just how the 
information in the mind of an individual is filed, but 
it is common knowledge that the memory of a business 
as expressed in terms of inactive and semi-active 
records—is badly in need of new filing methods. 

The ordinary methods of storing valuable records 
of any business have, on critical examination, proved 
the costliest. I am referring here only to the physical 
equipment used, and not to the loss suffered when a 
certain record cannot be found. It is true that much 
time is lost searching for some valuable document and 
this is a cost factor often lost sight of. The present 
analysis is limited to the cost of space, labor, and equip 
ment to house records. 

Business records are kept and stored for periods rang 
ing from a few months to permanently, consequently 
the selection of methods and equipment includes the 
consideration of more than one important factor. 


Conserving Space 
The matter of space is of primary importance. In 
many large businesses, records are stored in space that 
could be used to better advantage for manufacturing 
or office activities. In some instances it has been neces- 
sary to rent space. Some organizations have been 
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A photographic comparison of storage filing conditions using the old and the modern methods is eloquent testimony to the 


forced to construct buildings solely for record storag 
Since space is such an important factor, the purch 

of boxes or files that do not fit the record with 

mum loss of space is merely placing the inescapable 


into another account. 


The use of shelving for storing records is an unne¢ 
sary expense not only for the material but for erecti 
Shelving has its practical uses, but in the 
records it has proved more of a handicap than a h 

Wooden shelving adds fuel in case of fire and is 
adjustable. In the event of moving to another locat 
wooden shelving is usually reduced to a pile of kind! 
wood. Steel shelving is adjustable and fireproof but 
is more expensive and has all of the space wasting 
tures of wood. Where shelving is used there is eit 


too much or too little. 


The tendency to place a box wherever there is 1 
on an empty shelf, instead of in its proper numer 


storage 


alphabetical or chronological place, is largely 
sible for lost or misplaced records. 


nent records have been accidentally destroyed be 

they were sandwiched in with temporary records 
By eliminating the waste space in boxes or files 

shelving, remarkable space 


eliminating the use of 


ings can be made. 
duced to a mole hill. 


progress that has been made in this field 
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This brings us to the study of containers or 
files for record storage. Up until two years 
ago, the only available types were: wooden 
boxes, conventional steel transfer cases, and 
cardboard or corrugated fiber board boxes. 






CHECK FILE 


TIME CLOCK 
CARD FILE 


LETTER FILE 


“Tailor made” to fit the particular form for which it is 
intended, space economy startsin the individual file unit 


(Photographs by courtesy of The Steel Storage File Co 
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Nearly all of the problems and difficulties of record storage can 
be traced to the shortcomings of such equipment. 


Some Common Hazards 


Many important permanent records have been totally de- 
stroyed by fire and rodents when stored in inflammable and 
impermanent files. Cases are on record where this has occurred 
in fireproof vaults in fireproof buildings. In some cases fireproof 
rooms have been built to take care of waste paper, but records 
that could not be duplicated are stored in inflammable con- 
tainers. 

Dry-rot and disintegration by moisture are other factors that 
must be considered. When cardboard cases are destroyed with 
their contents during periodic house cleanings, as frequently oc- 
curs, they become a recurring expense item. The common 
practice of destroying records without opening the box to see if 
it actually contains the records the label shows is another reason 
why many permanent records are missing. This cannot happen 
with a permanent type file. 

Using individual unit file boxes that have become dog-eared 
from handling adds to confusion. Often such boxes are in- 
advertently placed on a shelf with an obsolete label on the front. 
Boxes are usually stacked three or four boxes high to a shelf and, 
more often than not, the record wanted is in the bottom box 

Many of these dangers and difficulties could be eliminated 
by the use of steel, sliding-drawer type files, but until recently 
the only such files available were transfer cases, too costly for 
general use, and made in too few sizes to be practical for record 
storage. 

Buyers, department heads and officials have been painfully 
aware of the shortcomings of record filing equipment but were 
powerless to do anything about the situation until the invention 
of a new type of filing drawer a few years ago. The new lin 
is the result of an exhaustive and comprehensive survey of rec 
ord filing made by W. F. Regenhardt of Cleveland, and th 


basic features of steel storage files have been patented by him. 


Modern Developments 


The new type equipment consists of unit sections available in 
any desired size, each unit comprising a completely enclosed steel 
shell and drawer. The opening in the shell of even the smallest 
file is engineered to carry three times the normal weight it is 
designed to carry. As the size of the file increases the interior 
reinforcement is made wider and stronger. Thus the larger 
sizes carry the widest and strongest reinforcement. A letter size 
file will carry in excess of 2,800 pounds. With such equipment, 
the contents of the bottom file drawer are as readily available 
as those in the upper tiers. 

One of the most important features of the files is a very 
simple and ingenious safety stacking feature that securely locks 
all files vertically and horizontally. By means of a simple flat 
key instantly inserted inside the shell under the drawer, without 
the use of nuts or tools, files cannot be taken apart without re- 
moving the key. It is thus possible to lift several drawers of 
files as one unit by lifting the top file. This safety feature elimi 
nates the danger of any file ever toppling over and injuring 
clerks. 

The drawers themselves are reinforced at points of greatest 
strain, as, for example, at the top of the drawer front. Rein 

Continued on page 90 
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Workers Who Sweat Need Salt 





Medical authorities are in agreement 
on this direct method of maintaining 
salt balance to prevent heat cramp 


_— IMPORTANCE of salt to the 
human body and the need of 
replacing excessive salt losses, ap- 
pears to be one subject on which the 
entire medical profession is in sub- 
stantial agreement. The following 
quotations from authorities on the 
subject indicate the importance of 
salt to the human body and the 
progress made in recognizing its de- 
ficiency and restoring proper salt 
balance. 


Early Recognition of Salt 
Deficiency 
Dr. John H. Talbott of The 
Massachusetts General Hospital, in 
the Harvard Business Review (sum- 
mer 1936, page 437) points out the 
fact that over 2,000 years ago symp- 
toms of heat cramp were described 
in the eighth chapter of Jonah. 
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The military records of campaigns 
of Frederick the Great indicate that 
soldiers suffered from this malady 
as did gold miners of Virginia City, 
Nevada, in 1878. For the past 35 
years the results have been more 
noticeable, especially in steel mills, 
mines, and gas works. 

An article by M. M. Baird and 
J. B.S. Haldane, M.D., published in 
Journal of Physiology (Vol. LVI, 
1922, Page 259) describes the slow 
storage and liberation of salt from 
the tissues and skin. 

The English publication, 7he 
Lancet (June 27, 1925, Page 1369) 
carries a letter from Col. Robert 
J. W. Oswald, C.B.E., Chief Medi 
cal Officer of South Metropolitan 
Gas Company. He relates the ab- 
dominal cramp and exhaustion ex 
perienced by employees in retort 


JOHN N. CADBY 


EKeonomie Research 
and Service Bureau 


Milwaukee 


houses of the Gas Company. This 
became so serious that he introduced 
a “saline drink’ for the stokers. 
Col. Oswald made the following 
statement: 


“Since the drink has been intro- 
duced, cramp has been eliminated 
and a greater sense of well-being at 
the end of each shift has been ob 
tained. The great majority of the 
men will have no other drink. In- 
cidentally the sick rate has been re- 
duced. Salt is used in the tropics as 
a drink, no doubt for much the same 
reason, but I am not aware whether 
the combination with chloride of 
potassium has beenemployed. The 
effect of this drink appears to me to 
be due to the correction of the saline 
content of the blood which must be 
lowered by profuse perspiration, and 
if the worker drinks water only it 
must be lowered still further, there- 
by increasing fatigue.” 

A twelve-page article entitled 
“Salt Economy in Dry Heat”’ in the 
Journal of Biological Chemistry (Vol. 
C, 1933, Page 755) by Doctors Dill, 
Jones, Edwards, and Oberg re- 
views the tests on subjects at 
Boulder Dam. The following sig- 
nificant statement is quoted from 
this article. 

‘The sweat glands may upset the 


equilibrium disastrously, heat 
cramps occurring from loss of salt.” 


Boulder Dam Experiences 


Another article reviewing the ex- 
periences with heat cramp and 
heat exhaustion at Boulder Dam, 
Boulder City, Nevada, in 1932, ap- 
pears in Zhe Journal of Clinical 
Investigation (Vol. XII, 1933, Pages 

Continued on page 74 
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SAN FRANCISCO WELCOMES 


The 24th Annual Convention and Inform-a-Show 
National Association of Purchasing Agents . 


PROGRAM 


District Pur- 


Convention Theme 
Present Day Buying Problems 
in a World of Uncertainties. 
Sunday, May 21 
Pre-Convention Activities 

P. M. 

6:00 Reception and open house as 
guests of the Northern California 
Association. 

7:00 Early Birds Dinner. 


Monday, May 22 
General Convention Session 
A. M. 
9:30 Presiding: Frank D. Bry- 
ant, Chairman, General Conven- 
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tion Committee; 
chasing Agent, Standard Oil Com- 
pany of California, San Francisco. 

Invocation: Rabbi I. F. Reich- 
ert, Congregation Emanu-El, San 
Francisco. 

Greeting: William C. Hubner, 
President, Purchasing Agents’ As- 
sociation of Northern California; 
Purchasing Agent, A. M. Castle & 
Co., San Francisco. 

Greeting: J. F. 
President, 
N.A.P.A. 


Welcome to San Francisco: Hon. 
Angelo J. Rossi, Mayor of the 


City of San Francisco. 


Meyer, Vice 
District No. l, 





























Response: Joseph W. Nic! 
son, President, N.A.P.A.; 
chasing Agent, City of Milwau 
Central Board of Purchases 

10:00 Presiding: Joseph W. Ni 
son. 

Report of Secretary-1 rea 
by George A. Renard, Exect 
Secretary-Treasurer, N.A.! 
New York. 

Theme: Governmental Act 
ties and Their Relation to 
ness. 

Address: 
Business—A_ Relationship 
Making,’ 
Assistant to the Chairman, B 


‘‘“Government 


by Prentiss Coot 
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SAFE STACK 


STEEL STORAGE FILES ARE “BUILT TO TAKE IT” 
aa 


es Here’s a severe test but Steel Storage 
Files take a lot of punishment. For instance, 
drawers are heavily reinforced front and 
back to take all kinds of abuse. Drawer 
shells are built to take the weight of loaded 
drawers stacked ceiling high if necessary. 


With all these strength features, Steel 
Storage Files cost less than cardboard box- 
es and shelving. Ask us to tell you what 
savings in space and money we can make 
in your record storage rooms. 










































THE STEEL STORAGE FILE COMPANY 
2216-18 W. 63rd Street * Cleveland, Ohio 


Patentedand patentspending QORIGINATORS OF STEEL STORAGE FILES 





ness Advisory Council, U. S. De 12:15 Governmental Purchasers chasing Agent, Stephens Adamso1 
partment of Commerce, Washing Group. Presiding: J. F. Mis Mig. Co., Los Angeles. 
ton, D.C. pley, Chairman of the Group; Address: ‘‘What Scientific and 
Address: “What Can Govern Purchasing Agent, State of Cali Engineering Developments Will 
ment Offer?_What Can Business fornia, Sacramento Do to Business,’ by Robert W 
Expect?” by Hon. Thurman Arn Report “Activities of — the Strauss, Research Engineer, Gen 
old, Assistant Attorney General, Group for 1938-1939," by J. F eral Motors Corp., Detroit. 
in charge of Antitrust Division, Mispley. Address: ‘“‘How Recent and 
U. S$. Department of Justice, Discussion: ‘Major Commodi Prospective Chemical Develop 
Washington, D. C. ties and Materials Bought by ments Will Affect Business,’ by 
Governmental Buyers,’’ led by Francis J. Curtis, Development 
Luncheon Meetings Harry Knight, Secretary of the Director, Monsanto Chemical 

P.M. Group; Purchasing Agent, Vil Co., St. Louis. 

12:15 Chemical and Allied Prod lage of Winnetka, II] Address: “How War and 
ucts—-Buyers’ Group. Presiding: 12:15 Public Utility Buyers’ Group Threats of War Will Affect Busi 
‘; 3 Benedict Van Voorhis, Chairman Presiding: C. A. Kelley, Pur ness and Prices,” by J. Hugh 

of the Group; Division Purchas chasing Agent, The Nevada-Cali Jackson, Dean, Graduate School 
ing Agent, E. I. du Pont de Ne fornia Electric Corp., Riverside, of Business, Stanford University, 
mours & Co., Arlington, N. J. Cal. Palo Alto, Cal. 

12:15 Editors’ Group. Presiding: 12:15 Textile Committee. Presid Address: ‘*Employer-Employee 

H. M. Cosgrove, Chairman of the ing: H. F. Feagans, Purchasing Relations as an Element of Busi- 
Ty Group; Editor, \/id-Continent Agent, Sperry Flour Co., San ness Uncertainty,’’ by Almon E. 
' Purchaser, Tulsa. Francisco. Roth, President, San Francisco 


12:15 Financial Group. Presiding: Employers’ Council. 





Walter Armstrong, Secretary of General Convention Session 

the Group; Purchasing Agent, 2:00 Presiding: Robert L. Grube, Afternoon Meeting 
American National Bank & Trust President, Purchasing Agents’ As 2:00 Business Survey Committee. 
Co. of Chicago. sociation of Los Angeles; Pur Presiding: Fred J. Heaslip, 
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ACONOMY COMES IN A'TUBE’ 


REPUBLIC BUILDS AN AIR HOSE OF RUGGED 
CONSTRUCTION FOR A TOUGH JOB 


© Conditions encountered in pneu- 
matic tool work make the maintenance of air hose a costly prop- 
osition. In answer to the expense for air hose upkeep, Republic 
offers a tube of economy in Tower Pneumatic Hose. This tube of 
carefully compounded rubber inside of a strong, resilient cord 
body is recognized for the noticeable decrease in operating 
costs it affords. : : > . . ‘ . 
Applications on air drills, hammers, tampers, drivers and 
other pneumatic hose service have proved the strength and rug- 
gedness of Tower's construction. The smooth inner tube has the 
desireable features of that used in oil-conducting hose... in 
addition to heat-resistant properties. Multiple braids of tightly 
twisted cords set in pairs afford a strong yet resilient carcass. 
Shock and abuse are resisted by the special braid construction 
and rubber compound which impregnates the plies and bonds 
them together. And finally, the characteristic tough brown cover 
provides protection against abrasion, cutting action of sharp rock, 
LES exposure to sun and other deteriorating elements. 
All the facilities for research and experiment which were put 
— to work to develop this pneumatic hose economy are utilized in 
the manufacture of Republic Hose, Belting, Packing or Molded 
ific and Rubber Goods. Republic Rubber Division of Lee Rubber and Tire 
‘s Will ° - : 
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BUT THESE SOCKET SCREWS* HAVE THE 


TORQUE STRENGTH TO STAND SUCH LOADS! 


TORQUE TESTS - - in Parker-Kalon’s Laboratory - - make certain 
that Parker-Kalon Cold-forged Socket Screws can be set up 
TIGHTER without twisting off the heads. *for instance, a '/2"-20 
(N.F.) Cap Screw must take a 2200 inch pound minimum load. 


"16 POINT QUALITY-CONTROL" Leads 
Critical Buyers to Demand PARKER-KALON 


This torsion test is only one of 16 check-ups on im- 
portant characteristics of Parker-Kalon Cold-forged 
Socket Screws. In a laboratory without counterpart in 
the industry, quality is guarded by thorough tests 


and inspections covering: 


1 — Chemical Analysis. 2 — Tensile Strength. 3 — 
Ductility. 4—Torsional Strength. 5—Ability to take 
Shock Loads under Tension. 6—Resistance to Shock 
Loads under Shear. 7—Hardness. In addition, there is 
a rigid inspection of these essentials: 8—Head Diam- 
eter. 9—Head Height. 10—Concentricity of Head to 
Body. 11—Socket Shape. 12—Socket Size. 13—-Socket 
Depth. 14—Centricality of Socket. 15—Class 


Threads. 16—Clean Starting Threads. 


In this way Parker-Kalon maintains a new higher 
standard of quality in Socket Screws. . 
that satisfies critical buyers. Send for free samples... 


see for yourself. 


PARKER-KALON CORP., 206 Varick St., New York. 


PARKER-KALON 


Chairman of the Committee; 


Purchasing Agent, Fairbanks, 
Morse & Co., Chicago. 


Dinner Meetings 
6:30 Hendricks Club Annual Din 
ner. 
5:30 Iron and Steel Committee. 
Presiding: W. W. MacMillen, 
Chairman of the Committee; 


- 


Director of Purchases, National 
Malleable and Steel Castings Co., 
Cleveland. 
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-30 Lumber Committee. Presid 


ing: A. R. Van Sant, Chairman 
of the Committee; Purchasing 
Agent, Lake Washington Ship 
yards, Houghton, Wash. 


:30 Pulp and Paper Manufac 


turers—Buyers’ Group. Presid 
ing: John P. Sanger, Chairman 
of the Group; Vice President in 
Charge of Purchases, United 
States Gypsum Co., Chicago. 


Address: ‘‘Future Trend of 


Materials Used in Pulp and Paper 


Manufacturing,’ by H. N. Me. 
Gill, President, McGill Commod-. 
ity Service, Auburndale, Mass 

Motion Picture: ‘Two Related 
Industries.”’ 


Tuesday, May 23 


General Convention Session 


.M. 
9:30 Presiding: Charles E. O’Brien, 


President, Purchasing Agents As- 
sociation of Cleveland; Purchas- 
ing Agent, The Grabler Mfg. Co., 
Cleveland. 

Theme: Business and Price 
Conditions—-Survey and Discus 
sion of Their Trends. 

1. Eastern Conditions, by John 
R. Kennedy, Purchasing 
Agent, RCA Victor Division, 
RCA Mfg. Co., Camden, N. J. 
Discussion, led by Howard F. 


Roszelle, Purchasing Agent, 
Fuller Brush Co., Hartford, 
Conn. 

2. Midwest Conditions, by Wil- 
liam M. Krueger, Purchasing 
Agent, Ralston Purina Co., 
St. Louis. 

Discussion, led by I. E. Wal 
ton, Purchasing Agent, Hep 
penstall Co., Pittsburgh. 

3. Southern Conditions, by 
Frank A. Watts, Purchasing 
Agent, Humble Oil and Re 
fining Co., Houston. 
Discussion, led by H. I 
Cross, Purchasing Agent, 
Sloss-Sheffield Steel & Iron 
Co., Birmingham. 

{. Western Conditions, by Karl 

L. Bates, Purchasing Agent, 
Matthews Hardwoods, In 
Seattle. 
Discussion, led by C. A 
Kelley, Purchasing Agent, Th 
Nevada-California Electric 
Corp., Riverside, Cal. 

5. Canadian Conditions, by Be 
nard H. Yardley, Purchasing 
Agent, Stanley Works ol 
Canada, Hamilton, Ont. 
Discussion, led by R. M. Wool 


latt, Purchasing Agent, The 


Royal Bank of Canada, Mor 
treal. 


) 


Report: Business Survey R 


port and Outline of Business and 


Price Trends, by Fred J. Heaslij 


PURCHASID 
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THIS SELECTION GUIDE LEADS YOU TO 


CONOMICAL valve performance 
begins with proper valve selec- 
tion. In the broad line of valve types 
offered to industry today, there is one 
that is best suited for each service in 
your plant—one that will give de- 
pendable flow control at reasonable 
cost. “Trouble spots” and their high 
maintenance costs often result solely 
because of a mismatch of valve and 
operating conditions. 


How to Pick the Right Valve 


Mismatching of valves and require- 
ments can be avoided. Let Crane’s 
bulletin, “Service Characteristics of 
Globe Valves and Gate Valves,”’ with 
its Valve Selection Guide, help you 
eliminate this hazard in your plant. 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO 


This guide tells you how well each of 
the basic valve designs, globe and 
gate, and their many combinations of 
disc, bonnet, and stem types, are fitted 
to service conditions. Such informa- 
tion combined with your knowledge 
of your requirements, leads you to the 
ideal valve for each installation. 

And Crane makes just the valves 
you need—in a quality that promises 
faithful performance—valves that have 
the inside stamina to assure low-cost 
flow control. Your Crane No. 52 
Catalog lists more than 38,000 valves 
and piping items in a complete range 
of specifications. 


Get This Valuable Guide Free 


Send for your free copy of “Service 


Characteristics of Globe Valves as 
Gate Valves’’—put it to use imn 
diately. It takes the guesswork out « 
valve selection— guides you to pipit 
satisfaction. Mail the coupon 


_-_—,. 


SERVICE CHARACTERISTICS OF 
SL93S VALV3S any 
SAfZ Valy2s 





TO PICK THE 
RIGHT ONE 
EVERY TIME 






VALVES «© FITTINGS « PIPE + PLUMBING + HEATING «© PUMPS 


CRANE 


CRANE CO. 

836 So. Michigan Ave., Chicago, III. 
Gentlemen: I want a copy of your bulletin, “Service Characte 
istics of Globe Valves and Gate Valves.” 


Cee eee eee esas eeeseeeeeeeeeeeseseeeeeeee 





NATION-WIDE SERVICE THROUGH BRANCHES AND WHOLESALERS IN ALL MARKETS 


May 1939 




















HANDLE ACIDS and CH 


t. ¥ 4. 
SAFETY 
SIPHON 


. A New and Better Way 
to Discharge Carboys 


and Drums 


@ Easy to operate 

@® Free, smooth flow 

®@ No spilling, splashing 

@ Less fume concentration 
@ Utilizes vacuum principle 


Write for Descriptive Folder and Prices 


PULMOSAN SAFETY EQUIP. CORP., 


Dept. P, 176 Johnson St., 


@® Eliminates pressure method 
condemned by M. C. A. 

® \o manual tilting 

@ \Viade for every acid 


® Sturdily built; inexpensive 








splashing. 


" 
i 





EMICALS ... SAFELY! 


Pulmosan CARBOY 
TRUCK and TILTER 


These patented devices save time; prevent 
accidents from strain, dropping, spilling or 


One man does the work of two. 
Use Truck to transport carboy; 
Tilter to pour. Both Cevices 

of welded steel. Write us for 


full details and prices. 





Brooklyn, N. Y. 





ALSO 
Respirators, Goggles, 
icid Aprons, Gloves 
and Hoods, Carboy 


Drainer, 


Dippers, Skin Creams 






Pails and 








N.A.P.A. 
Survey Committee; Purchasing 
Agent, Fairbanks, Morse & Co., 
Chicago. 


Chairman, Business 


“What the San Fran 
cisco Exposition 


Address: 
Presents that 
Purchasing Agents Should See 
An Invitation and a Welcome,” 
by Leland W. Cutler, President, 
i Golden Gate International Ex- 
. position, San Francisco. 


Luncheon Meetings 


P. M. 
, ; 12:15 Annual Meeting, Board of 
National Directors. Presiding: 


Joseph W. Nicholson. 
12:15 Oil Company Buyers’ Group. 
McClatchey, 
Chairman of the Group; Purchas 


PSS 
“~ 


Presiding: O. E. 


ing Agent, Barnsdall Refining Co., 

Tulsa. 
Discussion: Progress in Sim- 

plification of Casing Sizes. 


Address: ‘‘Inspection Costs on 
Oil Country Tubular Goods,”’ by 
E. W. Beck, Manager of Pur 


chases, General Petroleum Corp., 
Los Angeles. 
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Dinner Meeting 


6:30 Joint Meeting of the Govern 
mental Purchasers’ Group and 
the Educational and Institutional 
Buyers’ Group. 

Presiding: J. F. Mispley. 

Report: Activities of the Edu 
cational and Institutional Buy 
ers’ Group, prepared by William 
G. Morse, 


Purchasing Agent, Har 


Chairman of the 
Group; 
vard University, Cambridge, 
Mass. 

Address: ‘“‘A Two-Year Plan 
for the Governmental Purchas 
ers’ Group,” by J. W. Nicholson 


Wednesday, May 24 


General Convention Session 
A. M. 
9:30 Presiding: Arthur P. Hick 
cox, Director of Purchases, Sco 
vill Mfg. Co., Waterbury, Conn. 
Address: ‘Should the Purchasing 
Agent be Responsible for Making 
Contracts Covering New Con 
struction?” by James M 


Knowles, Assistant General Pur 


chasing Agent, Consolidation Coal 
Co., Fairmont, W. Va. 

Discussion, led by R. Parke 
Lamborn, Agent 
Kennecott Copper Corp., New 
York. 

Address: ‘Purchasing for Pro 
duction,” by Herbert N. McGill 
MeGill 
Service, Auburndale, Mass. 


Purchasing 


President, Commodity 
Discussion, led by Harry | 
Kolb, Purchasing Agent, Hercules 

Powder Co., Wilmington, Del 
Address: ‘‘Checking Credibil 
ity of Suppliers,” by David H 
Thomas, Purchasing Agent, The 
Utah-Idaho Sugar Co., Salt Lake 
City. 
Address: 


Reading Fine Print,’ by E. H 


“The Importance o! 
Weaver, Assistant Manager ol 
Purchases, Union Oil Co. of Cali 
fornia, Los Angeles. 

Address: 


dure for Protection Against Patent 


“Purchasing Proce 


or Copyright Infringement,’’ b 


Harry L. Erlicher, Purchasins 
Agent, General Electric Co., Sch 


nectady, N. Y. 


PURCHASING 
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Facts You 
Ought to 


about 
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Send for this FREE 16-Page Handbook, 
the Most Complete and Informative 
Brochure Ever Published on the Subject! 


Ey ERY P.A., canning foreman, and can-labeling Staining—Rusting—Loose Labeling—Failure 
to Pick Up Labels—Slipping or Crooked 
Labeling—Poor Adhesion at Overlap—Curl- 
keep it for reference! Compiled by our Service ing at Overlap—Wrinkling at Overlap— 
Tearing of Labels. Also, recommendations 
for selecting labels, with details on grain 
can-labeling machine companies, it presents con direction, weight, finish, etc., and for deter- 
mining can temperatures. 
This handbook is offered in the interests of bette: 
remedies of the following can-labeling difficulties can labeling. Send for your copy or copies today 


National ApHEsives CORPORATION 


machine operator should read this handbook and 
Department in collaboration with the four leading 


cise, non-technical information as to the causes and 


818 GREENWICH ST., NEW YORK 


Offices and Warehouses ATTACH NATIONAL ADHESIVES CORPORATION 
THIS 


in All Principal Cities 


commun ~ dare _ = a weve copies of your handb« 
ouccess é +6 - 3° 
1 nee e u at ¢C £ 
838835) Individual 
HEAD 
( ompany 
Address 
Cies eo ; State 
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A Requisition You Can 


Approve WITH Pride 





@ Once a P. A. has adopted the 
Signode Buying Plan and it is making 
daily contributions to the company’s 
profit, he is entitled to be a bit proud as 
the strapping requisition crosses his desk 


—for the credit is his. 


Calling in a Signode packing and 
shipping engineer to look over your 
company’s shipping methods without 
obligation, is the first simple step in the 
Signode Buying Plan. What better basis 

















is there for buying than comparative figures—present costs against 
new lowered costs? Signode shipping methods, being adopted by ship- 
pers in all lines, employ certain principles which can be applied in as 
many different ways as there are types of shipments. 


Our field engineer in your vicinity is prepared to talk to you about 
Signode Steel Strapping as it would be applied to your boxes, bales, 
bundles, crates, skids or bulk bound carloads. With your approval he 
will figure out with your shipping department the application and the 
savings and lay them before you. Write or wire us when to send him 
in. Be sure to mention the product you ship. 


SIGNODE 


SIGNODE STEEL 
STRAPPING CO. 


2602 N. Western Ave., Chicago, Ill. 
371 Furman St., Brooklyn, N. Y. 
454 Bryant Street, San Francisco, Cal. 


40 OFFICES THROUGHOUT UNITED STATES AND CANADA 


Tensional Steel Strapping 








Address: ‘‘Purchasing Proce 
dure for Protection Against Safety 
Hazards in Equipment and Ma 
terials,’’ by George E. Price, Jr., 
Director of Purchases, The Good- 
year Tire & Rubber Co., Akron. 


Luncheon Meetings 

P. M. 

12:15 Joint Meeting of the Edu 
cation Committee, the Committee 
on Purchasing Department Or 
ganization and Procedure, and 
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the Boffey Memorial Award 
Committee. 
Presiding: Donald G. Clark, 


Chairman, National Committee 


on Education; Director of Pur 
chases, Gulf Oil Corp., Pittsburgh 


Discussion: Studies which the 


Purchasing Department Organi 


zation and Procedure Committee 


might make, led by Lee J. Buss 
mann, Chairman of the Com 
mittee; Purchasing Agent, Buss 
mann Mfg. Co., St. Louis 





Discussion: Scope of subjects 
for students’ contests conducted 
under the Boffey Memorial 
Award, led by Dr. F. W. Russe, 
Chairman of the Committee on 
Award; Secretary, Mallinckrodt 
Chemical Works, St. Louis. 


2:15 Fuel Forum. 


(a) Coal. Presiding ID. H 
Chomas, Regional Chairman, Na 
tional Committee on Coal; Pur 
chasing Agent, The Utah-Idaly 
Sugar Co., Salt Lake City. 

(b) Fuel Oil. Presiding: Harry 
lr. Kiester, Regional Chairman, 
National Committee on Fuel Oil 
Purchasing Agent, Southwestern 
Portland Cement Co., Los An 


geles. 


2:15 Governmental Purchasers 


Group. 

Presiding: J. F. Mispley. 

Report: Activities of the Na 
tional Committee on Governmen 
tal Purchasing, prepared by Wal 
ter N. Kirkman, Chairman of the 
Committee; Maryland State Ds 
partment of Health, Baltimore 

Discussion: Co-ordinated Buy 
ing of Governmental Agencies 
Annual Reports; led by Wayne R 
Allen, Purchasing Agent, County 
of Los Angeles, Los Angeles 


12:15 Paper Shipping Container 


Committee. Presiding James 
M. Berry, Chairman of the Com 
mittee; Purchasing Agent, The 
Drackett Co., Cincinnati. 

Address: “Fibre Container 
Problems,’ by H. L. Wollenberg 
President, Longview Fibre Co., 
Longview, Wash. 

Discussion: New Fibre Con 
tainer Developments, led by A. V 
Pleasance, General Purchasing 
Agent, Montgomery Ward, Chi 


Cago. 
Banquet Session 


00 Annual Banquet. 

Presiding: J. W. Nicholson. 

Invocation: Bishop Edward L 
Parsons, Episcopal Church, San 
Francisco. 

Toastmaster: W.C. Hubner 

Presentation of the J. Shipman 
Gold Medal, by Donald G. Clark 

Address, ““Behind the European 
Scene,” by Dr. Rufus B. Vi 
KleinSmid, President, Universit 
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at Chattanooga ‘en | 


rehouses 


and Detroit, Michigan. 
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APEX 
POWER 
Bits 


for 

Phillips Recessed Head 
and 

Slotted Head Screws 


Made of special shock-resisting steel, 
heat-treated to give the maximum in 
hardness, toughness and wear re- 
sistance. 


Available also are special tempered 
Bits for self-tapping and case-hardened 
screws. 


Power Bits for Phillips or Slotted 
Head screws—all types, all sizes, to 
fit all makes of electric, air and spiral 
drivers. 


HAND DRIVERS 


for Phillips Screws only: General 
Purpose type for ordinary usage— 
Super type for case-hardened and 
self-tapping screws. 


Immediate Delivery 


Immediate shipment is made on 
receipt of order for standard Bits and 


Hand Drivers. 
Reconditioning Service 


Apex-Phillips Bits, when returned to 
us, can be reconditioned time after 
time at a substantial saving. 


FREE! 





Send for this catalog! 


The 
APEX MACHINE 
& TOOL COMPANY 


Dayton, Ohio 
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of Southern California, Los An 


geles. 
Thursday, May 25 
General Convention Session 
A.M. 


9:30 Harold M. Cos 


grove, Executive Secretary, Pur 


Presiding: 


chasing Agents Association of 
Tulsa. 
Address: ‘Developing Pur 


Meet New 
Buying Problems,’’ by Donald G 
Clark, Purchases, 
Gulf Oil Corp., Pittsburgh 
Discussion, led by Sam B. Gil 


a) ihe 
chasing Policies to 


Director of 


lette, Oregon State Board of Con 
trol, Salem, Oregon. 

“Research in Our 
Job,” by Edward I 
Gushée, Vice President, The D« 
troit Edison Co., Detroit 


d lddress Ps 
Daily 





John , 


Discussion, led by 
Sanger, Vice President in Charge 
of Purchases, United States Gy; 


sum Co., Chicago. 
Address: 
chasing Department Personne 
by Stuart F. Heinritz, Edit 
PURCHASING, New York. 


“Educating Pur 


Discussion, led by Joseph M 
Sitler, Assistant Purchasing 
Agent, Standard Oil Co. of New 
Jersey, New York. 

Address: ‘From One P. A 
Another—Up - to - the - Minut 
Governmental Affecting 


by ( a ree 


Actions 
Purchasing Agents,”’ 
A. Renard, Executive Secretary 
freasurer, N.A.P.A., New Yorl 

Discussion, led by Thomas I) 
Jolly, Director of Purchases and 
Chief Engineer, Aluminum Co. otf 
America, Pittsburgh. 


Adjournment. 


EKntertainment Program 


Sunday, May 21 
P. M. 


G7 id Northern 


Association will be 


Members of the 
California 
hosts at a reception to the dele 
their 
Palace Hotel. 
:00 Immediately 


gates and guests, at the 
Refreshments. 


following the 


reception, the gathering will ad 
journ to the Palm Court, Palace 
Hotel for the Early Birds Dinner, 
followed by dancing. Informal 


Monday, May 22 
P.M. 
9:00 Ferry Frolic on San Francisco 
Bay. An 
around San 


extensive boat ride 


Francisco Bay, in 
cluding trips to both the new 
bridges and Treasure Island, site 
of the Golden Gate International 
Exposition. Dancing and re 
freshments on board 


Tuesday, May 23 


Golf 
Claremont 
Golf and Country Club, in the 
Bay. After the 


Noon. Annual N.A.P.A 


Tournament, at the 


East matches, 


special busses will take the golfers 
to Treasure Island to join thi 


other members. 


Gate 
Char 
tered busses will convey the dele 


Golden 


International Exposition. 


00 Trip to the 


gates across the new San Fran 
cisco-Oakland Bridge to Treasurt 
Island. Elephant trains will then 
The re 


afternoon and 


be used for sight-seeing. 
mainder of the 
evening will be free for all to 
enjoy various features of the Ex 
position as they may  desirt 
Each member will receive a ticket 
to the “Cavalcade of the Golden 
West,” after 


noon or evening performance 


good for either 


Wednesday, May 24 


. M. 


2:00 Forty-nine mile scenic driv 


about the City of San Francisco, 
visiting Fisherman’s Wharf, the 
Presidio, Golden Gate Park, the 
Cliff 
other points of interest. 


House, Twin Peaks, and 
00 Annual Banquet. 
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To the man who 


has yet to buy his first 
SCREW 


PHILLIPS 





= 


IF you were the type of man who loves to 
putter around a home work shop, you 
would have been enthusiastic long ago 
about the Phillips Recessed Head Screw. 

It really takes all the work out of 
screw-driving. The screw clings to the 
driver ... you can start it with one hand, 
even without a pilot hole . . . it goes in 
straight ... the driver can’t slip out and 
gouge whatever you’re fastening. . . and 
it turns as easy as a faucet. 

Now suppose you take the time a man 
Saves putting up a shelf in the pantry and 
multiply that by the number of screw- 
driving operations you have around your 
plant. When you realize that manufac- 
turers in all branches of industry have 
cut assembly costs an aver- 
age of 50°% just by tit 


> MACHINE SCREWS 


SHEET METAL 
SCREWS 


» WOOD SCREWS 
+ STOVE BOLTS 


4 


rs rt 4 | L L | P 5 RECESSED 


— 


Other Domestic and Foreign Patent 


CORBIN SCREW CORP. 
New Britain, Conn. 

THE LAMSON & SESSIONS CO. 
Cleveland, Ohio 
NATIONAL SCREW & MFG. CO. 
Cleveland, Ohio 
PARKER-KALON CORP. 
New York, New York 


U.S. Patents on Product and Methods No 


AMERICAN SCREW CO., Licensor 
Providence, R. I. 


CHANDLER PRODUCTS CO. 
Euclid, Ohio 


CONTINENTAL SCREW CO, 
New Bedford, Mass. 





to Phillips Screws... you’ll get an idea of 
what to expect in your own plant. 

Add the stronger assemblies you get 

. the freedom from burrs and split 
heads... the improved appearance—and 
you've got something that you really 
ought to look into. There’s money for 
you in that Phillips recess! 

So here’s what we suggest you do. 
Write today to one of the Phillips Screw 
manufacturers listed below . . . get all the 
facts or, better still, send atrial order... 
try driving them into a piece of wood—or 
watch one of your men use them on sheet 
metal or metal assemblies. We’ll bet that 
when you visualize the savings that could 
be effected throughout your entire plant 

. you’ll agree that it costs 
less to use Phillips Screws. 


This Booklet will help 
your plant to cut fasten- 
ing costs and improve as- 
semblies. 

Address one 

of the firms 

below for free 

copy. 


~ SCREWS 


2,084,078; 2,024,07 79: 2 090,338. 


Anwar una endber. 
PHEOLL MFG. CO. 
Chicago, Illinois 


RUSSELL, BURDSALL & WARD 
BOLT & NUT CO. 
Port Chester, N. Y. 
SCOVILL MFG. CO. 
Waterbury, Conn. 


iT COSTS LESS TO USE PHILLIPS SCREWS 
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and see those pencils that 
are 8 times stronger than the 
average person needs. 














The Oldest Pencil Factory in America 


Convention Committees 


Credentials 

E. R. Miles, State of Utah, Salt 
Lake City, Utah. (Chairman. ) 

Mel C. Barker, Featherstone’s, Inc., 
Los Angeles, Calif. 

E. E. Brainard, Monsanto Chemical 
Company, Everett, Mass. 

Fred S. Gram, City of Minneapolis, 
Minneapolis, Minn. 

A. C. Kay, Firestone Tire & Rubber 
Co. of Canada, Ltd., Hamilton, 
Canada. 

R. J. Preis, Whitney National Bank, 
New Orleans, La. 

William McK. Reis, The R. K. Le 
Blond Machine Tool Co., Cin 
cinnati, Ohio. 


Resolutions 
C. A. Kelly, The Nevada-Cali 
fornia Electric Corporation, 


Riverside, Calif. (Chairman.) 

E. B. Barteau, White Pass & Yukon 
Route, Vancouver, B. C., Canada. 

William C. Brooks, Standard Oil 
Company of California, Los An 
geles, Calif. 

Harry Eckstein, Famous Barr Com 
pany, St. Louis, Mo. 

Larry V. Guild, Union Pacific R.R. 
Company, Salt Lake City, Utah. 

Warren W. Irwin, Strong Memorial 
Hospital, Rochester, N. Y. 
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Let’s go over to Booth 180 ——— 





<> : 
EBERHARD FABER 





- —~ 
You must mean the Mongol, 


made by Eberhard Faber. 


they saved us plenty. 


Or. 











Mongol No. 482 Pencils 
and Mongol Colored Pencils 
are GUARANTEED NOT 
TO BREAK IN NORMAL 
USE. 








Multnomah 
; etiienes ‘Ores 
John A. Weigand, 


, New Orleans, 


A. “ac & Sons, 


’ Advisory Committee 


Manufacturing 


Heimann-Co., 


Boffey Memorial . 
» Mallinckrodt Chemical 


’. Aljian, California and Hawai 
ian Sugar Refining Corp., 
San Francisco, Calif 
, Texas Gulf Sulphur 


» Oilgear Com 


R. J. Mauer, Detroit Lubricat: 
Company, Detroit, Mich. 

Leonard Tolson, The MacLean Pub 
lishing Co., Ltd., Toronto, Can 
ada. 

H. N. Williams, The Scott & Fetzer 
Co., Cleveland, Ohio. 

James M. Alexander, Cavalier Cor 
poration, Chattanooga, Tenn. 

ER. €. Carrick, R. D. Wood Com 
pany, Philadelphia, Pa. 

C. 1. Bearse, Builders Iron Foundry, 
Providence, R. I. 

S. F. Heinritz, PURCHASING, 
New York, N. Y. 


Purchasing Publications Award 


F. H. Missig, Aluminum Company 
of America, Detroit, Mich 
(Chairman. ) 

H. T. Coates, Dairymen’s League 
Co-operative Association, Inc., 
New York, N. Y. 

R. L. Roeder, Perfex Corporation, 
Milwaukee, Wis. 


J. Shipman Gold Medal Award 


Donald G. Clark, Gulf Oil Corpora 
tion, Pittsburgh, Pa. (Chairmai 
George W. Aljian, California and 
Hawaiian Sugar Refining Corpo 

ration, San Francisco, Calif. 
Edward T. Gusheé, Detroit Edison 
Company, Detroit, Mich. 
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Plant Visits 


Plant visits, an important feature 
N.A.P.A. 
have been arranged to include a 


of every convention, 
widely diversified group of indus- 
tries. Delegates will be welcomed 
at 


California & Hawaiian Sugar Re- 
Corp., Ltd., Crockett. 

W. P. Fuller & Company, paint 
manufacturing, So. San Francisco. 

Moore Dry Dock Company, ship- 
building, Oakland. 

Owens-Illinois Pacific Coast Com- 
pany, Oakland. 

The Paraffine Companies, Inc., 
Emeryville. 

Standard Oil Company of California, 
Richmond. 

Tidewater Associated Oil Company, 
Avon. 

Armour & Company, packers, So. 
San Francisco. 

Atlas Imperial Diesel Engine Com- 
pany, Oakland. 

Bethlehem Steel Company, So. San 
Francisco. 

Chevrolet-Oakland Division of Gen- 
eral Motors, Oakland. 

Columbia Steel Company, Pitts- 
burgh. 

Durkee Famous Foods, Berkeley. 

E. H. Edwards Company, So. San 
Francisco. 

Fibreboard Products, Inc., Pitts- 
burgh. 

Friden Calculating Machine Com- 
pany, Oakland. 

Western 
Company, Pittsburgh. 

Hazel-Atlas Glass Company, Oak- 
land. 

Marchant Calculating 
Company, Oakland. 
Merco-Nordstrom Valve Company, 

Oakland. 
Oliver United Filters, Inc., Oakland. 
Pioneer Rubber Mills, Pittsburgh. 
Rheem Manufacturing Company, 
metal containers, Richmond. 
Standard Brands of California, yeast 
manufacturing, Oakland. 
Shell Oil Company, Martinez. 
Tea Garden Products Company, 


Great Electro-Chemical 


Machine 


San Francisco. 


Tubbs Cordage Company, San 
francisco. 
Union Oil Company of California, 


\von. 
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are nice, but... 













































A gratifying letter. Trouble is, it shows what Frasse Service 
has done for someone else, rather than what it can do for you. 

We'd like to demonstrate the efficiency of Frasse Service to 
your satisfaction. 

May we have the opportunity on your next order for me- 
chanical steels? 







Frasse Mechanical Steels Include: Cold Finished Bars 
Drill Rod « SAE Alloy Steels « Stainless Steels « Seamless and 
Welded Tubing + C. R. Strip and Sheets « Tool Steels « Music Wire 


Cte. AFRASSE and GC. ne. 


FOUNDED 1816 
GRAND ST. AT SIXTH AVE. NEW YORK CITY 
STOCKS AT NEW YORK ¢ PHILADELPHIA ¢ BUFFALO «© JERSEY CITY 
SALES OFFICES * HARTFORD + BALTIMORE * ROCHESTER © SYRACUSE ¢ JAMESTOWN 
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I SAYS TO the boss, as casually as 
I could manage, ‘“‘Here it is 
May, and the Purchasing Agents 
are holding their annual convention 
this month as usual. You most 
generally tell me to go ahead and 
take it in, and I suppose it will be 
okay for me to plan on going.”’ 

“Eh?” he says, being taken just 
a little by surprise. ‘Pretty good 
meeting as a rule, if I remember 
correctly. You always figure it’s 
worth your time?” 

“Absolutely. Business conven 
tion—timely, practical and pro 
gressive. It's always good, and 
getting better every vear. The 
program this year is a real hum 
dinger. Didn't I put a prospectus 
on your desk the other day?” | 
knew very well that I hadn't, but 
he wouldn't know the difference. 

“Well, things haven't been ex- 
actly booming the last couple of 
months,’ he says, “but that’s just 
the reason we can’t afford to stop 
being a progressive outfit. I always 
say it’s a mistake to start retrench 
ment by passing up the worthwhile, 
forward looking programs.” 

“T know you look at things in the 
big way,’ I says. ‘‘That’s why I 
figured you wouldn't want me to 
miss this meeting.’ 

“We don't keep you very busy 
buying, these days,” he says. “I 
guess you could spare the time 
right now about as well as any time. 
Maybe we could save up a few 
requisitions and put you to work 
when you get back.” 

“Ha ha! That’s a good one, 
J. D.,” I says. “And as usual, you 
put the meat of the situation right 
in your little joke.’ I could see 
that he was mighty pleased at that, 
and had him coming my way. 

“St. Louis, isn’t it?” he ask, off 
hand. 

“No, St. Louis was last year.” 
Maybe he wouldn't force the issue. 

“Pittsburgh?” he suggests. Well 
after all, it isn’t a guessing game, 
and he has to be told some time, so 
I spring it. 


“Pittsburgh was two years ago. 
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No sir-ree! This is the year we're 
going right out to little old San 
Francisco.’ 

“San Francisco! And why should 
a gang of purchasing agents go to 
San Francisco?” 

“And why not?” I come right 
back at him. ‘“‘Seems to me that 
it's the one very logical choice 
Fine city, swell bunch of buyers, 
nice little trip with a chance to get 
acquainted, and besides it’s the 
city where this convention ts going 
to be at. Of course it takes a littl 
extra time, but as you just pointed 
out yourself, this is just the year 
when time is what I’ve got more of 
than business, and I think that for 
the company's sake I ought to take 
this opportunity.” 

Of course I had him there, and 
J. D. is really a very reasonable man 
I saw that he was cornered, but he 
had one more argument 

“It should make a very pleasant 
vacation for you this year,’ he 
suggested. But I was ready for that 
one. 

“It won't interfere, I says 
“T’ve already taken a cottage at the 
shore for the family, and I'll be 
back in time to take them up. | 
figure it will help me recover from 
the trip.” 

“All right. Go ahead and make 
your arrangements,” he says But 
be sure you have all the arrange 
ments made in your office so that we 
won't run out of carbon paper and 
stamps while you're away 

“Just leave that to me and don't 
worry,’ I says, not bothering to 
mention that I was about 30 days 
overbought anyway, and glad of the 
chance to catch up. 

Well, from that day on he took a 
greater interest in the trip than | 
did myself—laid out a list of out 
distributors from San Diego to 
Seattle, for me to drop in on as long 
as I was out there anyway, and 
find out why they weren’t sending 
in more business. Planned a little 
stopover in Denver and Salt Lake 
for me to look up a couple of ac 
counts we had lost that time I got 


California. Here I Come? 


some glue that didn’t hold and our 
hoosadingies all fell apart. And as 
for the four days in ’Frisco, he had 
me booked up more solid tha 
public golf course on Sunday morn 
ing. Finally I had to put it right 
up to him 

“Look here, J. D., after all I'm 
going to a convention, and I'd 
like to show up at a few of the 
meetings.” 

“Yes, I've been looking at the pro 
gram, he says. “That Ferry 
Frolic should be good, and _ the 
Early Birds Dinner. And they tell 
me that Sally Rand's concession is 
the high spot of the Fair, even 
Purchasing Agents’ Day.”’ 

At last we had it all settled. The 
wife was going to park the young 
sters with her sister. It would mean 
inviting the family for an extra week 
end at the shore, and my nephew is 
a holy terror, but it seemed the 
only way to get things set. | 
thought she looked sort of tired 
that evening, and I asked het 
whether she'd had a hard time mak 
ing the arrangements. 

“Oh, not at all,” she says 
“Lillian was very sweet about the 
whole thing. But I did get sort of 
fagged out doing a little purchasing 
on my own account. You know 
how fatiguing that is to a person 
[ happened to read a piece of con 
vention literature you left lying 
around, and it says I must have 
low-heeled walking shoes, a 3-piect 
tweed suit, a slip-on sweater and 
felt hat, two blouses and a straw 
hat, dressy suit shoes, a silk frock 
with long wool jacket, a lightweight 
woolen dress, a formal dinner dress 
with wrap and accessories, a street 
length dressy dress, and a fur jacket 
And believe it or not, the slip-on 
sweater was the only thing I had 
that was at all presentable, so of 
course I had a hard day in the shops 
But the things will all be here to 
morrow. I know you'll love them 
And by the way, dear, I sent your 
light-weight suit to the tailors to be 
sponged and pressed.”’ 


California, Here I Come! 
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The Underwood Master which sec- 


retaries discuss over luncheon teacups 


today has convinced the world t 


there zs something really new intype- 


writers. 


For Underwood's advanced en- 


gineering has given it the speed th 


makes the day's work fly . . . the uni- 
formity of type impression that lends 
beauty to the typewritten page... 
the ease of operation that makes typ- 


ing fingers grateful. 
Why not telephone fora free tri 


Typewriter Division 
UNDERWOOD ELLIOTT FISH 
COMPANY @ Typewriters... Accounting Mach 
.. Adding Machines . .Carbon Paper .. Ribbons 


other Supplies @ One Park Avenue, New York, 


Sales and Service Everywhere 
Underwood Elliott Fisher 
Speeds the World’s Business 


Copyright 1939, Underwood Elliott Fisher Compar 
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WEW YORK WORLD'S FAIR 
BUSINESS SYSTEMS BUILDING 


Underwood Sundstrand Adding- 
Figuring Machine. Only10 numeral 
keys for greater accuracy and speed 
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y MASTER TYPEWRITER 









The new Underwood Master Typewriter, with the new streamlined Sealed Action Frame, Champion Keyboard and DualT 


Tuning... two distinct touch adjustment features instead of one. Typists have voted the Underwood “‘first’’ for ease 


Underwood Typemaster Portabl 
versal Model. There is an Und 


Portable for every purse and purt 
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.. Ww parts pnocessimg 


e@ Gold in parts processing? Certainly, there’s 
gold to be found—more than you might imagine 
—right in your fabricating equipment, furnaces, 
carburizing boxes and quenching tanks. It’s 
gold in the form of reduced costs, fewer rejec- 
tions, faster production, improved quality and 
increased profits. All you need do is find it. 


That’s where the Union Drawn Field Metallur- 
gist comes into the picture. It’s his job to help 
you find the gold—just as he has helped count- 

























less other manufacturers of steel parts to find it. 


He’s an expert steel metallurgist—also a prac- 
tical man with broad experience. He has acquired 
an intimate knowledge of steels and their intri- 
cacies. He knows just what is needed in steel 
to provide the results you desire. He is fully 
acquainted with the changes in hardness, tough- 
ness, ductility and strength that result from vari- 
ations in temperature, in duration of heating, 
in quenching media. 


He will enter your plant as a prospector—seek- 
ing hidden gold. He will work with your men, 
studying your needs, the steels you are using 
and your manufacturing practice. From this 
cooperative effort may come a change in steel 
analysis, fabrication methods or heat treating 
processes—or even a slight change in part 
design that will cut your costs or increase 
production efficiency. 


Welcome him when he visits your plant—because 
he comes with but one purpose in mind—to help 
you find gold in parts processing. He’s ready to 
work with you, your metallurgists and engin- 
eers—at any time. Union Drawn Steel Division 
of Republic Steel Corporation, Massillon, Ohio. 


BESSEMER STEELS 
Freecut (S.A.E.1112) «> Supercut (S.A.E. X-1112) 


OPEN HEARTH AND ELECTRIC FURNACE STEELS 
All Carbon and Alloy Analyses 
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‘For the last time—will you or won't you 


give me an order?” 
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Be Sure to Stop at This Booth at the 
N.A.P. A. Convention in San Francisco 


Since the first Informashow Lunkenheimer 
has been a consistent exhibitor. This year at 


San Francisco, we again welcome you to our 
exhibit in booth Nos. 138-139. 


Typical designs of a wide variety of valves in 
bronze, iron and steel; boiler mountings and 
lubricating devices will be on display. 


Lunkenheimer representatives will be happy 
to greet you at Booth Nos. 138-139. 


ESTABLISHED 1862 
REPRESENTATIVES IN ATTENDANCE THE Co. 
Harry A. Burdorf, General Sales Manager = LUNKENHEIMER = 
James B. Castle, Pacific Coast Manager commento Sa 


» ¢ S ; isco 
Robert R. I orw ard, San Francis« ier aay aah 
Raymond J. Wren, Los Angeles BOSTON PHILADELPHIA 





Russell F. Miller, Portland EXPORT DEPT. 318-322 HUDSON ST. NEW YORK 


BOILER 
MOUNTINGS 
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LUBRICATING 
DEVICES 














USED FOR 
THOUSANDs OF 
FABRICATED PARTS 





Tell us your FABRICATING PROB- 
LEMS. We will gladly send samples 
and suggestions without obligation. 
We do not fabricate above parts our- 
selves. 


ROUND, SQUARE or HEXAGON 
rods available in all sizes from '/\. 
to 3'/. inches. 


UNIFORM TEMPER assures smooth 
grain and finish which greatly pro- 
longs die and tool life. 


FREE-CUTTING BRISTOL ROD in- 
creases production .... edges and 
faces are held sharp and true.... 
finished product is clean and bright. 


SPECIAL BRISTOL ROD is made for 
full knurling, free turning and 
swaging, also for welding, repairing 
and forging. 


THE 


BRISTOL BRASS CORP. 


BRISTOL, CONN. 


Brass and Copper Alloys 
SHEET - ROD - WIRE 
Established 1850 








PERSONALITIES 
in the NEWS 


THoMAS D. Jory, Director of 
Purchases and Chief Engineer for 
the Aluminum Company of Amer 
ica, Pittsburgh, addressed the Yale 
Metallurgical Society at New Haven 
Conn., April 19th, on the topic, 
“Aluminum.” 


GEORGE C. ANDERSON has been 
appointed to the newly created 
position of City Purchasing Agent 
at Spartanburg, S.C. Mr. Ander 
son formerly served as inspector for 
the health department. 

FRANK M. Roos, Purchasing 
Agent for the Consolidated Car 
Heating Co., Albany, N. Y., has 
been elected secretary of that com 
pany. Mr. Roos has been with the 
company 29 years, coming into the 
organization as a stenographer in 
1910. 

ROBERT L. GrRuBE, Purchasing 
Agent of the Stephens-Adamson 
Mfg., Co., and president of the 
Los Angeles Association, addressed 
a recent meeting of the Twenty 
Thirty Club of Pasadena, on “Busi 
ness Begins With Buying.’ 


JOHN Barr, Purchasing Agent of 
the Ingersoll-Rand Company, ad 
dressed a regional conference of the 
eastern chapters of the National 
Industrial Advertisers’ Association 
at Newark, N. J., March 15th, 
being one of several speakers con 
tributing to an appraisal of the 
industrial advertising manager’s 
work from the viewpoint of other 
key executives in a typical organiza 
tion. 


W. W. MAcMILLEN, 
Purchasing Agent of the National 
Malleable & Steel Castings Co., 
Cleveland, addressed the Shenango 
Valley Junior Chamber of Com 
merce at its Charter Presentation 
Dinner at Sharon, Penna., April 


21st. 


General 


Capt. C. J. Hay, who served as a 
governmental purchasing agent dur 
ing the World War, addressed a 
district meeting of the American 
Legion at Millbrae, California, last 
month, deploring the inadequacy of 
reserve supplies for wartime emer 


gency. 


E. O. BREWER has been appointed 
purchasing agent in charge of the 
newly established purchasing office 
of the Union Pacific Railroad at 
Kansas City, Mo. He has been 
with the railroad since 1925, and 
for the past several years has been 
serving in the purchasing office at 
the Omaha headquarters. Gus 
Wickstrom, chief clerk at Omaha 
since 1930, has been named assistant 
general purchasing agent at Omaha, 
and C. E. GALBRAITH, local buyer, 
has been named office manager of 
the purchasing department 

EDWARD J. ENGEL, who started 
as a stenographer in the purchasing 
department of the Atchison, Topeka 
& Santa Fe Railroad in 1899, has 
been appointed president of that 
company. He has been a_ vice 


president since 1918. 


ROBERT M. SEDGEWICK, Pur 
Agent of the Standard 
Chemical Co., Ltd., Toronto, and a 
National 


Association of Purchasing Agents, 


chasing 
past president of the 


has been named vice president of 
that company. 


RUSSELL A. 
erly purchasing agent of the Detroit 
Brass & Malleable Works, has been 
appointed district representative for 


BLANCHARD, form 


Extruded Metals, Inc. 


JosePH W. NICHOLSON, City Pur 
chasing Agent at Milwaukee, and 
President of the National Associa 
tion of Purchasing Agents, addressed 
the graduate students of Marquett 
University, School of Commerce 
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at the Milwaukee City Club, April 
26th, on practical problems in 
municipal purchasing. 


CHARLES E. BRINER, Purchasing 
Agent of the McKay Co., Pitts- 
burgh, has been transferred to the 
York, Penna., offices of the com- 
pany, where purchasing activities 
are now to be centered. 


GRANT M. Hupson_ has_ been 
appointed Director of Purchases for 
the State of Michigan, supervising 
all state purchases with the excep- 
tion of those for the Liquor Com- 
mission, and subject only to the 
approval of the purchasing com- 
mittee of the State Administrative 
Board. 


J. W. KInvDe__, Purchasing Agent 
of the new DuPont Nylon plant, 
was one of several leading business 
executives addressing a joint meet- 
ing of the Chambers of Commerce 
of Wilmington and Seaford, Dela- 
ware, last month, stressing the 
interdependence of the state’s estab- 
lished metropolis and the new indus- 
trial center, where the new S-million 
dollar plant of the Nylon Division 
is to be located. 


A. S. BROWER, Purchasing Agent 
of Duke University, and formerly 
Director of the North Carolina 
State Division of Purchase and Con- 
tract, has been reappointed as a 
member of the State Advisory 
Budget Commission. 


M. J. FoLtey has been appointed 
purchasing agent and business man- 
ager for the Memorial Hospital, 
Casper, Wyoming. 


Obituary 


CLIFFORD S. AYERS, 49, formerly 
assistant purchasing agent for the 
Radio Corp. of America, Camden, 
N. J., and more recently associated 
with the sales division of the 
Edgecomb Steel Corp., Newark, died 
of pneumonia at the New York Hos- 
pital, March 29th. 
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Horace C. MARBLE, 50, Presi- 
dent and Purchasing Agent of the 
Densol Paint Co., and an active 
member of the Cleveland Associa- 
tion, died April 2nd. 


EDWARD W. Barr, 56, Purchasing 
Agent for the Canadian Niagara 
Power Co., Niagara Falls, Ont., 
died at his home, April 2nd, after a 
long illness. He had been on leave 
of absence for two years because of 


ill health. 


FRANK M. WUEGER, S8R., 90, 
Chief Clerk in the purchasing de- 
partment of the Cotton Belt Rail- 
way, died of a heart attack while 
driving his car in St. Louis, April 
l4th. 


ALBERT H. ELFNER, 62, Purchas- 
ing Agent and executive supervisor 
of the credit and traffic departments 
of the International Printing Ink 
Division, Interchemical Co., New 
York, died at his home in that city, 
April 19th. 


FRANK D. REED, 71, Vice Presi- 
dent and Purchasing Agent of the 
Chicago, Rock Island & Pacific 
Railway Co., died April 23rd at his 
home in Chicago, after an illness of 
several months. Mr. Reed entered 
railroad work in 1SS4 and had been 
with the Rock Island Lines since 
1904. He became purchasing agent 
in 1915, and five years later was 
appointed vice president, in charge 
of all purchases for the entire sys- 
tem. 


FRANK B. FRaAntTz, 54, Chief 
Purchasing Clerk at the U. S. Naval 
Academy, died at his home in An- 
napolis on April 27th. Mr. Frantz 
was associated with the purchasing 
department for 30 years. 


Rubber Supply 


Officials of the DuPont Company 
state that synthetic rubber, chemi- 
cally made, could replace natural 
rubber in the event that Far Eastern 
supplies were cut off in an emer- 
gency. Technical changes are not 
insurmountable, though costs would 
be somewhat higher. 








































































Onion Skin Paper 
For 


Thin Letterheads 
. Records 
Forms 
Copies 
It will reduce 
IEE bate, 
Typing 
Filing 
expense. 
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Ideal for Air Mail, Branch 
Office and Foreign 


correspondence. 


ESLEECK 


Manufacturing Company 
Turners Falls, Mass. 
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IT TAKES| MORE THAN A BOW 
/ AND ARROW TO MAKE AN 
ARCHER... 
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and it takes more than Raw Material: 


to put QUALITY into Wire 








N every walk of life it is true that lar use has its own specif : 
ability and experience produce skill. ments. We have been in th , 
ee a. wee ‘oe Gah And these factors are certainly impor- making wire for over 100 
a bar Bee tant in the making of wire. time most of the problem: 
Spring Wire. Plano Wire a oak eis There are more than 160,000 re- ing have come to our atte! 
ee ee eas Caen corded uses for wire and each particu- have been successful 


If you have a_ probl 
wire we will be glad to hi 


1 


it out. You will find tha 





Quality Wire is a product t] 
produced with the greate: 
care. 

Our plants are locate 
liveries can be made to m¢ 
duction schedule. It will 
rely upon our product 


when you are placing o1 





AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 





Columbia Steel Company, San Francisco, Pacific Coast Distributors + United States Steel Products Company, New York, Export D 
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AKE hack saw blades, for instance. Poor blades 
mean more replacements, lost time, inferior re- 


4 


sults. Good blades are much cheaper in the long 
run. Why not figure on the performance and uni- 
formity of LENOX— ‘‘The Blades in the Plaid Box’’? 
Test them any way you wish 





in comparison with 

others at any price! Cut for cut, blade for blade, 
dollar for dollar, you'll find LENOX blades cheapest 

in the end. You'll reorder again and again because 
they certainly will cut costs. 


Tear out this advertisement as a memo to order 


a box from your dealer now. 
X s 


55556 it 
steteht E22 


i 


LEN 


HACK SAWS 
BAND SAWS 
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AMERICAN SAV 
& MFG.CO. 


$4 SPRINGFIELD, MASS., U.S.A 
a . ° uM 
3. Buy the Blade in the Plaid Box 
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More Payload—Less 


Weight 


“On land and air the transporta 
tion industry is doing a big job thes¢ 
days in eliminating useless dead 
weight while at the same time 
creasing payloads,” says Charles 13 
Bohn, President of The Aluminum 
Association. “‘A modern transport 
plane, such as the 21-passenger Club 
Flagship in use on a prominent air 
line, weighs only 8 pounds for ever) 
pound of passenger or freight ca 
ried. Not long ago airplanes weighed 
20 pounds for each pound of pay 
load. The 24,000 pound Flagship 
can transport a 3000 pound pay 
load. 

“On the highway as much as 
three-quarters of a ton has been 
taken out of a commercial vehicle by 
simply switching to aluminum al 
loys and using modern methods of 
design. In another instance, a bus 
manufacturer was able to save the 
weight of 40 passengers and their 
baggage through the use of light 
alloys. 

“This move toward light weight 
is developing so rapidly in the trans 
portation industry that it is perhaps 
the most swiftly moving engineering 
trend that we have today. This is 
particularly appreciated by men in 
the haulage business who not only 
vastly increase their earnings as a 
result of a greater ratio of payload 
to vehicle weight but also enjoy re 
duced expenses because the lighter 
vehicles are easier on tires, fuel, oil, 
engines, mechanism and_= running 


gear. 











Treasurer Service lransportation Golf 
MartTIN H. Gerry, III C. W. WHITNEY HOBART W. MEars J. E. MILLER 
Stanford University Purchasing Agents’ Assn. of Matson Navigation Company The Sherwin-Williams Co 


Northern California 
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INCREASE 


Gaylor “geared to your needs” shipping boxes 
increase sales and lower operating costs 


New sources of profit are being uncovered for a long and 
growing list of manufacturers through Gaylord “geared 
to your needs” containers .. . corrugated or solid fibre 
containers especially designed to mesh with each particular 
phase of your individual operating and selling methods. 

For some, this means a new idea in container design 
which simplifies packing. . . reduces 
shipping losses... builds goodwill. 
For others, it means a technical job... 


the creation of stronger materials or 


May 1939 


special protective processes to prevent drying out or co 
ination. Orit may be a new merchandising idea which 
the container a strong link in a successful sales cam 


In these and scores of other ways, Gaylord co 


e 9 


service, “geared to your needs,” offers you a real 
tunity for increasing sales and lowering operatin 
Why not check with Gaylord now? A phone call 
places our entire staff of packaging specialists 


service. No obligation. 


GAYLORD CONTAINER CORPORATION 


General Offices: SAINT LOUIS 


There’s a Gaylord plant or sales office in your territory 
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INFORM-A-SHOW 
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ror NEW IDEAS 


Tested plans for making money . . 


. tested plans for 


saving money! That's what you'll find at the Autopoint 


exhibit at the Inform-A-Show. 


Don’t miss this im- 


portant exhibit; be sure to stop by and get the details 
of plans that are now being used by prominent firms 
from coast to coast. 


Find out how thousands of firms are saving up to 
$5000 a year and increasing their staff's efficiency by 
adopting Autopoint pencils for organization use. 

Find out, too, how over 6000 of America’s leading 
organizations are using imprinted Autopoints to build 
good will and pave the way to sales. If you're interested 
in low costs, you'll want to know about Autopoint’s 


low cost per selling impression—and so will your 
Sales Promotion Department. 


ON TO THE INFORM-A-SHOW! «++ for money-saving, sales- 


getting ideas, and for your copies of two free Autopoint book- 
lets: “Turning Lead Into Gold,” describing the experiences of 
firms who have equipped their staffs with 
Autopoints instead of wood pencils; and 
“The Human Side of Sales Strategy,” which 
contains many tested sales plans using im- 


ie aa 
= eer ica) 





| cening\™ \ 


printed Autopoint pencils. 





The # Better Pencil 
AUTOFOINT COMPANY, Dept. P-5 
1801 Foster Ave., Chicago, III. 


| Autopoint Company Dept. P<«5 
| 1801 Foster Ave., Chicago, III. 


| Without obligation to me, please s 
Lead Into Gold” and “'The Human $ 
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National Attendance 


J. F. MIspiey Refreshments 
State of California Jos. E. PRIMEAt 
Sacrament Hotel St. Francts 
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Publicity Entertainment (General 
Louts A. CoLTon H. L. WEBER 
Zellerbach Paper Con pany Fibreboard Produ {s, Tne 


Ladies” Entertainment 


A special program of entertainment and diversion has 
been arranged for the ladies at the San Francisco Conven 
tion, calculated to make their visit a pleasant and mem 
orable experience. In addition to the events on the 
general social program— the reception and Early Birds 
Dinner on Sunday, the Ferry Frolic on Tuesday even 
ing, ‘Purchasing Agents’ Day” at the Golden Gate 
Exposition, the scenic drive and the banquet, the fol 
lowing special events have been scheduled: 

\londay morning An automobile trip down the 
Peninsula on the famous Skyline Boulevard, affording 
glimpses of the Pacific, the Hetch Hetchy lakes, and 
the Stanford University Campus. Garden luncheon 
at the Allied Arts Guild, Menlo Park. Return by way 
of El Camino Real 

Tuesday noon. Luncheon and fashion show at the 
Fairmont Hotel. 

Wednesday morning. A visit to San Francisco's 
Chinatown, with Oriental guides to conduct the party 
through this most interesting and unique section of the 
city. Luncheon will be served in one of the leading 
Chinese cafes. 
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... and it won’t cost you a cent! 


Wouldn’t this mean a saving to you: 


Complete stocks of all the electrical 
products you are likely to need... 
constantly maintained for you with- 
out any cost to you? Requiring no 
investment on your part! Involving 
no worries about obsolescence, in- 
ventory losses or price changes! 


Such a stockroom exists — the Gray- 
bar warehouse in your vicinity. 


The stocks it contains have been care- 
fully built up for years to meet just 
such needs as yours. Graybar’s ac- 
tion service... including speedy 
truck delivery ... brings you the 
needed items promptly. 


By making full use of Graybar’s ser- 
vice of supply one large electrical user 
has been able to cut its own ware- 
housing cost 15%. 


OFFICES IN 83 PRINCIPAL CITIES 


May 1939 


Other savings and conveniences are 
possible. Graybar supply specialists 
... Men whose average experience is 
more than 24 years... will be glad 
to offer you the detailed facts you 
need to buy wisely and economically. 
Behind these men stands Graybar’s 
70 year reputation for satisfying its 
customers. 


When you buy from Graybar you 
get extra value for every dollar you 
spend. Why not investigate—today? 





e EXECUTIVE OFFICES, GRAYBAR BUILDING, NEW YORK, N 








A FEW KEY PRODUCTS 
available through GRA 


BOXES—ALL TYPES 


CONDUIT—HEAVYWALL 


FIBRE, ETC. 
CONDULETS 
FITTINGS—ALL TYPE 


FLEXIBLE CORDS—ALL T 


FUSES 
INSTRUMENTS 


INSULATING MATERIAL 


LAMPS AND LIGHTING 


METAL MOULDING 


MOTORS AND CONTROL 
PANELS AND CABINET 
SIGNALING EQUIPMED 


TAPE—RUBBER AND FR 


TOOLS 
TRANSFORMERS 
UNIT HEATERS 


VENTILATING EQ 


PMENT 


WIRES AND CABLES 


WIRING DEVICES 


Ss 


YOUR WAREHOUSE IS READY 


Y 





Buvyer’s Bookshelf 


MacQuown’s) DIRECTORY OF 


OPERATING COMPANIES The 


Coal 
1939 edi 
tion—sixth revision—of this comprehen 
sive directory lists every active coal mine 
in the United States, giving full details of 
equipment inside and outside the mine, 
shipping point, and the names of principal 
officers. Wherever available, production 
figures for the mine, both capacity and 
Backed by 
exhaustive records and years of specialized 


actual output, are included 


experience, the data is unusually com 
plete, accurate, and up to date, and pro 
vides a valuable guide and index to the 
entire industry The main body of the 
book, comprising 117 pages of listings, is 
arranged alphabetically by 


Pennsylvania 


states, the 


anthracite mines being 
Addi 


tional quick reference is made possible by 


segregated in a separate section 
two indexes of coal operating companies 
and coal shipping 
phabetically by 


mines, arranged al 
name and showing the 
location of each by state and county. A 
supplementary index following each state 
section 


shows the operating companies 


in that state, with location of the main 
office and name of the purchasing agent 
136 pages, 9 & 12, in substantial paper 
binding with cloth back Published by 
National Coal Publications, 210 Grant 


Street, Pittsburgh. Price, $7.50 


AN APPROACH TO A PRICE THEORY FOR 
A CHANGING Economy, by Moses Abramo 
vitz his study of price policies in 
relation to marginal costs is particularly 
timely in the light of current interest in the 
respective merits and dangers of monopo 
listic practice, the free and 


operation of the 


aggressive 
competitive business 


ystem, on the intermediate course of 


monopolistic competition.”’ On the 


assumption that conditions of cost and 
demand are essentially stable at any given 


time, it has scemed that the most reason 


able way for businessmen to act ap 


proaches the condition ol monopolistic 


competition,” when prices may be ex 


pected to be substantially those which an 
independent monopolist would set. Sen 
ible behavior would not direct policies 
of aggressive competition to extend one’s 


hare of the market for a more or less 


long time, or undercutting of prices to 
ccure a temporary advantage 


pol eS Are 


But such 


commonly encountered and 


are eminently reasonable under condi 


tions of cconomic change, when factors of 
| 


ost and demand are anything but static 


And such a state of change is in fact the 


normal condition under which business is 


conducted Especially today, when un 
employment retain our most crucial 
problem, both socially and economically, 
It is inadequate to assess the behavior of 


competitive and monopolistic markets 
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entirely, or even principally, by a criterion 
appropriate to the most efficient alloca 
tion of given resources. On this founda 
tion, the author studies the value of capital 
investments 


in inventory, processing of 


goods, and equipment, considers price 
changes and plan changes, and works out 
a standard pattern for such industrial 
investments under uncertainties and chan 
Com 


Cvck 


ging factors. In the final chapter 


petitive Prices Over a Business 


he has the opportunity of tracing the 


pattern through a normal sequence ol 
changes, supported by the actual course of 
investments and the 


such fluctuations 


in value of fixed capital. His conclusions 
are particularly pertinent to those who 
are interested in the development of the 
theory of value. 158 pages, cloth bound 
Published by the Columbia University 
Press, 2960 Broadway, New York. Price 


$2.50 


PHE New 19389 CHEMICAI 
edited by H 
tion of more than sixty expert chemists and 
fields As the 
name implies, this is no treatise or text 


FORMULARY 
Bennett, with the collabora 


technologists in varied 


but a condensed 


collection of modern 
formulae and recipes for making thousand: 
of products used in all fields of industry 
Many of thes¢ 


formulae have never be 


fore been made publi They are at 
ranged under twenty general classifica 
tions adhesives; beverages, liquor 
flavors: cosmetics and drugs: emulsion 


farm and garden specialties; food prod 


ucts; inks; leather, skins, furs; lubri 
cants, oils, fats; materials of construc 
tion; paints, varnishes, lacquer et 
paper photography plating; polishe 
and abrasives; pyrotechni rubber 
resins, plastics, waxes soap, cleanse 
textiles, fibers; miuscellaneou Suppl 
mentary information includes a_ section 
listing trade named chemicals and thet 
sources of supply, and a page of foreign 
suppliers where specialty raw material 
can be procured outside the United State 
There is also a general subject index 
giving direct reference to the various 
formulae, and a bibliography of eful 
technical books for those interested 


more intensive study of a particular field 


Chemists and other technical worket 
purchasing agents and other executive 
dealing in materials, will find the Formu 


lary a time and work saver, frequently 


eliminating tedious library research ( 
providing a direct answer to problems of 
this nature as they arise 638 1 


cloth bound with pyroxylin impré 

cover that is washable and vermin proof 
a feature of practical value for use in the 
laboratory Published by the Chemi 
Publishing Co., 148 B Lafavette Str 
New York 


Price $6.00 





How to Buy, SELL AND BuRN Ci 
Marsh, M. E., former 
chairman of the Executive Committ 
Fuels Division, A.S.M.E. A broad and 


successful experience in the design and 


by Thomas A 


operation of practically all types of fuel 
burning equipment, from central station 
installations to small domestic units, is 
the foundation for this practical handbook 
for anyone concerned with the purchase 

utilization of coal In terse, clear at 

non-technical language, the author tells 


how to select 


coals for manufacturi 


plants or commercial heating plants; how 
to cut fuel bills; how to stop smok 
how to increase efficiency; how to i 

crease steam output; how to “‘read fires 

etc., supporting his recommendations with 
examples and reasons. One section pri 
sents a complete schematic analysis of 
causes and remedies of scores of fuel 
burning difficulties, a quick reference of 
great value to service engineers on fuel 
or stokers, or as a manual for operating 
engineers. The book tsa real aid to buyers 
of coal for usage or resale, or to those 


concerned with 


utilization, service and 


combustion work. 98 pages, pocket siz¢ 
Published by Thomas A 


Marsh, 5625 Kenwood Avenue, 


paper bound 
Chicago 
Price $1.00 for single copies, SO cents pet 


copy for 25 or more 


ALtLoy Cast IRONS, a project of the 


Gray Iron Division of the American 


Foundrymen’s Association his treatise 


covers the effect of 18 different elements 


on the various properties of gray, whit 


and chilled cast irons Information is 


given on the effect of aluminum, bismuth, 


carbon, chromium, cobalt, copper, mag 


nesium, manganese, molybdenum, nickel, 


phosphorus, silicon, sodium, — sulphur, 


titanium, tungsten, vanadium and zi 


conium on such properties as_ tensile, 


transverse, shear, torsional and impact 


trengths, hardness, deflection, machin 


ibility, wear resistance, heat resistance, 


corrosion resistance, mass and _= section, 
electrical properties, 


chill, et The 


forms In 


thermal properti 
book also discusses the 
which alloying elements art 
available commercially, and general foun 
dry practice on such subjects as melting, 
molding sands, heat treatment, shake-out 
practice, cleaning and finishing, etc Of 


special interest should be the chapter 


devoted to composition, mechanical prop 
erties, uses and service data on many types 
of alloy cast irons in commercial applica 
tions. For those desiring still more com 
plete information on the subjects covered, 
a 25-page bibliography is available Phe 
back of the 


book makes the desired information easily 


l4-page cross index at the 


found. 270 pages, 6 X 9, 111 charts and 


illustrations, 73 tables; bound in semi 

Published } 
the American Foundrymen’s Association 
222 W. Adams Street, Price 


S300 


flexible imitation leather 


‘ 


Chicago 
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Each Clipper belt hook is inde- 
pendent, assuring flexibility. No 
two hook points enter the belt 
directly opposite each other, 
therefore no belt fibers are 
broken. 
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BEFORE and AFTER JOINING 
Hooks imbedded flush, full-size pin used. 





| 


“Col. Clipper, You Have 


Y Completely independent hooks. 


y They're double staggered, 
and imbedded flush. 


y | find no trace of 
carding remnants, 


or belt injury. 


Y Your LUBRIHIDE connecting pin 
assures frictionless oscillation. 


Y You have Years and Years of 
Useful Life ahead. 


My Diagnosis Shows 
that You’re the 
Perfect Belt Joint!’ 





Use Clipper Belt Lacers, Clipper Belt Hooks, and Clipper LUBRIHID 
Pins for every flat belt service. Sold by leading mill supply jobbers 
everywhere. Save MONEY with Clipper. ORDER TODAY! 


CLIPPER BELT LACER COMPANY 


Grand Rapids, Michigan, U. S. A. 
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DIAMONDS 
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LEATHER GOODS e TROPHIES 


LG 0. MAYERS C0. 


ESTABLISHED 


TURERS + DISTRIBUTORS 
945 FIFTH AVENUE, NEW YORK 
170 BROADWAY, NEW YORK 


1LSO PHILADELPHI41 + BUFFALO + ALBANY + HARTFORD 


Every diamond solitaire we 


sell is guaranteed in writing 
and is accompanied by a writ- 


ten refund agreement, 
* 


Our booklet “How to Choose 
a Diamond” will be sent on 
request. 
* 
DIAMONDS e WATCHES 
JEWELRY e SILVERWARE 
ELECTRIC APPLIANCES 


27 YEARS 














International Barter 
rQweE suByect of barter in inter- 
_ ae trade 
effected 
and compensation 


relations, tech- 
nically through clearing 
agreements, 
which has received much attention 
and public interest in past months 
because of its use to extend Ger 
many’s foreign trade, has for some 
time been a considerable factor in 
world commerce. According to 
statistics issued last month by the 
Com- 


International Chamber of 
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merce, 12°, of world trade in 
1937, measured in terms of gold, 
was conducted by this method 
The proportion is’ substantially 
higher today as such transactions 
are used to finance more than 50°; 
of Germany’s foreign trade and the 
tdea is gaining in South American 
countries which previously had made 
but limited use of the system 
Barter has been an economic 
necessity for the Balkan nations, 


making possible the exchange of 





goods between countries where the 
existence of rigid foreign exchange 
restrictions would otherwise make 
commerce impossible. 

Much 
current 


attaches to thy 
United 
States government to enter into 


interest 
proposal of the 
barter arrangements for the « 

change of our surplus supplies of 
cotton and wheat for supplies of 
tin and rubber needed in our arma 
ment program. It is proposed to 
limit the transactions to gover 
ment-owned surplus stocks which 
now hang heavy over our own pro 
ducing interests and have acted as a 
retardent to recovery as well as a 
strain upon the national fiscal pro 
gram. The materials sought would 
presumably not go into industrial 


use, and, in the case of these tw 


rigidly controlled commodities, 


would presumably be brought in 
outside the current quotas, thus 
releasing some tonnage for indus 
trial consumption and stocks, and 
relieving a supply situation that 
promises to become uncomfortably 
tight in the event of either war or 
mounting activity. 

rhe barter program has the activ: 
support and promotion of the Secre 
tary of Agriculture, who is naturall\ 
concerned over the large govern 
ment holdings of these two impor 
tant agricultural products. The 
demand for a continued govern 
mental 


underwriting of crops is 


insistent. Curtailment of produc 
tion has gone about as far as it can 
go without serious impairment of 
the country’s agriculture. Destruc 
tion of crops has become a highly 
unpopular measure. The release ot! 
such holdings is opposed by private 
industry and growers, and liquida 
tion has been successful only in 
isolated instances and after heavy 
carrying charges have been incurred 

Meanwhile the Secretary of State, 
who has the responsibility of out 
foreign relationships, is consistently 
attacking the barter principle as an 
unwise 


unsound and procedure, 


and through his own Department 
and the Department of Commerce 
is promoting the reciprocal trade 
treaties program as a more normal, 
effective and profitable means to 
ward building international trade. 
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Patent 
Agreements 


“Commercial transactions do not 
bother the experienced business 
man,’ said H. A. Toulmin, Jr., 
patent attorney of Dayton, Ohio, 
il a recent interview. ‘But con- 
ditions surrounding patents are dif 
ferent. The patent law is a separate 
branch with a separate set of law- 
yers, sometimes special courts—and 
by all means, a separate group of 
problems. 

‘When a business man sells com- 
modities and takes the buyer's note, 
for value received, the transaction 
is wholly legal. In some states, 
however, if he takes that same note 
in payment for a patent, he not 
only cannot collect the note but, if 
he discounts it at the bank, he 
stands an excellent chance of going 
to jail. In these states ‘given for a 
Patent Right’ must appear on the 
face of the note. If it does not—-one 
state provides a fine of S500 and a 
jail sentence of forty days. 

“No amount of foresight could 
have warned the business man of so 
dismaying a fact. It simply is one 
of many such facts that must be 
known. Previous business and gen 
eral legal experience don’t help at 
all. 

“Let's take another angle of the 
patent law. This could happen to 
anyone. It actually did happen in 
this case. 

“A manufacturer decided to con 
tract for a patent from an inventor. 
He received the assignment and 
immediately put it in his safety de 
posit box. On the face of the assign- 
ment it said the inventor had sold 
to the manufacturer the entire 
right, title and interest of the patent. 

“Not so long after this the inven- 
tor, being hard pressed for funds, 
sold the same patent over again to 
another manufacturer. This manu 
facturer looked up the official rec- 
ords—found no note of any previous 
transfer—paid his money —received 
the assignment. Then he did what 
the first buyer had failed to do 
recorded the transfer. 

“When the first buyer learned 
what had happened he naturally 
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x W miracle: 


only half the advantage o1 


It's the new. enclosed Edi- 
phone for your desk. A beauty to new time-saver. Memos. not 
look at! Compact as a box of — dates. instructions. ideas a1 
candy! This complete Ediphone — corded as you think of th 
takes up less desk space than a Details disappear like magi 
sheet of regular 8'2"x 11" busi- 
ness paper. Think of that! It's 


another achievement of the 


Your mind is left free and 
clear for the real business pro! 
lems. Try one on your des! 

a day or two. 
For all data. phone the | 


“house of miracles’ — the 


Thomas A. Edison Laboratories. 
And it’s a cinch phone (you 
or write Dept 
Thomas A. | 
Inc.. W. Oran 
In Canada. Th 
A. Edison of Car 
Ltd.. 610 Bay S 
Toronto. 


to use—easy as the 
telephone. Youll 
get out letters in 
20% to 50° ° less 


time. But that’s 





Completely enclosed . . . handsome dust proof 


Ediphone 
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Its new “metal saw” teeth 
make an easier cutting file. 
Chips roll off in coils. Cuts 


more metal with eachstroke. 






Increases production. 


SOLD BY SELECTED 
SUPPLY DEALERS 
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tried to have the second sale a 


nulled. But the law said: ‘Sorry 
you did not record the assignme: 
within three months according to 
the law. This makes the seco1 
buyer innocent because the gover 
ment records could not inform hit 
of the previous assignment. Th 
means, under the law, he is the rea 
owner of the patent.’ 

“Usually the successful executivs 
is an enthusiast. Here is my ad 
vice put aside enthusiasm whe 
dealing with patents. Approach the 
situation coldly and calmly. It will 
save excessive lawyer fees. 

‘Here are a few rules that will 
help every business man materially 


in dealing with patents 


l Exercise vigilance You 
cannot have too much detailed infor 
mation concerning patents 

2) Make sure the patent classi 
fication is defined in detail. It 
might affect another class of inven 
tion, thus become an infringement 

with an unexpected legal entangle 
ment cost of thousands of dollars 

3 Include provisions in your 
patent purchase arrangement that 
will permit cancellation his is 
your protection against later inven 
tions which might render obsolet« 
your present patent purchase 
} To protect against infringe 
ments and musunderstanding, be 
sure the patent contract specifies 
who is to prosecute such patent 
right trespassers— who is to pay the 
lawsuits—who 1s to bring them 
who is to share in the recoveries 
rs) Make sure the patent put 


chased ts not an infringement 


‘These few simple rules, closely 
observed, might be the means of 
saving business men thousands of 


dollars in the future. 


Public Works Program 

An all-time record peak of SO! 
million dollars in public works con 
struction was reached during the 
first quarter of 1939. The P. W. A 
program accounted for nearly 40% 
of the outlay, with loans and grants 
totaling 114 million dollars during 
the period, which were matched by 
140 million dollars appropriated by 
cities and local governments. Pri 
vate contract awards in the same 
period were 209 million dollars, 


down 27% from 1938. 
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No Waste! 


No Surplus! With 
H &D Shipping Boxes 


Take a tip from the Package 
Engineer. You can save time 
and money by modernizing 
your shipping boxes. Case 
histories in H & D files reveal 
the importance of weight re- 
duction in shipping box con- 
struction. One shipping box 
after another has come to the 
Packaging Laboratory for 
analysis and re-design, and 
has been made over into a 

SEND FOR FREE BOOK lighter, yet stronger, package. 


You'll get plenty of ideas In this thought, there is a 


from “Package Engineering.” suggestion for you. 
Describes notable successes 


& See ; >. Y/ 
in the field of packaging. dim = Hinde & sig Paper Co. 
a eS a 3923 Decatur St., Sandusky, O. 

Factories in Principal Cities 


HINDE 2 DAU == 
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THE PURCHASE OF POWER 


PURCHASE OF . electrical 


7 
power for industrial consump- 


tion is a scientific combination of 
art, engineering, and business sense. 
The popular conception of the abil- 
ity to purchase electrical power is 
that it is in a direct ratio with 
That 
statement is true only to the extent 
that in many 


financial purchasing power. 


instances the rate 
decreases as the consumption in- 
creases. 

Although rates are fixed, there is 
a great deal more involved than 
calling the utility company to hook- 
in, seeing that unnecessary lights are 
turned off, and paying your bills 
in time to garner the discount. All 
electric contracts embody minor and 
major contractual clauses that can 
turn a penalty into a saving. 

There are a number of power rates 
now in use stressing the importance 
of taking advantage of every clause 
in the rate schedule. The alert 
purchasing agent will receive a great 
deal more for his dollar by analyz- 
ing his rate setup. 

The majority of rate schedules 
provide for a ‘‘demand” charge, 
which is also known as a capacity or 
This 


intended to 


service charge. charge is 


primarily cover the 
fixed costs of the utility company. 
The amount of the demand is based 
on the monthly “peak load.’ In 
the case of very small plants where 
the capacity is small, the load is 
estimated by taking a total of the 
manufacturer’s name plate ratings 
of all connected power equipment. 
After total, the 
demand is set on a percentage basis, 
typically ranging from 72% for 
2 HP to 48% for 67 HP. The 
lighting load is added to this per- 
centage, plus 60% of the name plate 
rating of heating equipment. The 
minimum use not to be less than 2 
a. 

After the connected load passes 
50 HP it is actually measured. The 
demand charge is then based on 
the peak load over a specified period 


ascertaining the 
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of time, usually 15 minutes. There 
are, however, exceptions to that 
rule, ranging from 5 minutes to 
30 minutes. 


contract will 


Examination of the 
state the interval 
applicable to a particular company. 

The demand charge is usually 
coupled with an charge. 
This charge is based on the actual 


“energy 


amount of energy consumed during 
the month. 
watts. 


It is measured in kilo 


One horsepower is equal to 0.746 
kilowatt. To 
mately, 


convert approxi 
kilowatts, 
reduce horsepower one-fourth; to 
convert approximately, kilowatts to 
horsepower, increase kilowatts one- 
third. 

The principles of the Wright 
Demand Rate is the basis of a com 


horsepower to 


mon industrial rate schedule in use 
today. It was originally proposed 
by Arthur Wright in 1896. The 
fundamental principle is a combina 
tion of the demand and energy 
rate, emphasizing the load factor 
It is primarily intended for large 
consumers. 

A typical schedule based on 
Wright’s Rate is shown in Figure 1. 
This type of schedule will probably 
contain many provisional clauses. 
[t will probably call for a minimum 
of 220 volts. 


such 


Also, where machinery 
as elevators, cranes, hoists, 
ete., are used, which have inter- 
mittent energy demands, the speci- 
fied time for peak load may be low- 
ered to 5 minutes. Analysis of this 
type of rate shows the desirability 
of keeping the demand rate down 
without hampering production. 

An example of peak load reduc- 


tion is shown by a plant engaged in 





DEMAND IN HP. 


First 50 kw 
hours per HP 


to 4 
to y 
to 24 
to 49 
to 99 
to 249 
to 499 
to 999 
1,000 to 2,499 
2,500 to 4,999 
5,000 and over 


Figure 1 
CENTS PER KW HOUR PER MONTH 


Next 50 kw 
hours per HP 


9) 


») 


Next 100 kw 
hours per HP 


All over 200 
kw hr. per HP 


2 1.18 0.§ 
0 1.05 
S 95 

g 

85 

Be 

.75 

65 

.62 
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MAXIMUM DEMAND IN KW 
The first 25 kw 
The next 25 kw 
The next 50 kw 
The next 100 kw 
The next 200 kw 
The next 400 kw 


Plus energy charge 
The first 
The next 
The next 
The next 
The next 


« 


Minimum total charge 1.0¢ per kw-hr. 





Figure : 


1,000 kw-hr per month 
2,000 kw-hr per month 
4,000 kw-hr per month 
8,000 kw-hr per month 
16,000 kw-hr per month 
The next 32,000 kw-hr per month 
The next 64,000 kw-hr per month 
All over 127,000 kw-hr per month 


CHARGE PER KW 


2.5¢ per kw-hr 
2.0¢ per kw-hr 
1.5¢ per kw-hr 
1.0¢ per kw-hr 
.9¢ per kw-hr 
.8¢ per kw-hr 
.7¢ per kw-hr 
.6¢ per kw-hr 








Two typical rate schedules described in the text 
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|, |S) to paint the plant 


Here is a case where “Greenfield” “Rex’’ Gages actu 





painted a manufacturer’s plant. For a year he kept a « 
ful record of the life of ““Rex’’ Gages and compared it w 
those he had previously used. ‘Rex’ Gages saved enou 
to put a new coat of paint on the plant. 

There’s nothing mysterious about the extra long lif 
‘Rex’ Gages. It’s due to a special surface treatment 
clusive with “Greenfield” which gives the gage a tough, h 
finish that is several times more wear resistant than the fi 
on an ordinary gage, thus insuring long life and substar 
savings in gaging costs. 

Any “Greenfield” sales engineer is qualified to dis 
‘Rex’ Gages in detail with you or any official in the ma 


facturing department that you may designate. 


Greenfield Tap & Die Corporation P 


GREENFIELD, MASS. 
Detroit Plant; 2102 West Fort St. 


arehouses in New York, Chicago, 
Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die Corp. 
of Canada, Ltd., Galt, Ont. 
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the processing of rubber. A peak 
load of 400 KW was registered by a 
number of processing machines oper- 
ating on a “mill line’ simultane- 
ously. By staggering the operation 
of the machines, the peak load was 
reduced to 250 KW. Staggering of 
peak loads has also proved success- 
ful for reduction of demand charges 
in industries that have machines 
that operate in one direction, stop, 
then reverse. This type of equip- 
ment is common in laundries, bak- 
ing industries, and many others. 

Another method to reduce the 
maximum demand is to be certain 
that the plant is not overmotored. 
A survey in an eastern plant re- 
vealed a 25 HP motor driving four 
mills when only a 10 HP motor was 
necessary. Another 25 HP motor 
was replaced by one of 7'/. HP 
capacity. A saving of 20% in the 
demand charge was effected by the 
change. 

Surveys reveal that many plants 
have their peak load at the begin- 
ning of each week’s run. The first 
five minutes of operation will deter- 
mine their demand, and then settle 
back to normal. If a plant has any 
equipment that pulls a heavy start- 
ing load, a preliminary warm-up 
may be advisable. The same theory 
holds true with machinery having a 
heavy friction load. 

Another widely used rate is one 
that combines the demand charge 
and energy charge, with the energy 
charge being more important. A 
specimen of this type is shown in 
Figure 2. 

On this type contract a discount is 
usually allowed if the current is 
purchased at 2,300 volts. Your own 
contract will show the amount of 
the discount. Large users often 
find it advisable to buy in bulk and 
maintain their own transformers. 

A penalty is also stipulated in 
this form of contract, as well as in 
others, for low power factor. In 
several a bonus is also granted for 
power factor above the average. 
The power factor is the ratio of the 
actual power to the apparent power; 
or ability to perform compared to 
the actual performance. The power 
division of the public utility main- 
tains a staff of trained engineers for 


PAGE 72 


which you, as a customer, are now 
paying, and these engineers will 
cheerfully measure the power factor 
and make concrete suggestions on 
correction. 

The power factor clause is in- 
voked in different rates by the va- 
rious utilities. Some make the cor- 
rection on the total bill, some on the 
demand charge, others on the energy 
charge. A worthwhile saving may 
be effected by correction. It costs 
the utility less to furnish the current 
to a plant having a high power fac- 
tor. A useless current is circulated 
which is not used in industrials 
having a low power factor. Under- 
loaded motors again exact a toll here. 
One plant in the midwest installed 
capacitors to correct a low power 
factor and reduced power bills 
$150 per month. 

It is not good business to buy 
corrective equipment for under- 
loaded motors if it is possible to 
fully load the motors. An accepted 
method of correction is to first 
make a survey with wattmeters, 
testing the induction motors, and 
then load up those pulling light 
loads. If this is impossible, remedy 
the situation with capacitors or 
synchronous motors. 

A typical rate schedule clause on 
power factor, penalizing the service 
charge, reads: 


Power Factor of Load Per Cent Increase 
Per Cent Demand Charge 


80 Normal 
75 to 79 71/. 
71 to 75 15 
61 to 70 30 
51 to 60 60 
50 and under 100 


The above schedule particularly 
penalizes those with a low power 
factor operating on a high demand 
rate. 

Another rate, known as an “off 
peak rate,’’ is used by a few indus- 
tries that have been able to adapt 
themselves to its conditions. The 
ice manufacturing industry is one 
which has in some instances found 
it usable. Both the demand rate 
and the energy rate are at a flat 
charge. There is no advantage in 
large consumption. The biggest 
element is the time factor. The 
rate might read 0.6¢ per kilowatt of 
maximum demand for “‘off peak’”’ 


hours; 0.6¢ per kilowatt, in addi- 
tion to the above, for ‘‘on peak’’ 
hours. The utility sets the ‘on 
peak” hours (in the case of an ice 
company, probably from May | to 
October 31). They will also limit 
the ‘‘on peak” hours. Three hours 
a day may be the top load deadline. 
These three hours for peak load are 
also specified by the power company. 
All the other hours are ‘‘off peak’’ 
hours. The ‘‘on peak’’ meter is set 
back to zero every month. The 
“off peak’”’ meter is set back semi- 
annually. The demand having once 
been set during the period may not 
be lowered. 

The energy charge for May 1 to 
Oct. 31: $1.10 per kilowatt hour. 
The rate for electrical energy from 
Nov. 1 to April 30, between the 
hours of 9:00 P. M. and 6:00 A. M. 

1.10¢ per kilowatt hour; between 
the hours of 6:00 A. M. and 9:00 
P. M.—1.2¢ per kilowatt hour. 

This type contract will undoubt- 
edly carry a coal or fuel clause. 
This clause is carried by practically 
all utility companies that use steam 
as a generating medium. Under 
ordinary conditions the clause is 
harmless. The usual’ clause pro- 
vides for an increase of .00018 per 
KWH for each .25¢ increase over 
$4.75 per long ton or the same reduc- 
tion for every 25¢ decrease under 
$4.25 per long ton, delivered. 

Hydroelectric power plants may 
impose a premium on demand dur- 
ing seasonally dry times, to con- 
serve energy. This particular clause 
may cause considerable expense 
and inconvenience to manufac- 
turers of seasonable goods. 

There is very seldom a discount 
on an “off peak’’ contract. The 
minimum monthly bill is set at the 
service charge with the reservation 
that the investment of the company 
incurred in making the service 
available must be fully protected. 

A rate schedule that is also very 
unusual but still very interesting 
is one that is based entirely on load 
factor. There is no demand charge. 
There must be a minimum demand 
of 100 kilowatts and a maximum of 
2,000 kilowatts. The plant must 
operate 24 hours a day at least 25 
days per month. 
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The Load Factor is the ratio of 
average use to maximum use of 
power. The load factor is computed 
by dividing the actual kilowatt 
hour consumption by the number of 
operating days multiplied by 24 
hours per day multiplied by maxi- 
mum kilowatt demand. The maxi- 
mum demand is determined by 
averaging the highest kilowatt de- 
mand occurring over a fifteen minute 
period, three times during the 
month. 

A load factor schedule is listed as: 


Load Factor Percent Rate 
Up to 25 $0.02 
26 to 40 .015 
41 to 50 .0135 
51 to 60 .012 
61 to 70 01 
71 to 80 .008 
81 to 90 .007 
91 to 100 006 


The minimum is placed on this 
schedule at $1.00 per kilowatt of 
demand per month, net. A rate of 
this type would be practical only in 
processing or similar industries 
under constant operation. 

A schedule coordinating the de- 
mand and energy charges, incorpo- 
rating a certain number of kilowatt 
hours with each unit of demand, is 
one of the most popular in the east. 
The rate schedules a minimum of 
25 horsepower. The rate specifies 
$1.50 net per month per HP for the 
first 100 HP, entitling the consumer 
to 40 kilowatt hours current per 
HP; $1.50 net per month per HP 
for all in excess of 100 HP, entitling 
the consumer to 60 kilowatt hours 
of energy per HP. The rate cover- 
ing the excess of the contract: 


Kilowatt Hours Rate per 
Per Month Kilowatt Hour 
Next 4,000 2.50¢ 
Next 4,000 1.50¢ 
Next 5,000 1.00¢ 
Balance .90¢ 


This contract usually calls for a 
longer term, not under ten years, 
more if desired. The energy is 
usually only sold in the primary 
state of 2,300 volts. 

It is also advisable to bear in 
mind that if you are purchasing 
current at 2,300 volts, there is an 
energy loss up to 5% in the step- 
down to lower voltages. If the 
current is metered on the low side 
of the transformer you are taking 
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IS YOUR RIBBON AND 
CARBON BUYING 


IN Don't let your ribbon 
and carbon buying become just a 
habit when the only thing that is 
necessary to find the kind of ribbons 
and carbons you need in your own 
type of business is a simple analysis 
of your requirements. A Columbia 
sales executive is at your disposal. 
Without obligation you will receive 
specific suggestions as to the type 
of ribbons and carbons best suited 
to your requirements. 


If you don’t know that you are 
getting the best wear, the finest ap- 
pearance, the greatest number of 
manifold copies and superior all 
around performance, let Columbia 
show you the way to efficient pur- 
chasing of ribbons and carbons. 


Columbia experience and Colum- 
bia resources are yours to command. 
Columbia quality is world renowned. 
Write us your requirements or 
phone the Columbia office nearest 
you. 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 
Main Office and Factory 
Glen Cove, L. I. New York 


( New York, Chicago, Philadelphia, 
BRANCHES (ema Ceca: Newbie 
waukee, Minneapolis 
—aslo— 
LONDON, MILAN, SYDNEY, 
ENGLAND ITALY AUSTRALIA 


ut ? 





the loss. Several of the utilities 
will allow a discount to cover the 
drop incurred in transformation. 

An asset of a public utility is the 
goodwill of its patrons. If you have 
any specific trouble they will be 
eager to assist. The purchasing 
agent will benefit by having a knowl- 
edge of rates and problems entailed 
in the purchasing of power. Many 
savings may also be made after the 
power is purchased. The question 
can be asked, ‘Have you analyzed 
your power rates to ascertain your 
most economical method of pur 
chase?” If you have, the proper 
application of the power will pay 
cash dividends. 


Workers Who Sweat 
Need Salt 


(Continued from page 36 


533-549) by John H. Talbott and 
Jost Michelsen of the Fatigue Labo 
ratory, Harvard University. Fol 
lowing the summer of 1931 when 
17 cases of death were attributed 
to heat and many mild and mod 
erate heat cases were treated, ar 
rangements were made for a special 
investigation of heat cases at 
Boulder Dam during the summer of 
1932. Weather conditions were 
much more favorable in 1932, but 
seven cases are described in this 
article. 

In one case treated for heat 
cramps, 45 grams of salt intake in 
12 hours was accompanied by a 
urinary excretion of only 4 grams 
The assumption of the investigators 
is that practically all the remainder 
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of the salt was retained. This was 


much higher then the results ob- 
tained from healthy workmen. 


“‘An alcoholic bout with dimin- 
ished intake of food and salt may be 
followed by sufficient gastric irrita- 
tion and vomiting to lower appreci- 
ably the salt level of the body. In 
case one, the three day prodormal 
period was preceded by an alcoholic 
bout,. 

“In the condition under discus- 
sion, there is a loss of salt and water 
from the body with a concomitant 
replacement of water only. If this 
major process is continued, irrespec- 
tive of the secondary processes, 
there will eventually be a lowering of 
the chloride level below the normal 
range. It is our belief that when a 
critical level for the chloride is 
reached in working individuals, 
muscle cramps will occur. It seems 
likely that the critical chloride 
level is a function of individual sus- 
ceptibility, acclimatization and the 
length of the prodormal period. 

“It is possible to prevent cramps 
by providing a daily supply of 
salt greater than that lost in the 
sweat. The amount may be de- 
termined by knowing the approxi 
mate amount of chloride excreted in 
a 24-hour urine specimen. In our 
experience less than 3 grams of salt 
per day in the urine does not pro 
vide for a satisfactory margin of 
safety 

rhe necessary amount of salt to 
prevent cramps is a function of the 
individual’s susceptibility and of 
the amount lost in the sweat at a 
given temperature 

‘The hypothesis is advanced that 
the etiologic factor is a loss of base, 
chlorides and water from the body, 
principally by way of the sweat 
glands without adequate replace- 
ment of the same. It is obvious 
that heat cramps is essentially an 
occupational disease and an indus 


WELDED 

STAINLESS 
STEEL 

PIPING 


ie Le 
AND VESSELS 


(hl BRANCH OFFICES AND REPRESENTATIVES IN PRINCIPAL CITIES 
PITTSBURGH PIPING & EQUIPMENT CO. 


10 FORTY THIRD ST., 


PITTSBURGH, PA. 


PURCHASING 






























































































iS was 
ts ob- 


min- 
vy be 
rita- 
reci- 

In 
‘mal 
1olic 


to 


he 


ING 








RADIOS THAT PLAY 


EVERYWHERE| 
NO CORDS NO AERIAL || 





The latest in radio, sports goods, 
cameras, household goods, silverware, 
trophies, electrical goods, jewelry, 
watches are listed in our new spring 
catalogs. We are the nation’s leading 
specialty jobbers and importers, sell- 
ing merchandise for prizes, premiums, | 
iveaways, advertising specialties, etc. 
ur catalogs are worth asking for. | 
Write today, there is no obligation. | 


JOSEPH HAGN CO. 


Wholesalers since 1911 
217-223 W. Madison St., Chicago, Ill. 














trial hazard is created by the associa- 
tion of hard work, high external 
temperatures and profuse sweating.” 


“A Resume of Some Physiolo- 
gical Reactions to High External 
Temperature’ by Doctors A. V. 
Bock and D. B. Dill, published in 
The New England Journal of Medi- 
cine (August 31, 1933, Pages 442- 
444) also reviews the experience at 
Boulder Dam during the summer 
of 1932. Doctors Bock and Dill 
state that the salt loss is greater 
during the first three or four days of 
extreme heat during which time 
the salt intake should be greater 
than after acclimatization when 
sweat is so dilute that 10 liters a day 
may be secreted without 
tating an intake of more than 15 
grams of salt daily. 

After short absences from the ex- 
treme heat, greater amounts of salt 
are needed. 

An article in the American Jour- 
nal of Tropical Medicine (July, 1933) 
entitled ‘‘Physiological Responses to 
High Environmental Temperature’’ 
by J. H. Talbott, H. T. Edwards, 
D. B. Dill, and L. Drastich of the 
Fatigue Laboratory, Harvard Uni- 
versity, compares results obtained 
at Boulder Dam with Laboratory 


necessi- 
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tests at Boston. These studies con- 
firmed general conclusions advanced 
and supplemented the material pre- 


viously gathered. 


General Industrial Experience 
From far away Russia comes a 
40 the 
Cramps and Heat 
Hot Industries,’’ 
Journal of Industrial Hygiene (No- 
vember, 1935, Page 247) by P. M. 
Starkov and J. V. Jikesh of Sverd- 
findings are 


careful record of in 
article ‘‘Heat 


Prostrations 


cases 


in 


Ural. Their 


similar to those already reviewed. 


lovsk, 


Among the remedies suggested is: 
‘Supplying workmen with aerated 

salt water (0.5% sodium chloride) 

or salt tablets, and explaining to 

the workers the benefits of this as a 

cramp preventive.” 

In 1934 the group of specialists 
who investigated heat cramps at 
Boulder Dam conducted research at 
Youngstown, Ohio. Results of this 
study and previous studies were 
embodied in a booklet in question 
and answer form prepared by P. H. 
Kennedy, M.D., and published by 
The Youngstown Sheet and Tube 
Company in September, 1955, en- 
titled ‘“‘Keeping in Condition by 
Using Salt.”’ 

Positive statement is made in the 
booklet that salt will cure as well 
as prevent heat cramps, and that 
those drinking beer should take a 
larger amount of salt than those who 
do not. Records showed that the 
steel mill men who did not take salt 
(except in their food) weighed 5.6 
pounds lighter after their work than 
when starting. who took 
the extra salt lost only a little over 
one pound during their shift. 

An article Medicine (Vol. 
XIV, 1935, Pages 323-376) on 
“Heat Cramps” by John H. Tal- 
bott, M.D., previously quoted, con- 
tains the following statement: 


Those 


in 


‘The ingestion of sodium chloride 
for the prevention of heat cramps is 
sound theoretically and has been 
beneficial when practiced. Since 
the cause of cramps is essentially a 
loss of salt in the sweat and urine, 
that is greater than the intake, the 
added ingestion of NaCl will pre- 


vent this negative balance.” 


“Heat and Muscular Work’’ is 
the title of an article in Surgery 
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Specialties 


Gynecology and Obstetrics (February 
15, 1936, Page 475) by Dr. Loyal A. 
Shoudy and A. M. Baetjer, Sc.D. 
In addition to general descriptions 
and observations the figures for the 
summary in Table I are included. 

In each of these plants the inter 
vening periods were occupied in 
varying treatments. Factory A 
adopted a tablet of dextrose and 
salt. Factory B adopted a 5 grain 
dextrose 5 grain salt tablet to be 
taken with each drink of water. 
The authors also state that ‘those 
who recommend salt alone advise 
a tablet of 16 grains and suggest 
that one tablet be taken with each 
glass of water, assuming the workers 
take about 2 or 3 glasses of water 
each hour during the work period.”’ 

An article in the Journal of 
Physiology (London, March 14, 
1938, Page 208) by R. A. McCance, 
on ‘‘The Effect of Salt Deficiency in 
man on the volume of the extra 
cellular fluids, and on the composi 
tion of sweat, saliva, gastric juice 
and cerebrospinal fluid’’ brings out 
additional facts. This author con 
cludes that salt deficiency in man 
produces a reduction in the various 
extra-cellular fluids, a rise of potas 
sium in the saliva and some change 
in the gastric juice and in the cere 
brospinal fluid. 

Several state that 
workmen in normally good physical 
condition need have no fear of 
taking too many salt tablets if they 
drink plenty of water to dissolve 
them promptly. Dr. J. C. Bock 
of the Bio-Chemistry Department 
at Marquette recom 
mends crushing the tablet with the 
teeth so it will dissolve more rapidly. 


authorities 


University 


There are numerous articles relat 
ing to laboratory research using 
various animals as subjects, and 


there are other reports of laboratory 
experiments showing the amount of 
sweat and its analysis for human 
beings under various conditions of 
temperature, humidity and exercise. 

Excess salt is not stored in the 
body, but is promptly eliminated. 
For this reason the salt deficiency 
on each day of excessive sweating 
should be immediately replaced. 
Some of the authorities on this 
subject advocate one or more of the 
following methods: salt solution 
tablets, 
additional salt in food, more vege- 


for drinking water, salt 


tables or more milk, or salt in beer. 
In a letter to the writer, Dr. R. R. 
Sayers, Senior Surgeon in the United 
States Public Health Service, adds 
“In case the salt solution is used, 
it may be supplemented by salt 
tablets during periods of extremely 
hot weather.” 


Summary 


From the foregoing quotations 
and other published reports and 
articles on the subject, it is apparent 
that an adequate salt supply in the 
human body is very important to 
digest our food properly, eliminate 
poisons and unassimilated food ele- 
ments, repair body tissues and keep 
The salt 
supply is seriously depleted when, 
due to combined heat and exercise, 
we perspire profusely. This salt 
shortage must be made up by taking 
from one-third to two-thirds more 


them in good condition. 


salt then we would ordinarily re- 
ceive in our food. 

Failure to promptly replace a 
seriously depleted salt balance re- 
sults in heat cramps, which are not 
only very painful as far as the mus- 
cles are concerned, but are usually 
accompanied by vomiting, diarrhea 
and fatigue. 
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Plant B 
1931 8,500 


1935 9 500 





rABLeE I 
Period No.MenEmployed No. Heat Cases Deaths Remarks 
Plant A 
1926-8 8,800 R03 y 4 No salt treatment 
1933-5 7,800 0 Salt treatment, cases 


much less severe 


Before salt treatment 
Salt treatment, less se- 


vere cases 
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The present need is not, however, 
for a greater knowledge of the re- 
sults of salt deficiency on the part 
of the medical and research au- 
thorities, but rather for a greater 
appreciation on the part of the in- 
dustrial workmen and foremen. 

While the early reports and ar- 
ticles favored the addition of salt to 
drinking water, the tendency in 
more recent articles appears to favor 
salt or salt-dextrose tablets. 

Evidently swallowing the tablet 
and drinking the water gets the de- 
sired salt into the system without 
creating excessive thirst. 


How Silk is Marketed 
(Continued from page 25) 


Seattle, coming to the eastern 
silk centers by fast express that 
materially reduces the time in 
transit, an important factor because 
of the long distance from source 
to point of use. 

Raw silk futures are traded in on 
the Raw Silk Exchange in New York 
so that it is possible to get insurance 
against price fluctuations, which is 
important in view of the fact that a 
considerable time element is in- 
volved between the purchase of the 
raw material in a foreign country 
and the production of finished goods. 

The former rather violent fluc- 
tuations in the price of silk are now 
limited to a great extent by the 
price of rayon. Particularly in the 
woven goods industry, rayon is in 
direct competition with silk, which 
has consequently fallen from a 
consumption of 30,000 bales or more 
per month to a figure rarely above 
10,000 a month. We thus have 
the condition that at the present 
time an important amount of raw 
silk is produced in excess of that 
required for hosiery and this excess 
is subject to the competition of 
rayon, with the result that the price 
of the latter has a direct, or limit- 
ing, effect on the price of silk. 
Experience has shown that when the 
price of silk is as low as a dollar a 
pound, or slightly above, the weav- 
ers turn to a considerable extent 
from rayon to silk. This competi- 
tion of rayon has prevented a return 
to anything like the prices which 
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MOBILIZE YOUR 
TOOL ROOM? 


With ARMSTRONG TOOL HOLDERS you are 
always ready for production, for tooling-up is re- 
duced to the selection of cutters, adjusting for 
clearance, and tightening the set screws. There 
are no machine hours lost waiting for tool steel, 
for tool forging, for tool grinding, for heat treat- 
ing or hardening. With a few cutter bits any 
mechanic can grind from stock shapes of high 
speed steel, each ARMSTRONG TOOL 
HOLDER is effectively equal to a complete set 
of forged tools, is ready to do a number of jobs. 


The Armstrong System provides permanent 
multi-purpose ARMSTRONG TOOL HOLD- 
ERS for every operation on lathes, planers, slotters 
and shapers... scientifically designed tools cor 
rect in cutting angles and proportions. Strong, 


rigid tools, forged from special steel, that stand up to any speed or cut. Economical tools 
that give years of trouble-free service and make each operation more profitable by 
“Saving All Forging, 70°, Grinding and 90°,, High Speed Steel.” 


With steel production rising, it is time to ‘“‘mobilize’’ your tool crib. Check your stock of 


ARMSTRONG TOOL HOLDERS against the ARMSTRONG Catalog and fill in your 
“‘shorts’”’ of stock at your local industrial supply house. 








San Francisco 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People’ 
303 N. FRANCISCO AVE., CHICAGO, U.S.A. 


Eastern Warehouse and Sales: 199 Lafayette St., New York 





London 





obtained before 1929, and _ will 
probably continue to do so. 

There are, of course, other factors 
which influence price trends. In 
Japan, which furnishes most of the 
supply used in this country, there 
is a spring crop which comes on the 
market from the reeling mills about 
the first of July, and a second crop 
which becomes available for export 
early in October. By about the 
first of the year both crops have 
been marketed. Consequently the 
supply of raw silk exceeds the de- 
mand trom July to December and 
is less than the consumption be 
tween January and June. The size 
of the spring crop of cocoons gives 
an indication of the supply of raw 
silk which may be expected. The 
first news along these lines are the 
reports of the prices for cocoons sold 
in the market places by the farmers, 
and later through the estimates of 
size of the crop published by the 
Japanese government and cabled 
to all parts of the world. If the 
reelers, or filatures, foresee a good 
demand for raw silk they will be 
ready to buy cocoons in large quan 
tities and to bid the price up, and 
conversely. The prices which they 
bid will also be determined by the 
quality and yield of raw silk which 
they determine, by inspection, will 
be afforded by the current crop of 
cocoons. Naturally the size of the 
crop wall affect the price. Another 
important factor influencing raw 
silk prices is the continual improve- 
ment in the percentage of raw silk 
content of the cocoons produced in 
Japan, resulting from experimental 
breeding. 

The first report on the size of 
the crop is published by the Japa- 
nese government about the middle 
of June. This is a_ preliminary 
estimate and is followed by the 
official estimate about the middle of 
July. <A revised report comes out 
around the middle of September. 
In addition to this, sometime during 
the first ten days of May, an esti- 
mate is given out relating to the 
quantity of eggs available for hatch- 
ing; and during the first part of 
October there is a preliminary esti- 
mate of the total for the two crops, 
followed toward the middle of 
January with the final figure. 
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Industrial 
Mobilization 


(Continued from page 21) 


comment about the War Depart- 
ment’s so-called ‘‘Educational 
Orders."’ This is just another step, 
a new and practical element which 
has been injected into our program 
of Procurement Planning. It has 
been realized for years that the best 
guarantee that manufacturers who 
are scheduled to produce _ non- 
commercial items in time of war, can 
make good on their estimates, is to 
give them small orders in time of 
peace to gain experience in the 
problem of tooling, routing of work, 
and identification of choke points. 
An appropriation has now been 
made to finance educational orders, 
and in the program for the current 
year, you will readily recognize the 
importance of the following items 
now being handled from current 
appropriations: 


Semi-Automatic Rifles 

Gas Masks 

Anti-Aircraft Searchlight 

Recoil Mechanism for 3” Anti- 
Aircraft Guns 

Forging and Machining 75 mm. 
shells. 


In this connection I was interested 
in reading the recent testimony of 
the Chief of Staff, General Malin 
Craig, before the House Appropria- 
tions Committee, and his particular 
reference to one of these items, the 
semi-automatic rifle. For an initial 
protection force of four hundred 
thousand men (this would be our 
Regular and National Guard troops) 
we would require 227,034 rifles. 
The number on hand is 7,500, on 
order 5,000, or a deficiency of 
214,534 rifles. Certainly if we are 
to have a well equipped protection 
force, it is necessary that our educa- 
tional order program be advanced as 
rapidly as possible. 

At best, Procurement Planning is 
a long and tedious task, involving 
much detail and sometimes mo- 
notonous work. It can pay no divi- 
dends until a war, which I hope 
never comes, galvanizes the country 


into maximum activity. If properly 


carried out on a sound basis in time 
of peace, it is reasonable to expect 
that the early mass production of 
munitions and supplies can be 
realized. I believe that every effort 
is being made to establish a sound 
basis. 

The officers of the Planning 
Branch in Washington, with whom I 
had the opportunity to work during 
my recent training period, are 
selected from the best of our Regular 
Army personnel. They are thor- 
oughly trained in Army Regula- 
tions as well as being well informed 
regarding our industrial system. 


They appreciate the problems 
industry as well as their ow! 


; 


working out this tremendous 
gram. 


+ 


In conclusion, I want again 


+ 


refute the idea that seems 
T 


some minds, that the War De] 
ment in time of war will set uy 
administer an economic dict 


ship. If you have any such 
please obtain a copy of the 
revised Industrial Mobilizat 
and acquaint yourself with 
tails. 

Address before the Akron Pu 


> 


Agents Association, March 22 
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In today’s keen competition, it pays to make sure that your 
product reaches your customer in first-class condition. It is of 
utmost importance that you give it the best possible protection 
in transit. By using Orange Core Sealing Tape you make assur 
ance double sure. Its tough tenacity, quick-moistening and 
quick-setting superiority make it the choice of leading shippers 
all over the country. Seal your containers with Orange Core 
for safety en route and customer satisfaction on delivery. Write 


for free folder on best selling methods 
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faster; reduce man- 
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man-power. 
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cost in time saved. Only 
the Simplex will safely 
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omy. Unbreakable trunnions for cheaper. 
safety. Heat-treated forged alloy Stocked by your 
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Jones & Laughlin Steel Corp., 


Exhibitors at the 
INFORM-A-SHOW 
San Franeiseo 


May 22-25 


Acme Steel Company, Chicago, Illinois. 

Air Reduction Sales Company, New York, New York. 

American Brass and Copper Co., Oakland, California. 

American Sponge & Chamois Company, New York, 
New York. 

Autopoint Company, Chicago, Illinois. 

Bethlehem Steel Company, Bethlehem, Pennsylvania. 

Boyle Manufacturing Co. Inc., Los Angeles, California. 

Braun-Knecht-Heimann Company, 
fornia. 


San Francisco, Cali- 


The Bussmann Mfg. Company, St. Louis, Missouri. 
The Chapman Valve Manufacturing Co., 
Orchard, Massachusetts. 


Indian 


Chase Brass & Copper Co. Inc., Waterbury, Connecti- 
cut. 

Coleman’s Metals, Fairmead, California. 

Columbia Ribbon & Carbon Mfg. Co. Inc., Glen Cove 
New York. 

Columbia Steel Company, San Francisco, California. 

Crane Company, Chicago, Illinois. 

Dictaphone Corporation, New York, New York. 

Dieterich-Post Company, San Francisco, California. 

Ditto, Inc., Chicago, Illinois. 

Joseph Dixon Crucible Company, Jersey City, New 
Jersev. 

Ducommun Metals & Supply Co., 
fornia. 

Eagle Pencil Company, New York, New York. 

Brooklyn, New 


San Francisco, Cali- 


Eberhard Faber Pencil Company, 
York. 

Ediphone Division, Thomas A. Edison, Inc., Orange, 
New Jersey. 

E. H. Edwards Company, 


San Francisco, California. 


Fibreboard Products, Inc., San Francisco, California. 

Garlock Packing Company, Palmyra, New York. 

Gaylord Container Corporation, St. Louis, Missouri. 

California. 

General Metals Corporation, Oakland, California. 

Gilmore Steel and Supply Co., San Francisco, Calli- 
fornia 


General Chemical Company, San Francisco, 


The A. J. Glesener Company, San Francisco, California. 

Graybar Electric Company, Inc., New York, New York. 

Great Western Electro-Chemical Co., San Francisco, 
California. 

California. 

Hercules Equipment & Rubber Co., San Francisco, 
California. 


Gunn, Carle & Company, San Francisco, 


Hygrade Sylvania Corporation, Boston, Massachusetts. 

Jenkins Bros., New York, New York. 

Pittsburgh, Pennsyl- 
vania 

A. Leschen & Sons Rope Co., St. Louis, Missouri. 

The Lunkenheimer Company, Cincinnati, Ohio. 

Marchant Calculating Machine Company, Emeryville, 
California 
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Marwood Limited, San Francisco, California. 

Monroe Calculating Machine Co. Inc., San Francisco, 
California. 

National Paper Products Sales Co., San Francisco, 
California. 

National Vulcanized Fibre Company, Wilmington, 
Delaware. 

Oakite Products, Inc., New York, New York. 

Pacific Coast Borax Company, Los Angeles, California. 

Pacific Wire Rope Company, Los Angeles, California. 

P & C Hand Forged Tool Company, Portland, Oregon. 

Pioneer Rubber Mills, San Francisco, California. 

Rheem Manufacturing Company, Richmond, Cali- 
fornia. 

John A. Roebling’s Sons Company, San Francisco, Cali- 
fornia. 

Royal Typewriter Co., Inc., New York, New York. 

St. Regis Paper Company, New York, New York. 

The Sanitary Institute of America, Chicago, Illinois. 

Schwabacher Frey Company, San Francisco, California. 

Scovill Manufacturing Company, Waterbury, Con- 
necticut. 

Shell Oil Company, San Francisco, California. 

Signode Steel Strapping Co., Chicago, Illinois. 

A. O. Smith Corporation, San Francisco, California. 

E. M. Smith Company, Los Angeles, California. 

Socony Vacuum Oil Company, Inc., New York, New 
York. 

Standard Oil Company of California, San Francisco, 
California. 

Stauffer Chemical Company, San Francisco, California. 

Stephens-Adamson Mfg. Company, Los Angeles, Cali- 
fornia. 

Stuart Oxygen Company, San Francisco, California. 

Turco Products, Inc., Los Angeles, California. 

W.S. Tyler Company, Cleveland, Ohio. 

Underwood Elliott Fisher Company, New York, New 
York. 

Victor Equipment Company, San Francisco, California. 

Vitrefrax Corporation, Los Angeles, California. 

Walworth Company, New York, New York. 

Wilson & Geo. Meyer & Company, San Francisco, 
California. 

The Youngstown Sheet & Tube Co., Youngstown, Ohio. 


Public Buyers Organize 


Governmental buyers of Washington and Oregon met 
at the Benson Hotel, Portland, April 14th, and effected 
a permanent organization to be known as the Pacific 
Northwest Public Buyers’ Conference. It is proposed 
to hold two meetings each year—one in connection 
with the joint meeting of the Oregon, Washington and 
British Columbia Purchasing Agents’ Associations in 
the spring, and the other in the fall. 

The meeting was called at the suggestion of Ross B. 
Cooper, Purchasing Agent of Multnomah County and 
President of the Oregon Association. Col. Wayne R. 
Allen and J. W. Hughes, Purchasing Agent and Assis- 
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@ By maintaining a complete history of the productior 
processes applying to each order that goes through our 
plant, we are able to duplicate your specifications accu 
rately. Repeat shipments are therefore alike in all details 
As lot after lot of Thomastrip goes through your plant, 
your fabricating processes respond with equal speed and 
precision, your production is uniform in quality and 
your costs are closely controlled. 


No phase of cold rolled strip steel buying is more im 
portant than choosing a mill from which uniformity of 
temper, finish, gauge, width, edges and 
other specifications are assured—coil 
after coil, shipment after shipment. 








Thomas Steel can meet your original 
requirements dependably and duplicat 
their specifications time after time. 
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DROP, STEAM HAMMER, UPSET 


FORGINGS 


—any size, any quantity, made to your exact specifications, 
delivered when you want them. Rough finished, heat-treated, 
machined. 





Large stock of specification steels. Unlimited equipment 
facilities; economy of production resulting from methods 
developed over a 100 years of forging. Years of contact with 
a wide range of forging users enables us to quickly and in- 
telligently interpret your needs; often results in improved 
parts design, savings in weight and lower costs. 

Write for “Forgings to Your Specifications,"’ showing how 
things are done in America's largest job forging shop. 


KROPP FORGE COMPANY 


America’s Largest Job Forging Shop 


5315 W. ROOSEVELT ROAD, CHICAGO, ILL. 
REPRESENTATIVES IN PRINCIPAL CITIES 
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Craftsmen in the art of paper making 
for 58 years. Distributed by relia- 
ble paper merchants everywhere. 
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tant Purchasing Agent of Los Angeles County, Calif., 
were present and assisted in the organization plans. 
Officers were chosen as follows: President, H. D. Van 
Eaton, State of Washington; Vice President, Ross B. 
Cooper, Multnomah County; Secretary, Willard V. 
Pape, City of Seattle. 

The purpose of the organization is defined in the 
following resolution: 


The purpose of this organization shall 
be to provide a means for the exchange of 
ideas pertinent to public purchasing pro- 
cedure amongst the purchasing officers of 
political subdivisions in the states of 
Oregon and Washington. Membership 
in this organization shall be open to any 
and all qualified purchasing agents, or 
duly authorized purchasing officers of 
states, counties, municipalities, or other 
political subdivisions in the states named 
Membership applications shall be ap- 
proved on this basis by the executive 


board 


Addresses Sales Executives 


Andrew H. Phelps, General Manager of Purchases 
and Traffic, Westinghouse Electric & Manufacturing 
Co., addressed the Sales Managers’ Association of 
Philadelphia, April 17th, declaring that sincerity and 
dignity are more effective than back-slapping and 
entertainment as order-getters in the realm of modern 
salesmanship. He said in part: 

‘Many buyers will accept all the entertainment that 
a salesman will give them but in most cases it has little 
effect upon the final decision in making purchases. 
Therefore, excessive entertainment is of questionable 
value. However, it seems to me that his friendships, 
as well as his business, will increase over the years to a 
larger extent if he is honest and sincere than if the 
business were bought on a personal basis. A salesman 
who has a little dignity and who does not go on the 
basis of back-slapping and who will not deceive his 
customers by some thinly veiled excuse is much stronger 
in the long run than one who employs the other 
method.”’ 

Mr. Phelps asserted that selling and purchasing are 
“almost one and the same thing,’’ adding that “‘it is 
hard to visualize anyone purchasing for a large com- 
pany, or a smaller company for that matter, who is not 
in sympathy, and in fact desirous, of using his job for 
the purpose of building up sales volume for his com- 
pany.” 

[he speaker likened business to a four-legged stool, 
resting on its financial structure, purchasing, engineer- 
ing-manufacturing and sales. ‘‘The removal of any 
one of the legs of this stool,’”’ he declared, ‘‘means the 
toppling over of the structure. The four legs of this 
business stool are complementary one to the other if 
we are going to have a strong, growing, healthy busi- 
ness. 
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‘Perhaps the most important task in present day 
sales organization is the development of personnel 
not all imitations of the sales manager or the star sales- 
man, but varied in personality, ability, characteristics, 
and training, so that where one man leaves off another 
can take up the task of selling. 

“T think the most essential characteristic that any 
salesman can possess is integrity. He must make an 
honest approach. He will not get very far by subter- 
fuge when trying to interview someone who might pur- 
chase his product. A buyer sees subterfuge and in- 
sincerity very quickly in any man He is impressed by 
sincerity, purposefulness, and industry on the part of 
any man desiring to sell him.’ 


Seattle Purchasing Report 


The second annual report of the Division of Pur 
chases, Department of Finance, City of Seattle, was 
submitted to the mayor and city council last month 
by Purchasing Agent Willard V. Pape. The report 
covers, in a comparative statement, the work of the 
department over the two-year period since the central 
ized purchasing system was inaugurated. During that 
period, material and equipment totaling more than 
three and three-quarter million dollars were purchased 
on contract and open market orders. 

The number of contracts was notably increased dur- 
ing the past year, while open market and emergency 
orders decreased in number. This has resulted in the 
elimination of wasteful small purchases, and the bene- 
fit of volume or bulk purchases resulting in more favor 
able prices. 

Practically all of the contracts cover requirements 
as needed instead of outright purchases which would 
tend to increase the city’s warrant indebtedness by 
building up large inventory stocks. The increased 
number of annual requirements contracts has also re- 
duced the number of requisitions received from city 
departments, from 27,839 in 1937 to 26,005 in 1938. 
The number of purchase orders has been reduced from 
27,013 in 1987 to 25,000 in 19388. 

The report states that periodical laboratory tests 
have been made to assure that the city is receiving 
quality in accordance with official specifications. Prog- 
ress has also been made by inaugurating the use of a 
standard receiving ticket form for use throughout all 
departments of the city where materials are received on 
the purchase orders issued. It is recommended that a 
central storage warehouse be established to serve all 
city departments. 

A complete organization chart of the Division of 
Purchases and a flow chart illustrating purchasing pro- 
cedure are included. 

Estimated total savings through centralized purchas- 
ing for 1937-1938 amount to $118,960. The cost of 
operating the division during the two years was, respec- 
tively, .0049 and .0059 per dollar of purchases, or 
slightly more than !/2 of 1%. 
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I RED STREAK SEALING TAPE 


DELIVERY 


insures 


In buying sealing tape, purchasing agents must first mak« 
sure that it will deliver boxes and packages safely to thei 
destinations. The second requisite is that the tape must be 
economical. In Red Streak Sealing Tape you get the best 
No. 1 Kraft amply coated with quick setting glue... ate 
price that makes it a competitor with cheap tapes. Writs 
today for details and your free sample roll. 


TROY, O 





WRITE FOR 
SAMPLES 


TRY IT -- then you'll 
know why Red ak 
Sealing Tape is a better 
sealing tape for all pur- 
poses. 
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Thirty-six branches manned by competent engi- 
neers, located at strategic points throughout the 
United States, insure quick and efficient service 
on all major lines — 
* * * 
Diesel Engines from 10 to Motors from % to 10,00 


1400 horsepower. horsepower. 
* * * * * * 


Pumps from 1% g.p.m. to Scales that weigh anything 
150,000 g.p.m. from .002 0z.to 1,000,000 Ibs 


7493—— EOPSA4 


FAIRBANKS, MORSE &CO. 
= 


Manufacturers A. 
(C3 2B. Bn. © Oe OP 2 we On 











NEW PRODUCTS & IDEAS 


LUBRICANT 
GUN 





No. A20 


OST RECENT CARS are equipped with concealed door 

hinges which are difficult to lubricate efficiently, and it is 
with this in mind that the hand operated lubricant gun illus- 
trated here has been designed. These concealed door hinges re 
quire a chassis lubricant which must be forced, under pressure, 
around the hinge-pin support bushings. This gun controls pres- 
sure, preventing excess lubrication from soiling interior car 
furnishings. A special nozzle, designed to fit the hinges, makes 
lubrication possible without entering the car 


Use coupon below 


STAMP 
HOLDER 





No. A2l 


HIS NEW SAFETY steel stamp holder is designed for 
marking large sized tubes, axles, and other round materials 
either in the hot or cold state. The holding mechanism is of the 
friction type, eliminating the need of expensive slotted stamps; 
and, since one stamp can be pushed out while another is being 


PURCHASING 
11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
listed by number below: 
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inserted, changes may be made quickly. Available in sizes and 
shapes for holding almost any number of stamps, depending on 
the diameter of the material to be marked and the size of the 
character. An important feature of this device is the clamping 
arrangement shown in the illustration. By simply tightening 
his grip, the operator clamps the holder in place, assuring per- 
fect alignment of characters and eliminating the danger of 
slipping 


Use coupon at left 


VACUUM 
GAUGE 


No. A22 


UICKLY READ AND SAFELY portable without danger 

of breakage or spilling the mercury, this new vacuum gauge 
makes it possible to take a single reading in from 2 to 5 seconds 
and continuous readings in rapid succession of not more than 
10 seconds each. The gauge is easily swung from the horizontal 
or evacuated position to the vertical or reading position. With 
a scale reading pressures from 0 to 5,000 microns, the gauge covers 
the entire range of pressures met with in high vacuum practice. 
The mercury, of which there is less than a pound, always comes 
up to the proper level in the right hand capillary tube, irrespec 
tive of the reading. Ruggedly built with glass tubing of extra 
heavy and carefully annealed Pyrex glass, and mounted in an 
aluminum case with non-breakable glass front, the gauge weighs 
only 4'/, lbs. with mercury and measures 7” XK 11” XK 2”. A 
trap in the tubing is provided so that mercury cannot spill out 
and a glass plug is provided to facilitate the removal of the 
mercury for cleaning purposes if so desired. For permanent 
mounting, for use with a single piece of vacuum apparatus, a 
swivel bracket is attached and stops are provided for both hori 
zontal and vertical positions. The gauge is so balanced on the 
swivel that, when released, it returns to the horizontal or vertical 


position 


Use coupon at left 


TIME 
RECORDER 


No. A23 


ULLY AUTOMATIC, this time recorder is fool-proof against 
EF... less misplaced registrations. A card locking device 
does not allow any registration to be made except on the correct 
side, column, and space on the time card. If the card is placed 
in the recorder upside down or wrong side out, the employee can 
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not register. With the correct insertion, the registration is made 
electrically. A listing of the automatic features of this recordet 
are as follows: automatic registrations, card positioning, card 
receiver positioning, card abutment positioning, tardy signal, 
and ribbon feed. With no knobs, levers, handles, or gadgets to 
get out of order, it is not necessary to instruct employees in its 
operation. 


Use coupon page 84 


PIPE 
CLEANER 


No. A24 





HE ILLUSTRATION ABOVE shows the larger of two models 

of motor driven ‘‘ferrets’’ for opening and cleaning clogged 
pipes of all kinds, coils, sewers, drains, etc., working through 
traps, elbows, tees, and U turns. In the industrial field, the 
“ferrets’’ are being used to clean superheater tubes, oil and gas 
lines, heating coils, cooling coils, water lines, etc. Operation 
consists of fitting a 15’ length of helically coiled cable into a 
pipe, depressing clutch to spin cable, releasing clutch, and feed 
ing again. By means of a special coupling, length after length 
of cable is added. The rapid rotation scours the line and cleans 
up ordinary obstructions. Cutting tools, brushes, and special 
detachable drills are provided for cutting out such obstructions 
as tree roots, corrosion, and barnacles. Salient construction 
features are: (1) electric switch to rotate cable; start, reverse 
and stop motor; (2) clutch handle which operates clutch jaws 
for gripping and rotating cable; (3) cable; (4) slip-joint connec- 
tion for rear cable guard; (5) fifteen foot guard for slack end of 
rotating cable; (6) electric connection wire with special rubber 
insulation. Weighing 85 lbs., 14” high, 12!/2” wide, and 20” 
long it has a detachable base and is fitted with two handles for 
convenient carrying and shifting. The ferret takes cable sizes 
of 1", 3/4”, and !/,” which operate on 3/,” to 8” diameter pipe. 
A smaller model weighs but 45 lbs. and is identical in operation, 
for use on */," to 2” diameter pipe. 


Use coupon page 84 


EXHAUST 
FANS 


No. A25 





| ehaeaeteyey WHERE FREQUENT replacement of air 
in large amounts is required for proper ventilation, these 
exhaust fans are furnished in 12, 16, 18, 24, and 32 inch sizes 
Special heavy duty exhaust fan motors, completely enclosed, 
with ball or sleeve type bearings are employed. The ball bear- 
ing type permits the fan to be mounted horizontally, vertically, 
or at any desired angle and is equipped with a switch for 2-speed 
operation. The lower priced sleeve type bearing model is 
arranged for horizontal mounting only. Quiet operation is 
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@ The smooth rhyth- 


mic swing that only 
perfect co-ordination 
can beget is most 
apparent in Roper 
Pumps. 


All pumps bearing the name “Roper” are 
built to the most exacting standards . . . built 
with a minimum of working parts that only 
good engineering and long experience can 
_ accomplish . . . built with a stamina that only 
the years can verify. 


Yes, Roper Pumps are smooth performers that 
operate with the lowest possible power con- 
sumption ... and they're easy to install, easy 
to service. 


Write for Bulletin P-278 and prices. 
GEO. D. ROPER CORP., ROCKFORD, ILLINOIS, U.S. A 





DEPENDABLE SINCE 1857 
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HEAVY DUTY 
Composition Cup GOGGLES 
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FOR CHIPPING, RIVETING, GRINDING 
AND GENERAL INDUSTRIAL USE .... 


Fill that next Goggle Requisition with Willson 
Style TAW11 Heavy Duty Composition Cup Goggles- 
one of the most popular of the more than 300 types of 
safety goggles which we manufacture for industrial use. 
Features include Metallic Ventilated Lens Retaining Rings, 
Shock Absorber Spacer Rings, 50 mm. Clear Super-Tough 
Flat Lenses, Direct Ventilation and Adjustable Elastic 
Headband. Workmen prefer and like to wear TAW11. 


THERE'S PROFIT IN WILLSON PROTECTION 
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Business Cards by Remote Control 


« A firm’s business cards can be supplied 
to its branches located anywhere, if a 


’ : wire or phone call is sent to us. 
Salesmen’s Business Cards Experience with branches spotted 
throughout North America and expe- 


Personal Business Cards ditious handling make Wiggins service 


a profit to our accounts. You’ll won- 
der how our prices can be so moderate. 


Firm Stationery Inquiries from your purchasing Dept. are invited 
Executives’ Personal Forms 2 2¢Jobn B. 


smounenents WIGG 





1154 Fullerton Ave. 
Established in 1857 CHICAGO 


MARVEL High Speed Production 
7] “au 
or “Run of Shop 
The MARVEL 6A or 9A heavy duty all-ballbearing Hack Saws with 
automatic bar push-up are the fastest hack saws built. Incut- 
ting-off identical pieces from bars, they are unequalled, floor 
to floor, by any other cutting-off machine tool of comparable 
accuracy ... unequalled either in speed (out-put) or labor cost 
(they require no more attention than an automatic screw ma- 
chine,) Automatic production can bein- 
terrupted at any time for single-cut or 
miscellaneous work by simply dropping 
off the bar-feed belt; hence MARVEL 
Automatic Saws are fully multi-pur- 
pose, are always ready for either auto- 
matic quantity production or plain 


work. 
WRITE FOR CATALOG 


Buy from your local distributor 














Armstrong-Blum Mfg. Co. 


“The Hack Saw People” 
5760 Bloomingdale Ave. 
Chicago, U. S. A. 
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assured by wide angle, overlapping blades made of corrosion 
resisting steel, providing maximum air movement with minimum 
current consumption. The exhaust fans are mounted by means 
of a heavy gauge pressed steel supporting ring with four holes for 
easy installation. Motor mounting arms are firmly riveted to 
the mounting rims. Also available for all sizes are automatically 
operated shutters, so designed that when the fan is in operation 
they open wide yet close tightly at other times. 


L’se coupon page S84 


CAULK 
CARTRIDGE 





No. A26 





er ae SEVERAL YEARS ago, caulk in tubes was 
met with instant approval. Now a handier cartridge of 
vulco fiber, lined with cellophane, has been announced for use 
with the gun pictured here. Of special patented construction, 
backfiring and leakage is eliminated which keeps the gun always 
clean. By eliminating this waste, in addition to speeding up 
loading, it becomes economical as well as a time saver. The 
new cellophane cartridge holds about a pint of caulking com 
pound. It is put up in nests of 8 and packed 4 nests to a shipping 
carton; a total of 32 cartridges, available in various colors. The 
caulking gun may also be used for bulk caulk. 


Use coupon page 84 


SIGNAL-GRAPH 





No. A27 


Mc ACCURATE TIMING OF industrial processes such 
as the operation of pickling vats, and moulding rubber, 
bakelite, and other plastics, is made possible by the improved 
signal-graph illustrated here. Controlled by an electric switch, 
it may be located at any distance from the machine. In opera- 
tion, the signal-graph automatically measures the processing 
time for which it has been set and signals the operator when that 
period has elapsed. At the same time processing time of each 
operation is automatically recorded, as well as the loading or 
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jnactive time, on a chart calibrated in minutes. Thus an accurate 
permanent record is made. Operated by a synchronous motor 
resulting in accurate time measure, more uniform processing is 
made possible, and the operator is relieved from the strain of 
constant concentration on the timing factor. 


Use coupon page 84 


AIR MOTORED 
MIXERS 


No. A28 


NEW MOUNTING that 

holds air motors of the 
direct drive type with variable 
speeds ranging from 30 to 6,000 
RPM has a laterally swinging 
cross arm which holds the motor 
with direct drive shaft and pro- 
peller. The cross arm is adjust- 
able up and down a vertical 
bar and can be fixed at any 
height. The ease of lowering 
the agitating unit (weight 15 
Ibs.) into the tank and raising 
it when the operation is com- 
pleted is the main feature of the 
mounting. The illustration shows two extremes in the series: 
the small model for laboratory work and the 5 ft. stationary 
unit for production work. Shafts and propellers are standard 
in chromium-plated or stainless steel. Other metals are available 
to meet unusual conditions. 











Use coupon page 84 


COOLER 


No. A29 


HIS NEW UNIT COOLER has two main purposes: to 

cool rooms during hot weather, and to provide cold drinking 
water. The portable unit is backed to a window which is raised 
high enough to accommodate the intake and outlet ducts, con- 
nected electrically to a wall or floor plug, and the air is circulated 
through extra heavy duty cooling coils, cooling and dehumidify- 
ing it. At the same time a nominal portion of the air is expelled 
out-of-doors and a quantity of fresh air is drawn in through a 
filter. The low velocity electric fan gently induces a carefully 
directioned influx of air, eliminating all strong drafts, yet 
handling air at the rate of 425 cubic feet per minute. A socket 
fitting at the top of the housing takes an inverted water bottle 


May 1939 


All Signs“Point’ to 
BOSTON 


BOSTON 


SELF FEEDER 


NO.4 





For Cutting Pencil Expense 


From every point of view, Boston SF-4 Sharpeners will save 
money for you by feeding the pencil itself it prevents sharpen 
ing off center...a ial proof unit. Boston Speed Cutters 
equipped with (15 cutting edges instead of 12) outlast ordi 
nary cutters by 25%. Over-size chip receptacle—and a dozen 
other important advantages which make Bostons “winners on 
points” for offices and factories . . . Equip them today! 


| C. HOWARD HUNT PEN CO. CAMDEN, N. J 
| 


|b RO MO), 


PENCIL SHARPENERS 
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2 Controlled quality from steel to fini 
ae: : Parnes’ answer to the day's demand for produ 
bois > on ell < Still more production. 
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A modern steel mill ou 


Larg ve amounts are a 


The Wallace Bienes Company . srisToL, connect! 


DIVISION OF ASSOCIATED SPRING CORPORATION 


SPRINGMAKERS FOR MORE THAN THREE QOLARTERS OF A 


‘FICIENT PLANNING FOR GREATEST ECONO 
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BLADES 


Just try Barnes Blades! Tell us your cut- 
ting problem—let us suggest a blade to 
whip it economically. 


W.0O. BARNES CO., INC. Detroit, Mich. 


































SCREW MACHINE PRODUCTS 


BOLTS NUTS SCREWS 
DROP FORGINGS WRENCHES 





WRITE FOR NEW CATALOG 





RHODE ISLAND TOOL CO. 
140 Dart St. Providence, R. I. 











OI ol 


LARGE ROOMS, NEWLY 

FURNISHED & DECORATED 

SINGLE from $3. DOUBLE $4.50 

TWO POPULAR PRICED 
RESTAURANTS 

1 BLOCK FROM PENN. STATION 


B.&O. Motor Coaches stop at our door. 


note. MSALPIN 


BROADWAY AT 34th ST., NEW YORK 
Under KNOTT Met. John J. Woelfle, Mgr. 
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for delivery through a cooling coil in the housing to a faucet at the 


side. The refrigerant used is Freon which is odorless, non 


tl 


poisonous, and harmless 


Use coupon page 84 


HAND WASHING 
DEVICE 


No. A30 





rWNHIS SELF-CONTAINED UNIT provides the convenience 

Ds warm water and soap at all times. 100% sanitation is 
claimed, based on the fact that the warm showering water is re 
leased by a foot pedal and the liquid soap comes out all around a 
soap plunger, cleaning it each time it is used. The water is 
held in the unit itself, in a six-gallon stainless steel tank. Step 
ping on the pedal releases the water through the shower head by 
gravity As there is no force, a thorough hand washing can be 
had with from six to eight ounces of water. The unit provides 
its own heat, heating the water right in the unit. In the ele 
trically heated models, the water is held at an even temperaturs 
by means of thermostatic control Three models are available 
one for use where no running water or electricity is available, 
another where electricity is available but no running water, and 
a third which is automatic for use where both running water and 
electricity are available The unit is about the size of a small 
refrigerator, fabricated of metal throughout, and the body is 
finished in dark green enamel with a bowl of light green porcelain 


enamel 


e coupon page S4 


STORAGE RACK 





No. A3l 


HIS NEW STORAGE RACK has an assembly which in 

cludes a counter-balancing spring mechanism supporting a 
platform under the bottom boxes and holds them, one above the 
other, so the top one is always flush with the top of the rack 
In operation, when the top box becomes empty and is removed, 
the decreased weight allows the platform to rise, bringing the 
next full box into position. The process is reversed when load- 
ing the rack, for, as the increased weight of each full box is added, 
the platform descends. Made for stationary or portable use in 
sizes and capacities to handle anything of uniform size and 
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weight that can be stacked, individually or in containers, such as 
tote boxes, pans, trays, circular discs, and china ware, every 
piece is available at the same convenient height without stooping, 
reaching, or lifting. A slot on the side enables the operator to 
see when the rack needs loading. Electrically heated units, 
thermostatically controlled for uniform or fixed temperatures, 
are available for pre-heating or special purposes. 


Use coupon page S4 


FLOOR MATERIAL 





No. A32 


HE MAJOR USE OF ROXITE is in the field of installing 
| = maintaining floors and it is recommended for use with any 
floor patching material, high early strength cements, portland 
cement, and mastic floor patching material in place of sand and 
stone. Roxite is composed of mined or quarried black quartz 
and diabase which is crushed and pulverized. In order to 
insure cleanliness it is washed free from any trace or accumulation 
of silt, 
matter. 


loam, clay, vegetable or animal matter or any foreign 
It is kiln dried and the dust blown off before it is packed 
in bags. Hard enough to cut glass it is also tough enough to 


withstand an impact that will crush ordinary quartz 


Use coupon page S4 


SOAP DISPENSER 


No. A33 





HIS DISPENSER FOR granulated soap has a plastic hous 
ing which is fitted with a single screw by which adjustment is 
made to dispense any required amount of soap. Operated by a 
horizontal bar, the dispenser contains only two mobile parts, 
moving less than an inch. The bar, which can be moved by the 
touch of the finger tips, will not crack under a hundred pound 


pressure. The hand is in the proper position (palm up) to receive 


the amount of soap for which the dispenser has been set as the 
“bleed” 


lever is operated. Featuring an instantaneous cutoff, 
is prevented after the palm is removed and no amount of vibra- 
tion can cause sifting. 
proof lock. 


Use coupon page 84 
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The plastic case is equipped with a tamper 


PRODUCTION 
with LESS FATIGUE 


if your workers are seated 
comfortably on— 


VER- 


Automatic Adjustable 
Stools and Chairs 









OLD 


They bring to every worker a_ né 
third comfort feature—‘‘Height tha 
Chair B-1721 right’’ for every job. They offer t! 
Adjustable plus value in addition to except 
from 17 to 21 seat and back comfort. Seats are 
inches instantly adjustable and self-loc 


No ratchets or tools are requ 
They bring increased comfort 
fatizue—save workers’ time. Inve 
gate the advantages they offer for 
shop and office use. 

Write for Catalog and Price List 


LABORATORY SAewaireea E Co: 


Cc. G. CAMPBELL, Pres. and Gen. Mer. 
5006 S. CENTER ST., ADRIAN, MICH. 


Leaders in the Manufacture of Laboratory and Library Furniture Since 1905 





ABBOTT BEARING BALL 


burden 
bearers 


Punishing loads, jolting shocks, endless mile 

the daily lot of Abbott Bearing Balls. 
‘‘We have been using Abbott Balls for 
over ten years now,”’ writes Service Caster 
‘‘and cannot recall a 
single reported failure.’’ You, too, will 


& Truck Company, 


find it pays to rely on Abbott Bearing Balls: 
their proved performance guarantees equally 


Jependable service in your products. 


The Abbott Ball Company 


1058 New Britain Ave. 
Hartford, Conn. 

















































Purchasing Agents will find it both advantageous 
and profitable to have a copy of the new 192 
page Darnell Caster and Wheel Manual in their 


files. Write now! One is yours for the asking! 


DARNELL CORPORATION, Ltd. 


BOX 4027-M. STATION B. LONG BEACH, CALIF 
6 NORTH CLINTON STREET CHICACO LLINO 
24 EAST 22ND STREET NEW YORK N.Y 

RNE RPORATION OF CANADA LTO... TORONTO CAN 





SAVE Up To $69.75 
on a TYPEWRITER 


with my Amazing Plan! 








THIS PLAN HAS SAVED PEOPLE 
OVER $1,000,000 ON OFFICE 
MACHINES OF ALL KINDS 


Here is an amazing plan that will save you up 
to $69.75 on a typewriter over manufacturer’s 
original price Plan used by some of the largest 
firms in the country. You can save money too. 
Send name and model of machine wanted. De- 
tails of plan and amount of money you can save 
will be sent you FREE by return mail. Write 
TODAY WITHOUT OBLIGATION, PRUITT, 
46 PRUITT BLDG., CHICAGO, 


YOU CAN SAVE MONEY TOO! WRITE for DETAILS 


on Mimeographs, Adressographs, Dictaphones, Etc. 


Easy Terms 
FREE TRIAL 





How Thomas’ Register 
Serves American Industry 


Re over a quarter of a century purchasing 
agents of every industry in the United States 
have used Thomas’ Register as a guide to sources 
for supplies and materials. The completeness and 
accuracy of the classifications have enabled them to 
receive information on all products which they use, 
and have made possible considerable savings for 
them on their purchases. The geographical arrange- 
ment of all lists, and the capital ratings for each 
company, (both exclusive Thomas’ Register fea- 
tures), make Thomas’ Register the most complete 
Directory of American Manufacturers ever published. 


Is Your Company Using 
Thomas’ Register ? 


F your company is not receiving the benefits of Thomas’ 
] Register service, we will be glad to place a copy at your 
disposal for thirty days free trial, without obligation of 
course. Send today for details of our free trial offer. 


Thomas Publishing Company 
473 Eighth Avenue NEW YORK, N. Y. 
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RIVET 
SQUEEZER 
No. A34 


ESIGNED FOR USE WITH 5/-inch. steel and 3/j6-inch 

dural and aluminum rivets, this recently developed rivet 
squeezer is just 12 inches long and weighs 7!/2 Ibs. Several 
new features make this an extremely useful tool, particularly for 
riveting where few jobs are alike and yokes, plungers, and cup 
pings are changed frequently. One of the features which pet 
mits quick changes right on the job without disassembly of the 
tool is the plunger which can be installed and removed without 
using any tools by simply pushing the plunger holder backwards 
with the fingers to automatically release the plunger. Another 
new feature is the pressure control which permits the operator 
to so regulate the pressure that it is possible to drive both short 
and long rivets during the same operation without changing the 
yoke or plunger. The tool is adjusted with this device so that 
the pressure on the plunger is allowed to build up only to the 
force required for setting the rivet. A quickly adjusted stroke 
regulator facilitates speed in riveting. The yoke frame is made 
to receive standard yokes with 15/s-inch spacing between the 
bolt holes. Many types of yokes can be made so the tool can be 
used in any position and on many different operations 


L’se coupon page 84 


CLAMP 


No. A35 





: ow NEW C CLAMP consists of two major parts, hinged 


together so that there is a double action which holds the 
work in a vise-like grip regardless of its shape. After the long 
screw has been brought down into contact, final pressure is 


applied by means of the short screw at the rear of the frame 
Tapered or irregular surfaces can thus be gripped without fear 
of creeping or shifting. The clamp is also of great advantage in 
locations where lack of space will not permit final tightening of 
the main holding screw. Under such circumstances it is only 
necessary to set the clamp to slip over the work and then tighten 
the vise screw. This hinged C clamp is available in three sizes 
with openings of from 3” to 6” and throat at 2!/,” to 3”, respec 
tively 


Your ‘‘Business Memory”’ 


(Continued from page 34) 

forcing is needed because drawers are often closed by 
pushing at this point instead of at the handle. Handles, 
sleds and gliders make for easier operation, label holders 
provide for accurate identification of contents, and 
positive stops at bottom and top to prevent a loaded 
drawer from being pulled entirely from its shell. 

Removable follower blocks are provided for partially- 


PURCHASING 
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filled drawers. Thus it is necessary to buy only one 
follower block for the last unfilled drawer, move it 
back as the drawer fills and then lift it out instantly 
for use in the next drawer. This moving can be done 
without removing the contents of the drawer. 

One reason for the popularity of the new files is the 
fact that they are ‘“‘tailor-made”’ to fit their contents. 
Regardless of size or shape of records, these files conserve 
waste space by being made to fit the form size. Files 
for confidential, semi-confidential and unusually valu- 
able records are equipped with individual drawer locks. 

Considering the improvements in steel record storage 
files, their long life, the rugged construction and heavy 
welded steel used, a buyer is likely to assume they are 
expensive. As a matter of fact it can be demonstrated 
that their cost is less than that of cardboard boxes and 
wooden shelving. 

There was a time when no business man would will- 
ingly show visitors through the department where in- | 
active and semi-active records were kept. Such rooms 
were dusty, littered and unsightly. Now, thanks to 
modern methods of filing, record rooms in thousands 
of businesses are as neat and ship-shape as front offices. 


Record filing has always been important, but now) 


with so many new forms required by law, records are 
more important than ever. 





Specifications in Buying 
(Continued from page 29) 


able to responsible vendors such specifications as they 
may be interested in, whenever it is desired to obtain 
competitive quotations or to encourage them to so 
arrange their production that they can meet the speci- 
fication. 

There is a great deal to this business of purchasing 
which may border on the side of selling and pre-educa- 
tion of the seller. By pre-education, I mean this 
that if you are purchasing lubricating oil for automotive 
cylinder lubrication, and if you have a contract, it is 
well during the year, either as vendors happen to come 
in or by asking them to come in, tou go over your 
specifications thoroughly with them. If there are 
points which they cannot meet, and it is a desirable 
company, endeavor to get them to make changes which 
are acceptable before the contract or closing time. It 
may be desirable, in such cases, that the products 
which they have to submit would alter your specifica- 
tions so slightly that they could be broadened without 
detriment to include the products of this supplier. 

In summation, the use of specifications encourages 
the study of materials, promotes research, and estab- 
lishes the most suitable product for use in your busi- 
ness. Even though the product itself may cost more or 
less money, the ultimate net cost will be lower than 
for anything else you can use, consistent with good and 
efficient processes of manufacture, or, where sales are 
involved, the desirable qualities needed. 


Address before the Metropolitan Purchasers’ Assistants Club, 
New York, April, 1939. 
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FETEX 


GUMMED 
TAPE 


Pull-tab opener in every roll. 







































e 
Processed to make it pliable 
and non-curling. 
oot 
Grooved glue surface for 
better moisture distribution. 
e 
No. 1 Northern Kraft only. 
cd 
Highest grade glues for fast 


and permanent sealing. 


CENTRAL PAPER @. 


MENASHA, WISCONSIN 
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“Our problems are different,’’ many 
New England purchasing directors, 
anxious to establish economies, tell 
this Oakite Service Representative 
Because of this, he gives them prac 
tical help. Having had four years’ 
day-to-day contact with production 
and maintenance cleaning problems 
under widely diverse conditions, he 
is able to offer constructive sugges 
tions for methods or materials cus 
tom-fitted to the individual job that 
= invariably lead directly to the 
improved, low-cost results wanted 
This same competent cooperation is 
available to you without cost or 
obligation. One of our Service 
Representatives is near you 
write to have him call. 


OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 


Representatives in All Principal Cities of the U. S. 


“OUR 
PROBLEMS 
ARE 
DIFFERENT” 





CLEANING 


MATERIALS & METHODS FOR EVERY CLEANING REQUIREMENT 
































































Supply 
BURLAP 


_. Piggy THE BURLAP market is 
h 


in a stronger position than for 
months past. Stocks at Calcutta on 
April Ist—493,700,000 yards—showed 
a decline for the first time since last 
October, when the 45-hour work week 
was initiated, and raw jute is decidedly 


scarce. 


COAL 


S OF MAY IsT, industrial stocks of 
{xX bituminous coal were estimated as 
equivalent to 39 days’ supply—actually 
somewhat less than that in view of the 
week required to get coal from mine to 
plant after operations may be resumed 
The shortage was already acute in 
many fields, with no immediate relief in 
sight and the prospect of a still more 
stringent shutdown of production 
Consumers’ stocks were reduced by 6 
million tons during the month. Onan 
overall basis, May requirements are 
about covered, but little beyond this 
period. 


COPPER 


wou STOCKS OF refined copper 
rose 13,277 tons in March, U.S 
stocks accounting for 11,538 tons, the 
bulk of the total. Curtailed produc 
tion schedules had been expected to 
reduce this figure materially, if not 
actually effecting a decline. Some fur- 
ther reduction in output is now indi- 
cated, and with warm weather and the 
possibility of outdoor work there is less 
compunction on the part of producers 
to maintain employment levels. On 
the other hand, improved sales may 
bring about a balance that will make 
; this unnecessary 


COTTON 


5 pe MAY IST ESTIMATE of cotton 
acreage shows a probable total of 
25,430,000 acres. This is 1% less than 
the April Ist estimate and 2.7% below 
last year’s final report Early favor- 
able conditions gave place to cold and 
wet weather over a large part of the 
cotton belt, delaying preparations and 
requiring extensive replanting on the 
part of those who got their crop in 
early. 
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THE MARKET PLACE 


A quick review of the market 


noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


1 ENERAL DEMAND IS moderately well 
( J sustained, in addition to substan 
tial yardage on government orders for 
sandbags, and more of the latter busi 
ness expected to develop in view of 
critical conditions in Europe and the 
resultant armament programs. Buyers 
are not resisting the higher pri 





NDUSTRIAL CONSUMPTION of bitumin 
| ous coal in April amounted to about 
22 million tons, and is tapering off with 
lower rates of manufacturing activity 
and a definite policy of conserving 
available fuel supplies. Demand is 
rapidly accumulating with each day the 
strike is prolonged. 


OMESTIC SALES OF COPPER in April 
) si 59,619 tons, the highest 
monthly total recorded since last 
October. Some of this went into con 
sumers’ stocks at attractive price 
levels, but actual use of the metal wa 
likewise maintained in good volume a 
brass mills operated at 54% of capacity 





EPORTS ON MARCH consumption oi 
R cotton indicate that there has been 
little real curtailinent of mill operations 
For the season to date, the use of cotton 
is the highest in the past decade except 
for the record season of two years ago 
Inquiry is better, and demand for gray 
goods is broadening. Much of th 
business on finished goods ts ‘“‘ru 


Market 


PRICES WERE STRONGLY up on the 

better statistics, and particularly on 
the high cost of raw jute, which is now 
at a nine-year price peak. The ad 
vance was greatest in the heavy con 
structions, but affected the entire list, 
the advance ranging from 25 to 40 


poimts 


, ewe LY, THE PRICE LIST is un 
1 changed, so far as the published 
schedules are concerned Actually 
there is no market level, as emergency 
conditions prevailed throughout the 
month and prices were steeper on the 
limited supplies that changed hands in 
April, and that strength influenced the 
entire fuel list 


flew COPPER MARKET was on a dual 
price basis of 10%/, and 111!/, cents 
for the first third of the month, but the 
large producers met the lower figur« 
and then followed independent quota 
tions down in two further reductions to 
10 cents on the 21st. European prices, 
which had failed to follow earlier re 
ductions in this market, also weakened 
at this time. There was a rebound to 


Q'/s cents in the closing days of the 
month, but the price was back to 10 
cents in the first week of May. 


AW COTTON PRICES dipped to new 
i lows for the year in the first week 
of April, but recovered promptly and 
went to new highs before the end of the 
month, all within a relatively narrow 
range¢ Prices on some print cloths 
and sheeting were advanced. Cor 
poration printers have announced new 
and lower schedules on fall lines, ending 
the ‘‘at value’”’ basis and making a 
spread of only 4'/2 cents between gray 
and finished goods. 


PURCHASING 
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IRON and STEEL 


gene OPERATIONS RECEDED with 
‘ 





each successive week in April 
Opening the month at the relatively 
satisfactory pace of 56.1%, operations 
dropped to 54.7%, 52.1%, 50.9% and 
418.6%, and were down further to 
17.8% in the first week of May. While 
some of the decline can be attributed 
to special factors such as the conserva- 
tion of fuel, it was clear early in the 
month that the peak for the first half 
year at least was past. The decline 
was tempered by some good tonnage 
in structural shapes, concrete reinforc- 
ing bars and tin plate. 


LUMBER 


UTPUT OF LUMBER was steady dur- 
O ing the first half of April, and 
stepped up 4% in the second half to 
67% of the 1929 weekly average. 


NAVAL STORES 


YPRING PRODUCTION started off slowly 
S but picked up strongly in April. 
Southern stocks of turpentine were 
down 2%, rosin stocks up 1% during 
the month. Release of government 
stocks may be accelerated by permit- 
ting 50% of current sales to be drawn 
from this source. 


THE SAFE WAY TO CUT 
WASHROOM COSTS 


Here’s the inexpensive 
way to help keep employes 
on the job—and off the 
sick-list. For the Onliwon 
service checks the spread 
of contagious disease. 

Towels and Tissue are 
both dispensed from 
locked, sanitary cabinets. 
Phone your local A. P. W 
distributor, or write to 
A. P. W. Paper Company, 
Albany, N. Y. 


Onliwon Towels and Tissue 


The economy washroom service 





Demand 


( YONSUMPTION OF STEEL in April con- 
A tinued better than production 
figures would indicate, and the month’s 
sales compare favorably with those of 
March 
conservative, and small orders made 


Hope for 


Buying policy was highly 


up the bulk of the business 
summer trade is principally sought 
from the automobile, agricultural and 
War threats offer little 
in the way of immediate demand 


railroad fields 


\ 





‘HIPMENTS WERE IN good volume 
S about 69% of the 1929 weekly 
average, but tapered off slightly in the 
closing week. Construction is develop- 
ing slowly. 


| EMAND IS LIGHT, and a considerable 
) proportion of the offers for turpen- 
tine are at prices which producers refuse 
to consider. The outlook is fairly 
optimistic, with first quarter paint 
sales up 11% over 1938 and seasonally 
increasing, but the actual business is 
slow to develop 





Market 


'TEEL PRICES WERE held, for the 
S most part, at first quarter level 
at which leading producers had r« 
ported rather encouraging earnings at 
the operating rates then in effect 
Several soft spots did develop, how 
ever. Plate prices were shaded $2 pe 
ton by one producer on the 18th, on a 
sizable railroad order, and the scrap 
market sagged, particularly in the 
west. In view of lower operations, thi 
latter adjustment was to be expected 
and would scarcely be regarded as a 
strong factor influencing the primary 
schedule. 


UMBER PRICES GENERALLY firmed in 

4 April. Southern pine was up 
21/,% to $23.27, close to the year’s 
high. Hardwood prices ruled steady 
and unchanged. 


PRICES WERE IRREGULAR in April, 

and down to a level which meant 
no business. The sharp break cam« 
early in the month. Turpentine wa 
slashed by 4'/, cents and rosins 2 
to 85 cents. There wasa slight r 
covery from the extreme lows, but th 


month’s loss was a substantial one 
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Supply 


PAPER 


TEXHE PAPER PRODUCTION rate ad 
I vanced to 86.6% in the first week 
of April, a better record than had been 
reported for nearly two years, but 
tapered off during the month so that 
the monthly average is comparable to 
that of March. Paperboard produc- 
tion followed a similar pattern, going 
to 74% in the first week, but dropping 
7 points by mid-month. Domestic 
newsprint mills are at close to capacity, 
but Canadian output has been cur- 
tailed in line with restricted demand. 


PETROLEUM 


YRUDE OIL OUTPUT was sharply up in 
( A April, reaching a daily average of 
3,526,700 barrels. Stocks of crude 
were up, and gasoline stocks, which 
showed the first decline of the season 
early in the month, were again rising 
Stocks of heavy fuel oil on the Atlantic 
seaboard are low—only about one-half 
of last year’s figures. The Bureau of 
Mines estimate of May requirements is 
slightly below the April total 


RUBBER 


YTOCKS OF CRUDE RUBBER in the 
kJ U.S. are now down to five months’ 
supply at current rates of use, and 
there is some concern in all consuming 
countries over the question of whether 
sufficient shipping facilities will be 
available to bring in supplies in case of 
a war emergency. The Regulation 
Committee has thus far declined to 
alter second quarter quotas to take 
care of this situation, and there is 
consequently little opportunity to build 
up stocks above present levels. Ma- 
layan shipments were up 600 tons, or 
1'/.%, from March 


TIN 


fon EXPORT QUOTA ON TIN is being 
maintained at 40% of standard 
despite more favorable conditions in 
both price and demand. This pace is 
quite adequate to meet current require- 
ments unless armament demand should 
rise sharply. Early reports on world 
production indicate a reduction of 
about 3% from the 1938 rate 


ZINC 


rFINC CONTINUES AS the least spec- 

4 tacular of the metal markets 
Output of concentrates and slab metal 
were fairly well maintained at previous 
rates. 
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Demand 


EMAND CONTINUES FAIR in most 
D lines, though consumption has 
been below earlier expectations. Sales 
volume in general is running up to 20% 
ahead of last year, but newsprint is 
lagging by 10%. Particular strengt!] 
is indicated in sulphite and tissues 





EMAND FOR PETROLEUM products 
D was good in April, not only for 
motor fuel in which a seasonal develop 
ment of demand was naturally expected 
but in heating oils and heavy fuels as 
well, possibly reflecting some substitu 
tion for coal. Buying was active in all 
bulk markets 


7 SALES AND SHIPMENTS are sea 
sonally improving to the best levels 
in a year and a half, and consumption 
is generally on the upward trend 
creating a tighter statistical situation 
Factory buying was active in early 
April, and many futures contracts wer« 
switched to actual deliveries. Dealer 
selling in the latter half of the month 
reversed this policy 





pes CONSUMPTION OF TIN is down 
16% from 1938, U.S. consumption 
down about 9.8% but improving with 
the increased activity in tin plate 
operations. April buying started in 
routine fashion, but reached the highest 
levels of the year as the price advances 
got under way. 


EMAND WAS ROUTINE So far as sales 
nics concerned, but shipment 
were consistently in good volume 
throughout the month. 


Market 


R PRICES WERE steady and 
generally strong. Jute wrapping 
was slightly down in April, the rest of 
the list unchanged. Newsprint is ona 
dual price scale, domestic mills quoting 
$48, while the Canadian product still 
brings $50. The trend in raw mat 

rials is firm, with several advances ri 
ported—in shirt cuttings, roofing rag 
and old bagging 


rYXHE PETROLEUM PRICE structure 

| firmed materially in April. Mid 
Continent crude was up 8 cents a barre] 
to $1.10. Tank car prices of gasoline 
throughout the east advanced '/,-cent 
and were strong at the higher level 
Bunker C oil was up 10 cents a barrel 
and the market was distinctly buoyant 
in tone. Lubricating oils advance 


1/, to !/o-cent. 


P| NHE SPOT PRICE OF RUBBER advanced 
| fractionally from 15'5/;, cents to 
16'/ig cents over the month, in a very 
narrowly fluctuating market. The 
course of quotations was: an advance 
to the higher figure in the first week 
followed by a gradual decline to 15%/, 
cents at mid-month. From this point 
the price advanced slowly to recover 
the loss just as the month closed 
Immediately after the first of May 
quotations had again slipped below lt 


cents 


rJX\HE NARROW PRICE RANGE of March 
| continued through the first half of 
April, when a strong advance carried 
up to 46.85 cents, a new high for the 
year. The advance then gained mo 
mentum rapidly, rising to 49.45 cents 
at the end of the month in a strong 
market. 


rZINC PRICES WERE unchanged in 

4 April, at 4'/2 cents for slab zin 
and $29.00-$30.00 per ton for concen 
trates. The market tone was generally 
weak. 
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SHARPENER REMOVER 
Self Feed, Chrome This device removes, by slight pressure of the fingers, 
a clinched staples neatly oe ane it saves - Paper as 
ucture ’ N well as the finger nails. A unique feature of the handy 
Mid At Your Stationers ACE Stap'e Remover is that the withdrawn staples are 
4 ( held firmly on the remover. There is absolutely no danger 
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— rowning C levemen of the finest select steel, hardened, chromium plated, the 
solins of the A R E ACE Staple Remover will give many years of satisfactory 
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iowa Typewriter Leader of the World Made by Ace Fastener Corporation, Chicago 
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A Size and Style for EVERY PURPOSE 


ARROW Fastener, Inc 
112 Bleecker St.. New York City 
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ALWAYS WORKS 
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mee ME OUTLOOK ENVELOPE CO. FOR ORGANIZATION USE 
1001 W. WASHINGTON BLYVD., CHICAGO, ILL. 





Equip your employees with 
Autopoint mechanical pen- 
cils instead of wood pencils. 





an entirely new and different record- 
ing device for office dictation and 
Saves time; reduces costs. for recording conferences, meetings, 
Visit our boothat the Inform- etc. Most satisfactory and economi- 
A-Show for details, or write. cal recording PERMANENTLY on 
AUTOPOINT COMPANY, Dept. PSE-5 ilm costing approximately 25 cents 
1801 Foster Avenue, Chicago, Illinois per hour CAN be amplified through 


loud speakers. For details— 


MILES REPRODUCER CO., INC. 


Specify MONGOL 
PENCILS for 


office economy - 
arch ee = A he WOBBLE 
i” | | GUARANTEED an 
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| [ust? An Entirely New and ing, Storeroom, Production, Food Products, sncaniel 
~~ NO _ Different Pen and Ss C A L E q 
zine fy Pencil 
cen Over 150,000 TRINER 
-— CARBON PAPER SCALES in U. S. Postoffices 
Will not stick, ‘‘tack,’’ smudge nor a & ne = —— 
blue. Outstanding advantages: = gned for extraordinary weighing requirements 
Greater Wear . .. Clearer impressions Phone the Royal Typewriter Company, Inc.— ee en a oe 
ING geen me brilliant colors . . . or the local representative—in your city for TRINER SALES CO. 
: a demonstration. Give it the DESK TEST. 1441 Merchandise Mart, Chicago, IHlinois | 





DISTRIBUTORS IN ALL PRINCIPAL CITIES 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factory: Glen Cove, L. I.. N. Y. 





It costs nothing, proves everything. 

















APRIL 4-5 


St. Louis—Eighth Annual Mem- 
ber Products Display of the St. 
Louis Association at the Hotel 
Jefferson. 

Tuesday luncheon meeting. 
Speaker: Dr. James Shelby 


Thomas, ‘New Frontiers’ For 
Smart People. 

meeting. 
Renard of 


Tuesday banquet 
Speaker: George A. 
New York, Executive Secretary- 
Treasurer of the N.A.P.A., ‘More 
Politics! Or, 
a Break?” 
Wednesday 


Is Business Getting 
luncheon meeting. 
Joint meeting of the St. Louis As- 
sociation and the Sales Managers’ 
Bureau. Speakers: Herbert De- 
Staebler, P. A., Lambert Pharma- 
cal Co., “If I Were a Salesman,” 
and Willard 
Manager, 


Assistant 
Electric Co., 
“If I Were a Purchasing Agent.”’ 


Henges, 


Graybar 


APRIL 4 


Oakland—Luncheon meeting of 
the East Bay Group, Northern Cali- 
fornia Association, at the Lake 
Merritt Hotel. Speaker: Albion 
Ross, Foreign Editor of the San 
Francisco Chronicle, ‘‘Why Is Dic- 
tatorship Getting Ahead of De 
mocracy ?”’ 





POSITION WANTED 


CHEMICAL ENGINEER graduate desires 
position in Purchasing Department. Has 
7 years broad training in natural and manu- 
factured gas industries. Location and salary 
secondary. At present employed. Anglo- 
Saxon American, single, 28 years, Protestant. 
Address Box 501, % PURCHASING, 11 
West 42nd St., New York, N. Y. 











) for 7. 









(LOLA 4f- 
BOLTS 
NUTS 
SCREWS 
RIVETS 


LARK 


BROS. BOLT CO. 
MILLDALE, CONN. 


1854 1939 
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Among the Associations 


Seattle—Inspection trip of the 
Washington Association, on the 
Union Oil Co.’s new 13,000 ton oil 
tanker, the S. S. L. P. St. Clair was 
preceded by a luncheon by the 
company in the Union Oil Building. 


APRIL 6 
Oil City, Pa.—Dinner meeting of 
the Northwestern Pennsylvania As- 
sociation. 
and by-laws were approved, afford 


Proposed constitution 
ing the association affiliation with 
the N.A.P.A. Speakers and dis 
leaders: E. F. MeCul 
lough, of Bradford Electric Co.; 
J. M. Moore of Sloane & Zook; 


cussion 


W. J. Scott of Wolverine-Empire 
Refining Co.; A. W. Clinger of 
Pennzoil Co.; G. A. Carlson of 
Furnace Iron Co.; and D. F 
Manion of Manion Steel Barrel 
Co. 


San Francisco—Luncheon meet 

ing of the Northern California As- 
sociation at the Palace Hotel. 
Sound film, ‘“‘Materials,’’ and edu 
‘Color Harmony, 

presented by the Chevrolet Com 
pany. 


cational film, 


Birmingham— Luncheon meeting 
of the Birmingham Association at 
the Redmont Hotel. Speaker 
Jesse Yeates, Vice President of 
McKesson & Robbins, Inc., ‘‘Labo 
ratory 


Supplies, Including Hos 


pital Supplies.”’ 


APRIL 10 
Reading—Round table 


sion of business conditions by the 
Reading Association at the Iris 
Club. 


discus 


New Orleans—Dinner meeting 
of the New Orleans Association 
at the St. Charles Hotel. 
reels of motion pictures, ‘‘Alumi 
num—Mine to Ingot”’ and “Fabri 
cating 


Two 


Processes,’ presented by 
A. P. Hall of the Aluminum Com 
pany of America. The following 
officers were chosen for the com 


ing year: President, Lewis E. Stein 

















































of Standard Fruit 
Co.; Vice Presidents, 
Morvant of Realty Operators, Inc. 
and C. F. McDougal of Freeport 
Sulphur Co.; Secretary, Frank ] 
Basile of the National Bank of 
Commerce; 7reasurer, G. A. Lyn 
ker of American Sheet Metal 
Works; Nattonal Director, A. G 
Clark of McWilliams Dredging 
Company; Alternate National Di 
rector, W. B. Eagan of Brook Tar 
paulin Co. 


& Steamship 
Emile L 


Houston— Meeting of the Hous- 
ton Association at the Rice Hotel 
Turner, ‘‘The 
Y.M.C.A. and Its 


Speaker: Herbert 
Story of the 
N eeds. 


APRIL 11 


New York—Dinner meeting oi 
the Metropolitan Purchasers’ As- 
sistants Club at the Hotel Great 
Northern. Speaker: Harold K. La 
Rowe, Assistant Purchasing Agent, 
Dairymen’s League Co-operative 
Association, Inec., and President 
of the New York 

The Technical Side of Specifica 
‘“New York 
sponsored by 
1939, 


Association, 


tions. Film: 
World's Fair, 1939’ 
New York World's 


Inc. 


Fair, 


Indianapolis—Luncheon meet 
ing of the Indianapolis Association 
in the Athenaeum. A. F. Austin 
conducted a “Quiz” program. 

Cincinnati—‘‘ National Presi 
dent’s Night,’’ dinner meeting of 
the Cincinnati Association at the 
Hotel Netherland Plaza. Speak- 
ers: Jos. W. Nicholson, President 
of the N.A.P.A. and P. A. of the 
City of Milwaukee; Thomas D. 
Jolly, Vice president of the Sixth 
District and P. A. of the Aluminum 
Company of America. 


Tulsa—Dinner meeting of the 


Tulsa Association. Discussion, 
Purchasing for Employees’ led 
by E. W. Heistand, Manager of 


Sears, Roebuck & Co., Tulsa. 


PURCHASING 
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Oakland—Luncheon meeting of 
the East Bay Group, Northern Cali- 
fornia Association, at the Lake 
Merritt Hotel. ‘‘Trees and Men,” 
sound motion picture of the lumber 
industry, presented by the Weyer- 
haeuser Lumber Co: 


Vancouver—Dinner meeting of 
the British Columbia Association, 
at the Vancouver Hotel. Speaker: 
W. L. Comyn of the West African 
Service, “World Shipping.”’ 


APRIL 12 


Dayton—Dinner meeting of the 
Dayton Association at the Engi- 
neers Club. Speakers: Joseph W. 
Nicholson, President of N.A.P.A. 
and Purchasing Agent of the City 
of Milwaukee; and Thomas D. 
Jolly, Vice President of the Sixth 
District. 


New Bedford—Plant visit of the 
Rhode Island Association at the 
New Bedford plant of Revere 
Copper & Brass, Inc. and to the 
adjoining Scott Boat Building 
Plant. The visit was preceded by 
a luncheon at the New Bedford 
Hotel. 


Minneapolis— Dinner mecting of 
the Twin Cities Association at the 
Radison Hotel. Speaker: Dr. A. J. 
Pacini, Director of Research, 
Archer- Daniels- Midland Co.,‘‘Vita- 
mania.” Technicolor 
“Manufacture of Steel’ presented 
through courtesy of the Carnegie 
Illinois Steei Co. 


movies, 


Chalmette—Plant visitation of 
the New Orleans Association to 
the American Sugar Refinery, with 
an al fresco luncheon. 


APRIL 13 


Chicago—‘‘Election Night’ din- 
ner meeting of the Chicago Associa- 
tion at the Hotel Sherman. 
Speaker: Thomas J. Byrne, Jr. of 
Byrne, Byrne and Hahn, Insurance 
Counsellors and Agents, “Sudden 
Trouble—It Can’t Happen To 
Us.” The following officers were 
chosen for the coming year: Presi- 
dent, A. V. Pleasance of Mont- 
gomery Ward & Co.; Vice Presi- 
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HAVE YOU Got B®” 
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E 
_ COASTER 


LIGHTING IN YOUR PLANT? 





With lighting fixtures too far apart, poor distribution as shown in the top 


illustration, is the result. For best seeing conditions, the illumination in foot- 
candles throughout the work area should be reasonably uniform. Properly 
spacing the lighting fixtures, as shown below, results in greater uniformity. 





‘HFYOLLER COASTER” lighting is 
poorly distributed or uneven light- 
ing. When the amounts of light directly 
beneath a light source and midway be- 
tween light sources vary greatly, you 
have a lighting curve that resembles a 
roller coaster with its sharp dips and 
climbs. 
The extreme contrasts that exist be- 
tween bright and dim areas may cause 
eyestrain ... slow up production... 
increase operating errors ... and con- 
stitute accident hazards. Seeing is dif- 
ficult because workers’ eyes are con- 


GENERAL @ ELECTRIC 
MAZDA LAMPS 


They stay brighter longer 





tinually trying to adapt themselves to 
the many lighting conditions in the 
working area. 

In general, direct lighting units should 
be spaced no further apart than their 
height above the floor. Where supple- 
mentary lighting is required, general 
lighting should also be used. 

Write General Electric Co., Dept. 166- 
P-E, Nela Park, Cleveland, O., for 
the new booklet, 
“Lighting for 
Production in 
the Factory.” 
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BLUE STAR seauine tar 


A first time for PLANET 
Blue Star Sealing Tape is all 
we ask. Ride along just 
once—and you'll ride regu- 
larly, for users of McLaurin- 
Jones PLANET Blue Star 


Tape are sure repeaters. 


. and we mean that some 
of the biggest shippers from 
coast to coast find PLANET 
Sealing Tape the sturdiest 
and safest. On the toughest, 
bumpiest rides . . . with even 
greater manhandling than 
shipments it seals are likely 
to get in transit, PLANET 
grips hard . . . sticks like a 
leech . . . does the perfect 
sealing job! Try it... ask 
your paper merchant or write 
for free sample coil. From 
then on you'll specify 
“PLANET” Blue Star Seal- 
ing Tape! 


* 


OTHER PRODUCTS inthe 
McLaurin-Jones line, of interest 
to purchasing agents. include 
McLaurin-Jones Guaranteed Flat 
Gummed Papers; Ware Metallic 
Casein Coated Papers; Ware 
Metallic Pyroxylin Coated Papers 
Ware Foils; Ideal Gummed Veneer 
Tapes; Ideal Gummed Hollands 
. . and a variety of allied items 
Ask your paper merchant or write 
us for details 


f 


4 


VVVMVVVIIJICZUU@_ 


iy 


v/ ¢ ro WY Uf 
f Y YY 
Mc LAURIN-JON ES YY 


— 


\ Gas 


YY 
Mugg LL Me Vez 
ony vf “yy Vn,gyt uray, nyfy nyu 
wily jolts bevinpyy uly, lily “yl 
Lethe Wy wy Uhr gubhyunabiny 4 hea 
ttl Witt Wy, UY ZZ Stn lh Ya 


witjiy Yun Vy ble Y 





/ 


MCCS ASS 










a 


 iegaamye 


dents, H. L. Brueggmann of Acme 
Steel Co. and T. H. Tredwell of 
W. C. Ritchie & Co.; Treasurer, 
G. W. Simons of Darling & Co.: 
Secretary, L. R. Seen of Borg & 
Beck Div. of Borg-Warner Corp. 


Dallas—Luncheon meeting of 
the Dallas Association. 
Tom Gooch, Editor of the 
Herald. 


Speaker 
T1 1€S 


Seattle—Dinner meeting of the 
Washington Association at the 
Washington Athletic Club 


Speaker: Joseph Demmery, Pro- 


fessor of Business Fluctuations at 


the University of Washington, 
“Current Economic Trends.’”’ 
Sound film “Plastics Preferred,’ 


through courtesy of Modern Plas- 
tics. The following officers were 
chosen for the coming year: Presi 
dent, Karl L. Bates; Presi 
dents, Carroll G. Halloway and 
H.H. Clarke; Secretary,G.S. Drury; 
Treasurer, C. V. Cooper; Trustees, 
Roy C. Hull, Walter Dykema, 
H. R. Morrison, E. R. Thatcher. 


Vice 


San Francisco—Luncheon meet 
ing of the Northern California As- 
sociation at the Palace Hotel 
Speaker: Hervey DeBivort of the 
Matson Navigation Co., 
tion—Current Technical, 
and Economic Aspects.’ 


** Avia- 
Political 


Duluth—New officers of the 
Twin Ports Association include the 


following: President, Philip 
Bourne; Vice President, Reuben 
Ruckdashel; Secretary, Fred 
Brooks; National Director, Ever 


ett Hjerpe; Director, Fred Connor 


Birmingham—Luncheon meeting 
of the Birmingham Association at 
the Redmont Hotel. 
Herbert S. Salmon, 
Alabama Coal Trade Extension As 


Speaker 
President of 


sociation, ‘‘Birmingham’s Interest 
in the Coal Industry.” 


APRIL 14 
Los Angeles—12th 


dustrial Exposition sponsored by 
the Los Angeles Association with 
the co-operation of the Sales 
Managers’ Club, Los Angeles Op 


annual In 


BELT 


WIREGRIP 


Belt Hooks 


Aligning Card tha 


tion, prevents ther 
vents hook loss tron 
handling, 
waste of short ends 
Every 
Hook can be used 


Flexible BELT LACING 
STEELGRIP is a stronger lacing for a 
power and conveyor belts 
smoothly into belt, compresses ends, pre 
vents fraying, 2-piece hinged rocke 
pins prevent excessive wear. 
or long lengths. 


Armstrong-Bray BELT CUTTER 


will easily, quickly, cutall types of leather 
rubber and fabric belting up to 8” wide 
Eliminates waste—insures a square cut 


Write today for Catalog and Circulars 

m ARMSTRONG- BRAY 

’ & CO. 

“The Belt Lacing 
People"’ 


©" 321 Loomis Ave., 
: CHICAGO, U.S.A. 


timist Club and the Los Angeles 
Chamber of Commerce, at the Elks 
Club. 

Luncheon meeting. Speakers 
Leonard Read, Chamber of Com- 
merce General Manager, and Shel 
don Elliott, Associate Professor of 
University of California Law 
School. 

Banquet session. Speakers: H. M 
Burgeson, Sales Manager, ; Be 
kins Van and Storage Co., ‘‘The 
Side of 


Jessup, 


Professional Business’; 


Hon. 
Board of Supervisors, Los Angeles 


Roger Chairman 
County, ‘Business in County Gov 
ernment’; and James L. Beebe, 
President, Chamber of Commerce, 
“Los Angeles Moves 


Forward.’’ 


Industry 


Toronto— Dinner meeting of the 
Toronto Association. Speaker: S. B 
Manu 
facturing Association, on the work 


Brown of the Canadians’ 


ings of the recent Transport Act 
and its effect on Canadian shippers 


APRIL 15 


New Orleans—Annual Barn 
Dance of the New Orleans Associa- 
tion at the Sail Loft of the Foster 
Machine Co. 


Fort Worth—Council meeting 
of District No. 2, N.A.P.A. W. L. 
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Clinches 


In boxes 
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James, P. A. of the Stanolind Oil & 
Gas Co., was nominated as Dis- 
trict Vice President. 


APRIL 17 


Boston—Dinner meeting of the 
New England Association at 
Schrafft’s. Speaker: C. F. Kleb- 
sattel of Rohm & Haas, ‘‘Fore- 
cast Versus Fulfillment.” The 
meeting was preceded by an after- 
noon meeting with a sound film 
“Modern Magic in Fire Protec- 
tion’’ presented by Rockwood 
Sprinkler Co., followed by a Winter 
Sports film. 


Neenah, Wis.—Dinner meeting 
of the Milwaukee Association at 
the Valley View Inn. The meeting 
was preceded by plant visitations 
at the Neenah Paper Co. and the 
Lakeview plant of the Kimberly- 
Clark Paper Co. 


APRIL 18 


Pittsburgh—Annual meeting of 
the Pittsburgh Association at the 
Hotel William Penn. Speaker: 
Stuart F. Heinritz, Editor of Pur- 
CHASING, ‘Back to Competition.”’ 
The following officers were chosen 
for the coming year: President, 
W. E. Bittner of Diamond Alkali 
Co.; Vice President, L. M. Potter 
of Vanadium-Alloys Steel Co; 
Treasurer, E. C. Buerkle of Na- 
tional Bearing Metal Corp.; Sec 
retary, C. H. Rindfuss of Pitts- 
burgh Screw and Bolt Corp.; Na- 
tional Director, J. M. Knowles of 
Consolidation Coal Co; Dvtrectors, 
Walter Brubach of Gulf Oil Corp , 
N. J. Crain of United Engineering 
& Foundry Co., Alan A. Garland of 
American Radiator & Standard 
Sanitary Corp., A. N. Johnston of 
Jones & Laughin Steel Corp., and 
I. E. Walton of Heppenstall Co. 


New York—Dinner meeting of 
the New York Association at the 
Builders’ Exchange Club. Speaker: 
Dr. Neil Carothers, Director, 
College of Business Administra- 
tion, Lehigh University, ‘‘The 
Present Business Situation.’”’ The 
meeting was preceded by an after- 
noon forum on ‘‘The City Sales 
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BOILER TUBES 


SEAMLESS STEEL 
CHARCOAL IRON 
LAPWELDED STEEL 





BARS PLATES 
SHEETS SHAPES 


A B MURRAY CO: 


165 WOLCOTT STREET 
BROOKLYN, NEW YORK 





7 
MY JOB’S 
TO KEEP 

OLD RECORDS 

SAFE! 









LIBERTY RECORD 
STORAGE BOXES 


Protect your inactive business records 
against loss or damage with Liberty Record 
Storage Boxes. 


They cost but a trifle, yet keep all records 
safe, clean, orderly, available when needed. 
Come collapsed. Set up 
instantly. Stock sizes 
for every standard 
form. Liberty Boxes last 
20 years ... and more! 


Free Sample! Write us 
on your letterhead! 


BANKERS BOX CO. 


538 So. Clark Street Chicago 
Sold by Leading Stationers 





UALITY 
ABRASIVES 


’ y MARK 


ALUMINUM OXIDE 
SILICON CARBIDE 
CORUNDUM 


TRADE 


(AFRICAN) 
TURKISH EMERY 


Refiners and Makers 
re) 


ABRASIVE GRAINS 


AND 


FLOURS 


AMERICAN ABRASIVE COMPANY 


WESTFIELD, MASS. 




















































Business Systems 
“ of To-day and To-morrow/ 


VISIBLE BOOKS FOR PURCHASE RECORDS 


are more compact, require less space, are easier to operate 


and more convenient to use. Exact information is always 
at your finger tips. We regularly carry in stock a wide 
range of forms especially designed for Purchasing offices 
Inventory and Stock Records, Quotation and Consumption 
Records, etc. These are fully illustrated in our new 
Catalog ““G’’—send for your copy today. 


LOOSE LEAF EQUIPMENT FOR ALL NEEDS 


A comprehensive assortment of Binders and Forms for 
most every conceivable purpose—for both Machine and 
Pen Posted Records. Also Covers for Catalogs and 
Advertising purposes. Our Special Wholesale proposition 
to large users saves money! 








The C.E. SHEPPARD CO., 


44-05 21%! Street, - LONG ISLAND CITY, N.Y. 


99%+ 


PURE 
NICKEL 









DO YOUR SHOP A FAVOR—\] 
SUGGEST 


SEYMOUR 


/ 





““Seycast’ 


NICKEL ANODES 


A new 99% + pure cast nickel anode. Designed for bright nickel baths 
but highly efficient and economical in any hot Watts bath having a pH of 
4.5 electrometric or lower. Even corrosion, practically no sludge. Write 
for details today. 


THE SEYMOUR MANUFACTURING CO., 55 Franklin St., Seymour, Conn. 
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Tax; General Outline and Some of 
Its Important Regulations,”’ led by 
Louis Goodgold, Technical ASsis- 
tant, Emergency Revenue Divy., 
New York City. 


Louisville—Dinner meeting of 
the Louisville Association at the 
Kentucky Hotel. Speakers: Lieut. 
A. H. Near, superintendent of 
Bowman Field, ‘‘Operation of Com- 
mercial Airfields’; and J. R. Mer- 
rill, city agent for American Air 
Lines, ‘“‘Commercial Aviation.” 
Round table discussion on ‘‘Con- 
trol of Salesmen’s Visits’”’ led by 
T. A. Corcoran. 


Montreal—Dinner meeting of 
the Montreal Association. Speaker 
Sir Edward Beatty, Chairman and 
President of the Canadian Pacific 
Railway, on Canada’s 8% sales 


tax, 
APRIL 20 
Schenectady— Annual dinner 


meeting of the Eastern New York 
Association at the Hotel Van Cur 
ler. Speaker: Harry Van Antwerp 
of the Behr-Manning Corp., “Traf- 
fic Problems from the Purchasing 
Agent’s Point of View.” The fol 
lowing officers were chosen for the 
coming year: President, George 
Brown; Vice President, Amos 
Munson; Secretary, Stephen C. 
Main. The meeting was _pre- 
ceded by an afternoon inspec- 
tion tour of the General Electric 
Co.’s new WGY broadcasting stu 
dio. 


Cleveland—The following offi- 
cers were selected for the coming 
year by the Cleveland Association: 
President, V. Cada of Eaton Manu- 
facturing Co.; Vice Presidents, 
J. R. Keach of Ohio Rubber Co. 
and P. T. Skove of Perfection Stove 
Co.; Secretary-Treasurer, A. C. 
Mader of Bishop & Babcock 
Manufacturing Co. 


San Francisco—Dinner meeting 
of the Northern California Asso- 
ciation at the Elks Club. Speaker: 
J. Fred Mispley, P. A. State of 
California, ‘“‘Governmental  Pur- 
chasing.’ Motion picture ‘‘Steel’’ 
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presented by Edward Underwood 
of Bethlehem Steel Co. 


Detroit—Annual Ladies’ Nite 
party of the Detroit Association at 
the Dearborn Inn. An afternoon 
visit to the Ford Motor Co. was 
made. 


Birmingham—Luncheon meeting 
of the Birmingham Associaton at 
the Redmont Hotel. The following 
officers were elected for the coming 
year: President, George Cale; 
Vice Presidents, Jack Belcher and 


Quali 1 Uy. 


is the kind that 


builds confidence 


BOLTS-NUTS 


SCREWS * RIVETS 











DAYTON 
GRINDING WHEELS 


Regardless of 
quirements, you can obtain 
a Dayton abrasive wheel 
of the exact specifications 


your re- 


the work demands. On 
the market for years and 
the preference for a wide 
range of operations. Write 


The 
Simonds-Worden-White Co. 
Dayton, Ohio 
FACT wane? Cavgen. Cleveland, 
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Cal Lauthner; 
Kennedy; 


Secretary, J. D. 
Treasurer, George Cun- 
ningham; .Vational Director, H. C. 
Cross. 


APRIL 25 


Syracuse—Annual dinner meet- 
ing of the Syracuse and Central 
New York Association at the Onon- 


daga Hotel. The following officers 


were selected for 1939-40: Presi- 
dent, C. H. Kissel of Goulds 
Pumps, Inc.; Vice Presidents, 


G. L. McCaffrey and J. H. Merritt; 


Secretary, F. J. Quinn; Treasurer, 


M. E. Jennings; National D1- 
rector, H. C. Brown; Directors, 
J. L. Briggs, H. E. Walker, and 


C. J. Kuckhoff. 


Stratford— Dinner meeting of the 
Connecticut Association at the 
Mill River Country Club. Speak- 
ers: Dwight Brantley, Special 
Agent in charge Federal Bureau of 
Investigation, New York City, 
“Modern Trends in Law Inforce- 
ment’ and John E. Connor, Vice 


President, N.A.P.A. 


Oakland—Luncheon meeting of 
the East Bay Group, Northern Cali- 
fornia Association at the Lake 
Merritt Hotel. Speaker: John B. 
Knox, Vice President, Wulff, Han- 
sen & Co., “‘Have and Have-Not 
Nations and a World War.”’ 


Tulsa—Dinner meeting of the 
Tulsa Association. Speaker: Judge 
G. A. Waddle of the Goodyear Tire 
& Rubber Co., on new develop- 
ments in rubber. 


APRIL 27 


Dallas—Luncheon meeting of the 
Dallas Association. 
ture of Texas Gulf Sulphur Co. 


Motion pic- 


APRIL 28 


Toledo—Dinner meeting of the 
Toledo Association at the Waldorf 
Hotel. A delegation was present 
from the Cleveland Association. 


Rochester—The Annual Ladies’ 
Night party of the Rochester As- 
sociation at the Oak Hill Country 
Club. The following officers were 
chosen for the coming year: Prest- 


dent, R. W. Taylert; Vice Presi 
dents, A. P. Lapp and J. R. Cooney; 
Treasurer, B. W. Bayer; Secreiary, 
J. T. Harbison; Directors, B. F 
Ewell, S. Jones, H. L. Cooper, and 
H. Collins. 


Niagara Falls—Joint meeting of 
the Buffalo, Rochester, Toronto, 
and Hamilton Associations at the 
Hotel Niagara. The 
meeting was followed by an after 


luncheon 


noon forum where pertinent pur 
chasing problems were discussed 
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KOH-I-NOOR 


Drawing Pencils 


NOW 


10¢ each 
$1.00 per dozen 


* 


Send for a copy of 


our new catalog C-5 


HOW-I-NOOR 
PENCIL CO., ING. 


373 Fourth Avenue 


= | 











New York, N. Y. 
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TREASURE ISLAND 


. theme of the Fair at San Francisco, where 
a thousand purchasing agents will gather this month 
for their 24th annual convention, the high spot of 
the purchasers’ year. 





TREASURE ISLAND 


for the industrial advertiser who wants 


to place his story before the man who 
buys 





mn meant ae a AFALTO 


.... the June issue of PURCHASING, carrying 
the only complete report of the convention... . 
eagerly read and held for permanent reference by 


8,439 large scale industrial purchasing agents, a 





responsive and responsible group, representing the 


concentrated purchasing power of the American 
industrial market. 


There’s gold in them thar pages, 
Mr. Advertiser. 


Forms for the June issue close on May 3lst. 


Send your space reservation now. 


e lf 7 [ by A y N (; ll West 42nd St... New York 


Since 1915 + the National Magazine for Purchasing Agents 
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